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NAIA’s 1953 Policy 
Reaffirmed After 
Long Floor Debate 


But Directors Recognize Present 
Problem on Direct Billing, Contin- 
yous Policies With Many Agents 


FIRST MOTION SIDETRACKED 


64th Annual Meeting Provides 
1800 Attending With Excellent 
Program; Ellis New President 








By Epwin N. Eacer 
Atlantic City, N. J., Sept. 27—National 
Association of Insurance Agents board 
of directors here today reaffirmed a pre- 
vious declaration of strong opposition to 
use of continuous policies, direct billing 
aid unilateral reduction of commissions 
by insurance companies. At the same 
time they recognized the definite fact 
that many agents today to some degree 
have accepted use of continuous policies 
and direct billing, either voluntarily or 
by force of circumstance. This action 
was one of the most signific ant taken 
during the 64th annual convention of 
NAIA at the Haddon Hall Hotel. 
Directors this morning in voting this 
reaffirmation likewise cautioned agents 
who have associated themselves with 
these practices that such are not in best 
interests of public or producers, that 
certain aspects are inherently dangerous 
to the American Agency System. They 
wged insurance carriers to re-evaluate 
their procedures to remove threats to 
agents, particularly dangers to owner- 
ship of expirations. 


The Motion As Approved 


The motion approved after several 
hours of debate is as follows: 

"NAIA recognizes that a significant 
mimber of its members have for various 
teasons accepted programs of direct bill- 
ing and continuous policies, despite a 
‘trong feeling that this approach is not 
inthe best interests of the public and 
agent. NATA cautions that certain as- 
pects of this program are inherently 
dangerous, and urges all companies op- 
eating under the American Agency Sys- 
tm to re-evaluate their procedures to 
diminate any dangers to this system, and 
this national board of state directors 
tafirms its 1953 policy relating to uni- 
kteral commission reduction, continuous 
policies and direct billing.” 

President Paul H. Jones, CPCU, Tuc- 
on, Ariz., presided at the directors’ 
meeting at which an original motion, 
oposed by the special committee on 
wontinuous policies and direct billing, 


(Continued on Page 21) 
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re Revolution In 


 Cothpany Operations 
rg, From EDP Machines 


LOMA ais a President C. H. 
Bader Tells Meeting in Toronto 
Of Changing Conditions 


MERRILL TABOR PRESIDENT 


Charles B. Laing, Prudential, First 
Vice President; H. T. Sears, Equi- 
table of Ia.; 2nd Vice President 





Toronto—A gradual revolution in the 
home office operations of life insurance 
companies as a result of the increasing 
use of electronic data processing ma- 
chines is taking place creating new con- 
ditions and additional prob!ems, said 
Charles H. Bader, administrative vice 
president of Interstate Life & Accident, 
speaking as outgoing president of Life 
Office Management Association at the 
annual conference of LOMA held at the 
Royal York Hotel here this week. 

Officers Elected 

Merrill R. Tabor, vice president and 
secretary of Berkshire Life, was elected 
president at the business _ session; 
Charles B. Laing, vice president The 
Prudential, was made first vice presi- 
dent; and Hess T. Sears, administrative 
vice president of Equitable Life of Iowa, 
becomes second vice president. 

“We must remain constantly alert to 
the changing picture,” said Mr. Bader. 
“We must be able to exchange ideas, to 
keep current with new ways of running 
our offices. Both large and medium- 
sized computers are gradually revolution- 
izing our home offices. Not only are the 
organizational charts affected but per- 
sonnel as well. 


Organizational Charts Revamped 


“Organizational charts built along ver- 
tical lines are being revamped to allow 
for the horizontal flow of responsibilities. 
With centralized automation, department 
managers are dealing more closely with 
other departments on a horizontal plane, 
and many departments are being consoli- 
dated.” 

Mr. Bader then considered the role the 
Life Office Management Association 
plays in keeping its members informed 
and up-to-date. 

“In many conversations with company 
presidents, I have received fairly uni- 
form answers to the question, ‘Is the 
LOMA fulfilling its responsibility to the 
life insurance industry?’ Without ex- 
ception, the presidents agree that their 
companies receive in return a_ large 
dollar value for the modest dues that 
they pay to support the Association.” 

Careers of Officers 

Mr. Tabor has spent his entire busi- 
ness career with Berkshire Life, which 
he joined in 1927. He has been a mem- 
ber of the LOMA’s board of directors, 
institute examination committee, eastern 


(Continued on Page 3) 







September 30, 196 




















The educational program of the American College of Life Underwriters 





offers a man the opportunity to serve his clients the best of all ways —as 
a Chartered Life Underwriter. 


THE MAN 
WHO SELLS 
JOHN HANCOCK ...does a better job through C.L.U. study] :: 















The C.L.U. designation stamps him as a man equipped with the extensive 
business education to enable him to give sound, professional advice on all 
life insurance problems. 


The man who sells John Hancock knows that his company, by actively 
encouraging C.L.U. study, is helping him to become more useful to his 
client community — and helping him to develop his future as a career 
life underwriter. 
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| Toronto—A review of the progress and 
Sccomplishments of the Life Office Man- 
‘agement Association during the nineteen- 
TAities and a look ahead to the coming 
Wecade highlighted the Association’s an- 
qual business meeting. The report, by 
Roy A. MacDonald, managing director 
of LOMA, was delivered at the Asso- 
giation’s 37th Annual Conference at the 
Roval York Hotel. 

“Tl think that the life insurance indus- 
try is on the threshold of unparalleled 

owth during the next 10 vears,” Mr. 
MacDonald predicted. “With the popu- 
Jation of this continent increas'ng rapid'y 
and with mortality rates falling every 
year, the sixties could we'l prove to be 
a decade of prosperity and progress un- 
precedented in the annals of our busi- 

ness. 

‘Mr. MacDonald reviewed the achieve- 
ments of the LOMA during the nine- 
feen-fifties, saying, “Possibly the one 
word most. descriptive of LOMA during 
the fifties is ‘growth.’ We grew in many 
Ways. First, and most obviously, we 
grew in size. We began the decade with 
25 members companies ... Twelve years 
Tater, our membership has" grown to 386. 
We have increased in size by more than 
00% in the last ten years—a rate of 

owth that would have been considered 
inconceivable in 1950.” 

"But sheer numerical growth is not an 
accurate barometer of the LOMA’s pro- 
gress, Mr. MacDonald pointed out. He 
moted that the continually-increasing 
participation in Association activities by 
members was of far more importance. 
The fifties saw an increase in the num- 
ber of Association standing committees 
from 11 to 17. Two additional standing 
committees were added during the past 
Association year. 

“When we speak of the growth of the 
LOMA in the fifties,” Mr. MacDonald 


continued, “we cannot overlook our edu- 


LOMA Election 


(Continued from Page 1) 


planning committee, and was chairman 
of the nominating committee in 1955, and 
the annual conference committee in 1958. 
He succeeds Charles H. Bader, admin- 
istrative vice president, Interstate Life 


and Accident Insurance Company, who 


served as LOMA president for 1959-60. 
Mr. Laing is also a former member of 
the Association’s board of directors. 


He 
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Managing Director MacDonald Sees 
: _ Unparalleled Growth in This Decade 


cational arm, the Institute. In 1950, less 
thas 5,000 students sat for approximately 
8,000 Institute examinations. The spring 
of this year saw more than 12,000 stu- 
dents take some 21,000 examinations. In 
short, the Institute program has about 
tripled the number of students and ex- 
aminations in the decade.” 

Mr. MacDonald concluded his report 
with a look into the future, saying, “Our 
eyes were placed in front because it is 
more important to look ahead than to 
look back.” He noted that Samuel John- 
son once remarked that knowledge is of 
two kinds: “We know a subject our- 
selves,” Dr. Johnson said, “or we know 
where we can find information on it.” 
Mr. MacDonald believed that this senti- 
ment amply described the basic reason- 
for-being of LOMA. 

“In this, the 37th year of our existence 
as a trade association,” Mr. MacDonald 
cone luded, “we begin a decade in which 
the services of the Association will prove 
to be more essential than at any other 
time in our history. We stand ready to 
serve our membership to the best of our 
ability.” 


Widen Knowledge of Co.'Operations 


Advises Former LOMA President 


Toronto—Peter McDonald, vice presi- 
dent and secretary, Crown Life, and 
former president of LOMA, advised in- 
surance executives to take every oppor- 
tunity to improve their knowledge of 
their company’s overall operations. Mr. 
McDonald addressed a luncheon in honor 
of the 1960 LOMA Institute Fellows at 
the Association’s Conference. 

“The executive of tomorrow 
the flexible employe of today,” Mr. Mc- 
Donald declared. “Be prepared to ac- 
cept the challenge of new and different 
work assignments. Management training 
demands that the individual have a com- 
prehensive knowledge of many phases 
of our business—endeavor to anticipate 
the needs of management by broadening 
your knowledge now.’ 

A trend that will require all future 
senior officers to complete their Fellow- 
ship requirements is developing in some 
companies, Mr. McDonald stated. Such 
companies would have a tremendous ad- 

vantage in the industry’s highly compe- 
titive market. 

“T am sometimes asked what a grad- 
uate should do when he has completed 


must be 


Cummings Sees Life Insurance As 


Only Way to Financial Security 


Toronto—Life insurance alone can 
solve the problem created when a man 
needs money, loses his health, grows old 
or dies. ‘This thought was expressed by 
Harold J. Cummings, president, Min- 
nesota Mutual Life, during an address 
at the LOMA ‘Conference. Mr. Cum- 
mings viewed the ordinary man as “con- 
stantly facing threats to his financial 
security.” Only a life insurance contract 


can dispel these worries, he said. Para- 
phrasing Will Rogers, Mr. Cummings 
stated, “With a life insurance investment, 
a man need not worry about either the 
return on or the return of his money.” 
The present tax structure and level of 
interest rate were cited by Mr. Cummings 
as the reasons why it is no longer pos- 
sible to amass fortunes as in the past. 
“Add to the ravenous bite that income 





joined Prudential’s actuarial department 
in 1930, and served in various positions 
until 1947, when he was elected second 
vice president in charge of personnel 
and methods. In 1953, he was designated 
second vice president of the company’s 
Mid-America home office. He was 
named vice president in 1954. 

Mr. Sears, administrative vice presi- 
dent of Equitable Life of Iowa, has been 
exceptionally active in LOMA affairs. 
He has served as chairman of the Asso- 
ciation’s organization, and _ institutional 
and membership relations committees. 


He was elected to the LOMA board of 





CHARLES B. LAING 


directors for a three-year term in 1954. 

Hilton H. Campbell, vice president, 
Republic National Life; James B. Mc- 
Intosh, administrative vice president, 
New England Mutual Life; W. T. War- 
ren, Jr., vice president, Southern Life 
and Health were elected to serve on the 
board of directors for three years. J. 
D. Milne, comptroller, Canada Life, will 
serve the remaining two years of the 
unexpired term of the late Lloyd M. 
Dalgliesh, former vice president and sec- 
retary, London Life. All four of the 
new directors have served on many 
LOMA standing committees. 


HESS T. SEARS 





his LOMA Institute studies,” Mr. Mc- 
Donald continued. “My answer is, he 
should continue his insurance education 
as long as he is connected with the 
business. The continual development of 
an inquiring mind is perhaps even more 
important than a formal education or the 
successful completion of a particular 
course of study. There is no ‘end of the 
road’ in education.” 

Mr. McDonald advised every employe 
to keep abreast of new developments in 
the insurance industry “if he is to grow 
with it.” This is pe irticularly important 
with the advent of automation. 

“Our daily operations call upon us to 
perform a service to the policyholders 
and agents in the field. If this service 
can be improved with increased efficiency 
and reduced cost, then and only then 
can we honestly feel we have made pro- 
gress and done a good job.” 

Imaginative and constructive 
are incalculable assets, the speaker said. 
He suggested that they be applied to 
each task the individual is confronted 
with, 

“If your duties require you to con- 
sider procedural changes, do not hesitate 
to review the approach of other compan- 


thinking 


ies to the problem,” Mr. McDonald con- 
cluded. “There is no one best way of 
performing a task. From the material 


supplied by the LOMA through its an- 
nual proceedings, p'anning committee re- 
leases, etc., an overall perspective of the 
industry’s procedures should be ob- 
tained before making a decision. Not 
only will the conclusion reached be a 
hetter one—you will also have increased 
your knowledge.” 


taxes alone take out of each income dol- 
lar, the urge to enjoy today’s continuous 
flow of new products and the erosive 
effect of the cost of living on the shrink- 
ing buying power of each dollar, and we 
must conclude that unless the ordinary 
man can find a way to build income not 
subject to taxes now, his search for fi- 
nancial independence becomes patently 
hopeless.” 

The answer to the situation, Mr. Cum- 
mings said, is a life insurance contractual 
investment that gives income—taxwise 
—no income at all through the productive 


years. At maturity, the contractua’' right 
to annuitize savings results in still fur- 
ther tax advantages. “A life insurance 


policyholder can make one dollar do in 
annuitizing income what in any other 
way would require savings of $2.50. In 
addition. he can at all times enjoy ab- 
solute guarantee of principal and interest, 
and shift responsibility for the security 
of his investments to experienced 
shoulders.” 

Mr. Cummings pointed out that should 
a man save and elect to invest in another 


way, he still faces the hazard$§ which 
only the insurance contract removes. 
Having chosen that road, Mr. Cummings 


remarked, a man 
luck and time.” 

Considering the fixed dollar investment 
of life insurance in an inflationary econ- 
omy, Mr. Cummings observed that the 
more inflation goes up, the higher goes 
the pricetag on a person’s earning ca- 
pacity—and the greater the loss to one’s 
self and family if this earning capacity 
is halted by disability or death. The 
simple fact, said Mr. Cummings, is that 
earning capacity is a person’s very bes! 
capital investment—his only inflation- 
proof asset. 

The priceless byproduct of a life in- 
surance contract. said the speaker, is the 
right to live today. “It is the only wav 
to have real deep-down peace of mind 
all through life. That, above all else, is 
the ordinary man’s economic right. Only 
this one time will he pass this way. He 
may not even be here tomorrow.” 


“at the very least needs 
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New Mortality Table Brings Revision 
Of Life Product Line, Says Sternhell 


Toronto—The adoption of a new mor- 


tality table by the life insurance indus- 
try will involve a considerable amount 
of work and expense, Char'es M. Stern- 


hell, vice president and actuary, New 
York Life, said discussing the 1958 CSO 
Mortality Table at a LOMA panel ses- 
sion. 

Mr. Sternhell pointed out that within 
the next five years, all life insurance 
companies will have to revise all of their 
Ordinary life insurance policy forms to 
reflect the new cash surrender values 
and nonforfeiture values produced by 
the new mortality table. They wl also 
have to prepare new rate manuals with 
revised premium rates, dividends, cash 
surrender values and nonforfeiture values 
for future issues of all Ordinary life 
insurance plans. 

“When companies face a major re- 
vision of this type,” Mr. Sternhell pre- 
dicted, “many of them will probably take 
advantage of the opportunity to review 
all aspects of their product. Contem- 
plated changes in product or premium 
rates, which may have been deferred 
until the next general revision of policy 
forms, or the next revision of the rate 
manual, will probably be introduced 
simultaneously with the adoption of the 
new mortality table. 

“One of the major effects of the in- 
troduction of the new mortality table 
may well be the auxiliary revision of 
many aspects of the Ordinary life in- 
surance product line.” 


Mr. Sternhell foresaw the 1958 CSO 


Table as the third in a series of major 
mortality tables to be based on American 
life insurance experience and to be 
widely used by the life insurance indus- 
try. He noted that the American Ex- 
perience Table saw widespread use over 
a period of about 80 years, and the in- 
troduction of the 1941 CSO Table was 
accompanied by a complete moderniza- 
tion of the valuation and nonforfeiture 
statutes. 

With regard to the likely future trend 
of mortality rates, Mr. Sternhell ob- 
served that “most authorities on the 
subject feel that present mortality levels 
are already so low that they offer re’- 
atively little ‘fat’ still to be trimmed. In 
any event, any future improvements in 
mortality are likely to be on a much 
more modest scale than were those of the 
past. A tremendous amount of thought 
and effort, from all segments of the life 
insurance industry, has gone into the 
development of the 1958 CSO Table,” 
the speaker said. 

“It may not be an ‘ideal’ mortality 
table for any one particular company 
because it has been designed to be used 
by all of the different tvpes of com- 
panies operating in the United States. 
It will, however, eliminate for some years 
in the future many of the problems that 
developed as the 1941 CSO Table be- 
came less and less representative of cur- 
rent mortality experience. The 1958 CSO 
Table gives the industry a much needed 
up-to-date mortality standard that will 
be of great value from a public rela- 
tions standpoint.” 


Canadians Must Take Steps to Assure 
Growth of Economy, Sheppard Warns 


Toronto—G. H. Sheppard, president, 
International Business Machines Co., 
Ltd., (Canada) warned that Canadians 
must accept as an essential fact of life 
that they must work harder and more 
intelligently than ever before if they are 
to continue to possess a relatively high 
standard of living. “I firmly believe that 
given sound and inspiring leadership, 
they will do just that,” ‘he said. 

Mr. Sheppard voiced the opinion that 
Canadians are optimistic about the fu- 
ture, and they feel that their optimism 
is based on fairly sound ground. He ob- 
served that the economic growth that is 
taking place seems to be controlled and 
part of a recognizable pattern; the do- 
minion’s huge reserves of raw materials 
are being brought into use in conformity 
with reasonable planning. Canadians en- 
joy governmental stability, Mr. Shep- 
pard continued, and on the whole, order- 
ly procedures in the conduct of domestic 
and foreign affairs. 

“There is, however, a debit side to our 
position and I want to share with you 
my concern about some trends that could 
become alarming in some areas that ap- 
pear to need attention if we are to con- 
tinue the growth pattern upon which we 
have based our economy during the past 
decade,” Mr. Sheppard said. 

“Several years ago capital was being 
generated here and was flowing into the 
country at a substantial rate for the 
development of natural resources and 
the rapid establishment of manufactur- 
ing units. At that time and for many 
years following, the products of our 
mines and forests were eagerly sought 
after on the world market. Our fac- 
tories were hard-pressed to meet the 


demands, both of and domestic 
markets. 

“During those years, Canadian busi- 
nessmen seemed to possess enthusiasm 
and optimism which led to further rapid 
expansion of facilities. But something 
is happening and as businessmen we 


should be fully aware of its future con- 


export 


sequences unless remedial action is 
taken.” 

Mr. Sheppard pointed to the trade 
deficit with the United States, increas- 


ing unemployment, and the decline of 
manufacturing’s share of the Gross Na- 
tional Product as trends which he con- 
sidered alarming. He advanced the fol- 


lowing suggestions to correct these 
trends: 
“First, I suggest with respect to our 


trade position with the United States 
that it is to the long-term advantage of 


that country to collaborate with us in 
our efforts to find a solution,” Mr. Shep- 
par declared. “We are the best cus- 


tomer of the United States to the extent 
of 3.8 billions of dollars—to say nothing 
of another half-billion spent by our 
tourists. It is therefore, not unnatural 
for Canadian businessmen to look for an 
opportunity to compete for a portion of 
so vast a market. This could be done by 
creating conditions whereby Canada 
could find a market in the United States 
for certain of its manufactured goods. 

“In the second place, I believe that 
Canadian manufacturers must operate in 
a climate which will permit them to have 
available after taxes sufficient funds for 
research, development, plant moderniza- 
tion, and essential expansion to meet 
current market requirements.” 

To accomplish this, Mr. Sheppard sug- 
gested, it may be necessary for the Ca- 
nadian Government to develop some 
means of providing financial incentives, 
encouragement and sound leadership for 


the solution of the basic problem of 
secondary industry in Canada. 


“Such governmental leadership ap- 
pears essential for the survival and de- 
velopment of secondary industry,” he 
cautioned. 


Mr. Sheppard’s third suggestion called 
on Canadians to exhibit an increasing 
awareness of the far reaching advantages 


—_—, 


of the domestic market. “Sure‘y it is not 
too soon to commence preparations to 
take advantage of the projected 26% mil- 
lion that will be buying goods and sery- 
ices in this country in 1980 

“Finally, I would venture to suggest 
that a m uch greater measure of self- help 
is essential in the factories and offices of 
this land if we are to overcome our dif- 
ficulties and realize our potential.” 


Life Insurance Must Mobilize 
‘Creative Energies,’ Says Myers 


Toronto—Unless the life insurance in- 
continues to create the climate 
within its companies of individual op- 
portunity through individual 
and participation, “we 


dustry 


expression 
run the risk of 
losing out in this nationwide competition 
for new, young leadership talent,” Clar- 
ence J. Myers, chairman and president, 
New York Life said addressing the 
LOMA Conference. “An industry’s fu- 
ture is no brighter than the people who 
comprise it and whom it continues to 
attract,” Mr. Myers stated. 

An audience of approximately 1,000 life 
insurance executives heard Mr. Myers 
advise life insurance management “to 


accelerate the process that is already 
well begun—that is, to conduct our af- 


fairs in such a way that each company is 
a progressive, well-knit team of creative 
individuals devoted to the integrity of 


the business and to the best interests of 
our policyowners.” 

In ae zing the functions of manage- 
ment, Mr. Myers listed two aspects of 
the manager’s principal duties: the man- 
ager must be an idea man, and he must 
get people to carry out ideas so that the 
ideas may become realities. 

Mr. Myers said, “We in the life in- 
surance business have made much worth- 
while progress in the first area, but,” he 
added, “I am not sure if we have made 
proportionate progress in the second of 
the two managerial tasks I’ve mentioned: 
getting people behind ideas. I don’t be- 
lieve we have fully mobilized the human 
creative energies available to us in the 
so-called office end of our business.” 

Two possible approaches toward the 
management of people are what Mr. 
Myers referred to as “management by 


(Continued on Page 8) 


Standard Scale of Group Commissions 
Called For by Watson of Crown Life 


Toronto—George N. Watson, Group 
vice president of Crown Life, called for 
the use of a standard scale of commis- 
sions for the writing of Group life in- 
surance. Mr. Watson spoke on Group 
insurance trends and problems before the 
LOMA Conference. 

“T believe the best practice is to use 
a standard scale of commissions which 
applies in every instance, and to require 
that every quotation provide for the 
payment of the total amount of commis- 
sion provided by such scale,” Mr. Wat- 
son said. “Adherence to this principle 
will prevent discrimination against com- 
panies because of the commission treat- 
ment accorded their agents and will pre- 
vent the abuses of direct writing which 
is of such concern to life underwriters.” 

Mr. Watson’s talk examined the re- 
cent report on Group policies made by 


the Joint Committee of the American 
Life Convention and the Life Insurance 
Association of America. One of the 
recommendations of the committee, the 
withdrawal of support for the 20/40 
rule limiting maximum amounts of 
Group life insurance, was commended 
by the speaker. Instead, he noted, they 
have recommended a _ nondiscrimination 
rule wherehy those employes in the top 
class would not be insured for more 
in relation to their salaries than lower- 
salaried employes within the same Group. 

“The point I wish to stress,” Mr. Wat- 
son declared, “is that by using more 
than one Group the nondiscrimination 
rule can be adhered to in any one Group 
and yet the total Group insurance pic- 
ture may be made to conform to a pat- 


(Continued on Page 8) 


Take Part in Politics, Says Burkhart 


Toronto—“‘The lazy luxury of political 
apathy can no longer be afforded,” John 
Burkhart, president of College Life In- 
surance Co., said before LOMA. “Politi- 
cal participation programs ought no 
longer be delayed,” Mr. Burkhart em- 
phasized. “No later than tomorrow life 
insurance management will be branded 
for betrayal of its trust unless no later 
than today it measures and masters the 
political pestilence that is laying waste 
to the substance and forfeiting the free- 
doms of its policyowning customers.” 

“What other business undertakes such 
solemn obligations extending over such 
amazingly long periods of time?” Mr. 
Burkhart asked. “To what other busi- 
ness have so many people so confidently 
entrusted their financial future and what 
steps have our companies taken, up to 
now, to obtain and retain the kind of 
government without which promises can 
never, in fact, be fulfilled ?” 

Mr, Burkhart noted that the dominant 


institution in the United States and Can- 
ada is the business corporation. .It pos- 
sesses the strongest leadership resources, 
he said, the most effective training and 
communication devices, the best base for 
systematic, sustained performance. 


“No business leader, and especially no 
insurance business leader,” Mr. Burk- 
hart declared, “should let another day 
go by without inaugurating a plan to 
energize and utilize the talent of his 
company for citizenship as well as busi- 
ness purposes.” 

Fortunately, Mr. Burkhart went on, 
such plans are conveniently at hand. He 
noted that experience has tested and 
proved them, saving that neither time 
nor money need be devoted to their 
preparation. ‘ 

“All that is required is’ the will to get 
the job done,” Mr. Burkhart concluded. 
a when the stakes are so high—and 

» final—how can the will be lacking? 
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Lincoln National Makes Regional 
Reinsurance Office Changes 


A new regional reinsurance office has 
been established in Atlanta, Ga., by Lin- 
coln National Life, Fort Wayne, accord- 
ing to Walter O. ‘Menge, president. The 
ofice will provide complete underwrit- 
ing facilities and reinsurance service to 
the company’s reinsurance clients in 
the southeastern states. 

Heading the reinsurance office will be 
James R. Love, formerly executive as- 
sistant, reinsurance, in the company’s 
Dallas regional reinsurance office, who is 
being promoted to region: il reinsurance 
manager. Mr. Love’s staff includes: 
Ernest F. Ehresman, regional under- 
writing manager; William Winter, senior 
underwriter ; Dr. Richard H. Johnson, 
medical consultant; and Phillip B. Nor- 
ton, regional office supervisor. Mr. 
Ehresman previously has been regional 
underwriting manager in the Dallas 


Vv 





ROBERT C. TOOKEY 

office, and Mr. Winter is being trans- 
ferred to Atlanta from the home office. 
Both Dr. Johnson and Mr. Norton are 
residents of Atlanta. 

Donald D. Nicol, formerly assistant 
regional underwriting manager, is being 
promoted to regional underwriting man- 
ager and will replace Mr. Ehresman in 
the Dallas reinsurance office and Tom 
McCall is being transferred from the 
home office to assist in the underwrit- 
ing operation of the Dallas office. 

In addition, several other reassign- 
ments of duties in the reinsurance de- 
partment were announced by John 
Phelps, vice president. 

Tookey’s New Duties 

Robert C. Tookey, assistant vice pres- 
ident, formerly in charge of reinsurance 
sales and service of the western terri- 
tory, will have general responsibilities 
for sales promotion, sales training, pub- 
licity and publ ications. William J. Lan- 
den, regional reinsurance man: iger, for- 
merly responsible for the company’s 
southeastern territory, will assume gen- 
eral responsibility for the western terri- 
tory 

Mr. Love joined the L incoln as execu- 
tive assistant- -reinsurance in the com- 
pany’s Dallas regional reinsurance office 
last April. Prior to joining the company, 
€ was associated with the Retail Credit 
Co., where he held the position of dis- 
trict sales manager in that company’s 
New Orleans office. Prior to this, Mr. 
Love attended the University of New 
Mexico and served in the armed forces. 

Mr. Tookey, a Fellow of the Society 
of Actuaries, entered the life insurance 
business in ‘1945. Prior to joining the 
company in 1955, he was associate actu- 
ary in the Group department of another 
company. He attended the California In- 





JAMES R. 


LOVE 


stitute of Technology, receiving a Bach- 
elor of Science degree in mechanical 
engineering, and the University of Mich- 
igan, where he received a Master of 
Science degree in actuarial science. He 
twice served with the Navy. 

Mr. Landen, prior to joining the com- 
pany, was affiliated with another com- 
pany in life underwriting and_ public 
relations work. He attended the Univer- 
sity of Massachusetts and was graduated 
from the Hoff Institute of Business, 
Glendale, Cal., where he majored in 
accounting and business administration. 

He has completed Course I of the Life 
Office Management Association and holds 
a certificate of proficiency in underwrit- 
ing from the Home Office Life Under- 
writers Association, 

Mr. Nichol has been a_ reinsurance 
underwriter with Lincoln Life for 13 
years. Prior to this he had been a life 
underwriter for another company for ten 
years. He is a graduate of Iowa State 
University. 

Mr. Ehresman became affiliated with 
the company in 1924 and has been in 
charge of the Dallas office’s underwrit- 
ing service. Prior to his assignment in 
Dallas, he served as a resident under- 
writer in Boston. 

Mr. Winter has been associated with 
Lincoln Life since 1945 when he joined 
the direct business department. Two 
years later, he transferred to the rein- 
surance department as a_ reinsurance 
underwriter and has continued in that ca- 
pacity until his present reassignment. He 
is a graduate of Luther College, Decorah, 
Iowa, where he received his Bachelor 
of Science degree. 

Mr. McCall has been a member of the 
company’s reinsurance department since 
1946 when he became a_ reinsurance 
underwriter. He is a graduate of the 
University of Iowa where he received 
his Bachelor of Science degree. 

Dr. Johnson, who is a member of the 
American Board of Internal Medicine, 
attended Auburn University and later 
the University of Alabama where he re- 
ceived his Bachelor of Science degree. 
Subsequently he attended the University 
of Alabama School of Medicine, gradu- 
ating in 1952 at which time he received 
his Doctor of Medicine degree. During 
World War II, Dr. Johnson saw military 
service with the Air Corps. 

Mr. Norton, formerly assistant adver- 
tising manager of the John Rogers Co, 
is a graduate of Georgia Southern Uni- 
versity where he received his Bachelor 
of Science degree. Following college, 
he was a public school teacher prior to 
serving two years in the headquarters 
staff of the U. S. Army in Europe. 


“ness 


Guardian Life Meeting 

Leaders Club qualifiers from the metro- 
politan division of Guardian Life of 
America held a three-day business meet- 
ing recently at the Lake Tarleton Club 
in New Hampshire. The conference, at- 
tended ‘by representatives from 17 Guar- 
dian agencies in the New York metro- 
politan area, was the finale to a series 
of meetings marking the company’s cen- 
tennial anniversary. 

Subjects discussed during the three- 
day meeting included estate planning, 
professional partnership market, Term 
conversions, Simpson-Keogh bill, sale of 
Group coverages and pension plans, and 
use of Guardian product features and 
sales materials. 

Arthur J. Raumann, CLU, of the Spaul- 
der, Warshall and Schnur Agency, re- 
tiring president of Guardian’s Leaders 
Club and Second Vice President John C. 
Slattery served as chairmen for the busi- 
sessions. Chairman of the Board 
James A McLain gave the closing ad- 
dress, and President John L. Cameron 
spoke at the Leaders Club banquet. 





Features for September 
Estate Planners Quarterly 


Make money by giving it away? This 
approach to charitable giving has proven 
irresistible to many donors, reports Pro- 
fessor William V. Redmann of New 
Orlean’s Loyola University in the Sep- 
tember issue of Estate Planners Quar- 
terly. In “Estate Tax Planning And 
Gifts To*A College,” Professor Red- 
mann tells Mr. Alumnus how funding a 
charitab'e gift through tax savings is not 
only practical but can be beneficial to 
both donor and donee. Current methods 
of reducing estate and income taxes make 
it possible for a person in a high income 
bracket to net more “cash in hand” by 
giving a capital asset to his alma mater 
than by selling or holding it. 

Another significant Quarterly report 
examines the mechanics of two potent 
devices for effecting income tax savings 
—the short-term and sprinkling trusts. 
“Report On The Short-Term and Sprink- 
ling Trusts” is published with the per- 
mission of Estatology, Inc., where it 
appears as part of a comprehensive sys- 
tem of estate planning. 

The September Quarterly also fea- 
tures a report on valuation of a human 
life in terms of dollars and cents. Con- 
ceding that there is no adequate yard- 
stick, ‘How Much Are You Worth” 
points out to the client that there is such 
a thing as the economic value of a life 
and the legal worth to a court. All too 
often people seem to underestimate their 
true worth when planning their estate 
or buying life insurance. This report is 
desi gned to jar them from their com- 
placency. 

Other features in this i issue include the 
multifold advantages of juvenile and wife 
insurance and an actual estate planning 
proposal for a wealthy businessman pre- 
pared by Rudolph Leitman. 

Estate Planners Quarterly is edited by 
Solomon Huber, CLU, with the help of 
a distinguished editorial board comprised 
of leading life underwriters, attorneys, 
and home office executives. It’s published 
at 215 West 34th Street, New York. An- 
ual subscription rate is $10. Lee Rosler 
is director of publications. 





D. E. Walker’s New Post 


Darrel E. Walker, unit supervisor for 
Northwestern National Life, in its actu- 
arial department since 1956, has been 
appointed supervisor, pension administra- 
tion. In his new capacity, Mr. Walker 
will serve as actuarial consultant to the 
company’s pension and tax department 
and will report to Rolland F. Hatfield, 
manager. 

Mr. Walker’s present actuarial unit will 
be assigned to the department with him. 
The move, designed to coordinate the 
company’s pension sales activities more 
closely = those of the agency depart- 
ment, will bring added manpower to the 
firm’s pension operations, resulting in 
improved pension service to policyowners 
and agents. 


New England Elects 
3 Officers Directors 


McINTOSH, BARKER AND BADGER 


All Three are Vice Presidents Heading 
Different Departments of 
Boston Company 


Election of Janes] B. McIntosh, ad- 
ministrative vice president, John Barker 
Jr., agency vice president, and Sherwin 
C. Badger, financial vice president, to 
= board of directors of the New Eng- 
land Mutual Life was announced by 
President O. Kelley Anderson, who also 
announced the retirement from the board 
of Maynard Hutchinson, a director for 
eighteen years, and Walter Tebbetts, 
first elected to the board in 1943. Mr. 
Tebbetts served as a New England Life 
vice president for 27 years prior to his 
retirement in 1954. Mr. Hutchinson is 
the collector for the Port of Boston. 

Mr. McIntosh joined the company’s 
investment department in 1945, was ap- 
pointed administrative assistant in 1952, 
second vice president in 1956, vice presi- 
dent the following year and administra- 
tive vice president in 1959. A graduate 
of Boston University, he is a director 
of the Merchants National Bank of 
3oston and the Suffolk-Franklin Savings 
Bank and a trustee of ‘his alma mater. 

Mr. Barker entered the law depart- 
ment of New England Life in 1936 
after six years at the law firm of Choate, 
Hall and Stewart. He was promoted 
to counsel in 1942, to general counsel in 
1948 and vice president and general coun- 
sel in 1950. He became agency vice pres- 
ident last December. He is a graduate of 
Williams College and Harvard Law 
School, a trustee of the American Child 
Guidance Foundation, a director of the 
Massachusetts Higher Education Assist- 
ance Corporation, and a member of the 
Vestry of Trinity Church in Boston. 

Mr. Badger, a former editor of Bar- 
ron’s, the National Financial Weekly, 
joined the company in 1940, becoming as- 
sistant treasurer in 1942 and financial 
secretary two years later. He was made 
second vice president in 1947, vice presi- 
dent in 1950 and financial vice president 
the following year. A Harvard graduate, 
he is a director of the Old Colony Trust 
Co., the Massachusetts Business De- 
velopment Corporation, the Charlestown 
Savings Bank, and a trustee of the New 
England Conservatory of Music. 





N. Y. C. Ass’n Meets Oct. 6 


The opening educational meeting of 
The Life Underwriters’ Association of 
the City of New York will be held Octo- 
ber 6, at 2:30 p.m., in the Hotel Com- 
modore, according to information ob- 
tained from Arthur H. Bikoff, general 
agent, Aetna Life, association educa- 
tional vice president. 

The only speaker of the afternoon wi'l 
be ‘Charles ‘E. Gaines, CLU, director, In- 
stitute of Insurance Marketing, Southern 
Methodist University, Dallas. Mr. Gaines 
will discuss “The Question Marks of 
Property.” He believes that many people 
have characterized the present era as the 
era of Mutual Funds—buy Term and in- 
vest the difference. He contends ‘that the 
situation may be more accurately de- 
scribed as the era of half convictions or 
half convinced underwriters. This speak- 
er is of the opinion this feeling may stem 
from a belief that we may have forgotten 
the fundamental purpose of life insurance 
and thow it, and it alone. can solve a 
man’s problem of economic security. 

It is Mr. Gaines’ conviction that when 
life insurance is properly presented, it 
is not in competition with mutual funds 
common stocks or any other form of 
property because it is designed for an 
entirely different purpose. 





Girardian in Maine 


Girardian Insurance Co. of Dallas has 
been admitted to do business in Maine, 
the company now operating in 42 states, 
District of Columbia and Puerto Rico. 
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LAA Exhibits Evaluated by 3 Judges 


P. E. Schruth, SEP; Howard Chase and H. N. Kuesel, Phoenix 
Mutual Life, See Room For Improvement 


But Overall Favorably Impressed 


Three of the exhibit judges of LAA’s 
annual competition for awards of excel- 
lence in advertising, sales promotion ma- 
field annual 
and public relations were given 


terial, company magazines, 
reports 
last week’s annual meeting 
Advertisers Asso- 
New York, and 
evaluating the 
submitted by member LAA 
The Peter E. 
president-advertising di- 


the floor at 
of the Life Insurance 
ciation in Essex House, 
did an 
material 


effective job in 


companies. judges were 


Schruth, vice 
rector of The Saturday 
W. Howard Chase, 
Associates, 
Harry N. Kuesel, 
Phoenix Mutual Life in New York. 
Sears, 


Evening Post; 
president of Howard 
Inc., New York, 
consulting manager of 
Pre- 


Chase and 


siding at this session was Hess T. 


CLU, Equitable Life of Iowa. 
Discussing the magazine advertising 
of LAA member companies’ Mr. 


Schruth’s overall opinion was that these 
ads are doing a good job of selling fam- 
need for life insurance as 


on the U.S. A. 
However, he 


ilies on the 
well as selling people and 


the future of our country. 


said: “You don’t have an easy job. : 
The advertisement you put on _ that 
printed page is an intangible. It must 
sell benefits often long removed from 
the purchaser ideas like security, 
endowment, retirement, future occpua- 
tions, forced saving. Yours is a tough 
selling job but you have surely done it 
well.” 


Impressed by “Winning Technique” 


While judging life insurance ad cam 
paigns for their appropriateness, art and 
copy strategy and overall originality, Mr 
Schruth said he was struck by special 
technique (or formula) used in many 
of the advertisements. “It’s a winning 
technique,” he exclaimed. “The ads I’m 
referring to are those selling messages 
which pick out an individual prospect 
and then, face to face and heart to heart, 
have a talk with him about his personal 
needs.” He observed: “People are in- 
terested in people and in themse.ves 
most of all.’ 

Mr. Schruth recommended the use of 
positive approach always in advertising. 


He likes the ads that say: “You can 
afford to protect your family” rather 
than putting it: “You can’t afford not 


to protect your family.” 

He objects to insurance advertisements 
that do not have a unique personality 
ads that do not reflect the company’s 
personality or those that could well be 
signed by some other company. Like- 
wise, he is cold to ads that are stuffy or 
scary in their appeal. Before closing 
Mr. Schruth pointed out that many 
American families are underinsured. 
Here are the statistics: 

“It is entirely possible that the person 
who reads your ad truly doesn’t know 
he can afford to protect his family. That 
may be why in three out of four Ameri- 
can families no member has as much as 
$5,000 of individual life insurance in 
force. Or why in the income group from 
$3,000 to $5,000 nine out of ten adult 
members do not have as much as $5,000 
of individual life insurance. Or even in 
the group with over $7,500 of income, 
seven out of ten do not have as much as 
$5,000 of individual life insurance. 

“Life insurance advertising wil be 
even more successful when it thinks big 
—about the small guy. How about think- 
ing more about the small one—the vast 
untapped market of peop!e who don’t 


they can afford your product?” 


Chase on Public Relations 


know 


relations 
insurance com- 
“What you 
tune with 


In his sizeup of the public 
job being done by life 
panies Mr. Chase set forth: 
are trying to do must be in 
the public’s needs and desires. 

Referring specifically to various P. R 
exhibits he singled out a striking dis- 
play which told about a company’s ac- 
ceptance of three previously impaired 
risks. This is indicative of a more flex- 
ible underwriting attitude on the part 
of home office underwriters which “off- 
sets public belief that only standard risks 
are acceptable,” he said. 

Further along Mr. Chase gave as his 
opinion that there are two apparent 
choices in Public Relations. (1) To use 


broad sweeping terms to determine ob- 
jectives and (2) the “doctrine of selec- 
tive neglect” or “the doctrine of limited 
objectives.” He illustrated this doctrine 
by saying: “This means to concentrate 
on objectives you feel certain can be 
achieved in a reasonable time. But spend 
enough money to do the job thoroughly.” 


Mr. Chase then gave some sizeups of 


LAA exhibits on public relations with- 
out mentioning companies by name 
which had attracted his interest: They 
follow: 


Pastor’s desk diary—effective. 

One day forum on mental health in 
business and industry—-imaginative, we'l 
done, very good. 

Gift to City—an example of a 
pany patting itself on the back. 

Opening a New Building—the finest 
check list for such programs. This 
should be borrowed by other companies. 

Another new building exhthit—material 
is useful but inadequate. Not sufficient 
publicity. 

In a brief discussion on rules for pub- 
lic relations and advertising the speaker 
said that in advertising you buy space, 
time and talent. Pub'ic relations, on the 
other hand, is the kind of thinking that 
brings effects through all other avenues 


com- 
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One Agent... 


who learned about the 
Valley Forge “Home Mortgage e 
Protector Plan” early this year * 
has, since then, written $150,000 
in Mortgage business for 


locality. Program may include 
Life and Disability benefits in 
the 23 states listed below. * * * we 
There are mortgage firms, e 
banks and savings and loan 
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to the public mind—including pamph- 
lets. He felt that some of the public 
relations exhibits “were really advertis- 
ing for more limited purposes.” 


Kuesel on Sales Promotion 


Mr. Kuesel, who has had a long man- 
agerial career with the Phoenix Mutual, 
said that this is the third time he has 
been selected as a judge of LAA ma- 
terial and he felt complimented. In 
retrospect he remarked that in 1925 ad- 
vertising of life companies, such as The 
4 rudential, John Hancock and Metropol- 
itan Life, was chiefly concerned about 
creating a favorable image for the in- 
dustry. However, they were not even 
attempting to persuade people to want 
the product, or help agents to close 
sales. 

In the middle 1920s his own company 
was one of the first to venture the sec- 
ond step. Under the leadership of 
Winslow Russell, referred to by J. Owen 
Stalson in his volume ‘ ‘Marketing Life 
Insurance” as “that genial genius,” the 
Phoenix began to persuade people to 
want the benefits of life insurance, 
through national advertising which was 
paid for out of a reduced commission 
scale for its agents. “I was one of those 
agents, and I was completely sold on 
the company’s program. , 

Mr. Kuesel then brought. out that in 
the past three decades, encompassing our 
country’s greatest depression, greatest 
war and greatest economic boom, we 
have also witnessed an enormous growth 
in the public acceptance of life insur- 
ance. “I shall remain forever convinced 
that this has been due in large measure 
to the combined advertising efforts of 
our various companies and the industry 
in general.” 


His Suggestions Well Received 


Asked to make suggestions on “what 
we should or should not be doing” Mr. 
Kuesel offered the following which were 
well received: 

“1, Explode some of the misconcep- 
tions about life insurance. Claims, for 
example. Too many people still think 
they have to hire a lawyer to keep from 
being cheated by, the company. 

“2. Another misconception is: You 
have to die to win. When I was an 
agent, and later when I was training 
agents of my own, we found that pros- 
pects were impressed when we told them 
that for every dollar our company paid 
to the family of a dead policyholder last 
year, we paid $1.50 or $2 to a living 
policyho! der. 

Try to borrow more of the sales 
angles your agents use in the field. 

“4. Stress the industry’s contributions 
to the national economy and welfare of 
the nation. 

“5. Use more case histories, i.e., ‘here’s 
wis other farmers are farming’ se 
about ‘how you came to be the largest, 
etc.’ 

“6. Trace the ‘biography’ of one man’s 
policies from his very first investment. 
Tell the beneficial effects of his increas- 
ing life insurance ownership on_ the 
family’s welfare. Be sure to refer to 
loans made on policies and for what 
reasons.” 

Mr. Kuesel strongly felt that adver- 
tising of this type would do the job of 
convincing the public that * ‘there is no 
substitute for lite insurance.’ 

Audio Visual Presentations 

The audio visual films of five insurance 
companies were shown the afternoon of 
September 22. They included “Your One 
Priceless Asset,” sales sound slide films of 
All American Life & Casualty, Park 
Ridge, Ill.; “The Triumph of Richard 
Rumplemayer, Jr.,” strip film of Mutual 
Of New York; “The Southland Center 
Story,” color motion picture history of 
the construction of Southland Center in 
Dallas, the home office of Southland 


Life; a strip film for recruiting male 
high school graduates, prepared by 
Metropolitan Life, and “The Most 


Wanted Man in America,” 
ing sub-sonic advance . 
split 


strip film us- 
for selling the 
dollar plan—National Life. 
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Life Advertising Award Winners 


Ninety-nine awards of merit won by 
he advertising, public relations and sales 
promotion materials of 56 companies 
were announced at the Life Advertisers 
Association meeting last week at the 
Essex House, New York. Richard A. 
Chatfield, CLU, director of sales pro- 
motion for Continental Assurance, and 
chairman of the LAA exhibits committee, 
gid that both the number of companies 
entering materials and the number of 
companies winning awards were largest 
in the history of the association’s an- 
nual competition. 

The 1960 exhibits include the pubtic 
relations, advertising and sales promo- 
tion materials produced by seven asso- 
tate member companies from Denmark, 
Australia, Belgium, Japan, the Philip- 
pines and South Africa. 

For the 1960 judging, there were 16 
separate categories of materials. They 
were: Material to Motivate Agents, 
Sales Aids, Prestige and Good Will 
Builders, Recruiting Material, Direct 
Mail, Policyholder Material, Brokerage 
Material, Company Field Magazines, 
Employe Relations, National Printed Ad- 
vertising, Regional Printed Advertising, 
Insurance Journal Advertising, Public 
Relations, Group Coverage, Personal Ac- 
cident and Health, and Annual Reports. 
Twenty-eight men and women prom- 
inent in advertising, public relations, pro- 
motion and life insurance sales work 
judged the materials and made_ the 
awards to 55 companies in the billion 
or more in-force class, 23 companies in 
the 400 million to a_ billion group, 13 
companies in the 150 to 400 million 
group, and to 8 companies in the less 
than 150 million group. Classed as A. 
B.C and D, going from largest to small- 
est, the in-force grouping is based on 
Ordinary only. 

List of 


individual awards follow: 


Material to Motivate Agents 
All American Life & Casualty, Bank- 
ers Life of Nebraska, Interstate Life 
& Accident, Manufacturers Life, 
Metropolitan Life, New England Mu- 
tual Life, New York Life, Ohio Na- 
tional Life, Security Mutual Life of 
New York, Southwestern Life, Sun 
Life Assurance of Canada, The 
Travelers. 


Sales Aids 


American National, Business Men’s 
Assurance, Fidelity Bankers Life, Fi- 
delity Mutual Life, Imperial Life As- 
surance of Canada, John Hancock, 
Massachusetts Mutual, Metropolitan 
Life, Midland Mutual Life, Mutual 
Trust Life, Occidental Life of Cali- 


fornia, Ohio National Life, Security 
Benefit Life, State Mutual Life of 
America. 


Prestige and Good Will 
Builders 


National Life 
Travelers. 


Recruiting Material 
Jefferson Standard Life, Lincoln Lib- 
erty Life, Loyal Protective Life, 
Metropolitan Life, New England Mu- 
tual Life, Security Mutual Life of 
New York. 


Direct Mail 
Home Life of New 
Mutual Life. 
Policyholder Material 


Union Central Life. 
Brokerage Material 


Berkshire Life, Connecticut General 
Life, Continental Assurance. 


Company Field Magazines 
Bankers Life of Nebraska, Business 
en’s Assurance, Connecticut Mutual 
Life, Federal Life, Jefferson Standard 


Insurance Co., The 


York, Midland 





Life, Life of Georgia, Massachusetts 
Mutual Life, New England Mutual 
Life, Peninsular Life, Southland Life, 
Washington National. 


Employe Relations 


Continental Assurance, Massachusetts 
Mutual Life, Southland Life. 


National Printed Advertising 
Connecticut General Life, Continental 
Assurance, Gulf Life, John Hancock, 
Life Insurance Company of Virginia, 
Metropolitan Life, Pacific Mutual 
Life, The Prudential. 


Regional Printed Advertising 
Durham Life, Imperial Life Assur- 
ance of Canada, Southwestern Life. 


Insurance Journal Advertising 
Employers’ Life of America, General 
American Life, John Hancock, Mid- 
land Mutual Life, State Farm Life. 


Public Relations 


Connecticut Mutual Life, Equitable 
Life Assurance Society, Liberty Life, 
Lincoln Liberty Life, Manufactuers 
Life, Ministers Life and ‘Casualty 
Union, New York Life, Security Ben- 
efit Life. 


Group Coverage 
All American Life & Casualty, Bank- 
ers Life, London Life, Security Bene- 
fit Life, Western Life. 


Personal Accident and 


Health 


Continental Assurance, Occidental 

Life of California, The Paul Revere 
Life, Security Benefit Life, Security 
— Life of New York, Western 
ife. 


Annual Reports 


Connecticut Mutual Life, Equitable 
Life Assurance Society, Fidelity 
Bankers Life, John Hancock, Lincoln 
National Life, London Life, Midland 
Mutual Life, Occidental Life of Cali- 
5a Pan-American Life, Southland 
Life. 


Kieffer ‘Tells Expanding CSiccstdias 


The Life Insurance Advertisers As- 
sociation is expanding its operations 
especially in the field of cooperation 
with other insurance organizations, Rob- 
ert S. Kieffer, CLU, Metropolitan Life, 
president of LAA, revealed in his re- 
port to the organization at its annual 
meeting in Essex House, New York last 
week. 

An important step in this direction was 
taken this year when the joint committee 
on public relations representing the In- 
stitute of Life Insurance and the Amer- 
ican College of Life Underwriters asked 
LAA to assist them in preparing a series 
of advertisements that could be used by 
local CLU Chapters to explain the 
significance of the CLU designation. 
Through Russell V. Vernet, Mutual Of 
New York, chairman of the advertising 
research committee, and with the co- 
operation of others, nine ads were pre- 
pared for the CLU campaign. Further 
cooperation along this line has been 
asked by the Joint Committee. 

Under present consideration is pos- 
sible cooperation with the General 
Agents and Managers Conference of 
NALU which will be worked out through 
a GAMC committee corresponding to 
the LAA institutional relations commit- 
tee headed by past president Edwin P. 
Leader, Bankers Life. 

Among the committees cited by Presi- 
dent Kieffer for outstanding work dur- 
ing the year were the sales research 
committee chairman of which is F. J. 
O’Brien, Franklin Life and the educa- 
tional committee headed by William A. 
Loubier, State Mutual. Especially good 
work was attributed to the editorial 
work shop held in New York handled 
by vice chairman Paul Troth. 

Special Advertising Study 

“A great deal of excellent work has 
been done by LAA in the fie'd of insur- 
ance advertising,” said President Kieffer. 
“The handbook is widely recognized as 
an authoritative text on the principles 
and techniques of life insurance adver- 
tising and the case histories will provide 
a valuable supplement by il'ustrating how 
these principles have been applied in 
practice. 


Sell Services of Agent in Ad 
Copy, R. C. Johnson Tells LAA 


“Life insurance is sold—not bought! 
In fact, there is no demand for life 
insurance, at least in the ordinary sense 
of the word,” Raymond C, Johnson, 
CLU, vice president in charge of market- 
ing, New York Life, remarked in his talk 
last week at the annual meeting in New 
York of Life Insurance Advertisers Asso- 
ciation. Mr. Johnson, who is also pres- 
ident of Life Insurance Agency Manage- 
ment Association, said that the life 
underwriter of today is the only one in 
the community who is trained and 
skilled as a family financial consultant 
and is going to people with this service. 
“But his unusual and valuable services 
need to be sold to the public. 

“Marketing life insurance is quite dif- 
erent from marketing products for which 
there is a demand and which are bought 
and not sold. There is no life insurance 
sold until a personal contact is made by 
the agent. The companies enjoy great 
public acceptance. The agent of today,” 

[r. Johnson said, “is almost unique in 
his ability to help families and individuals 
solve their financial problems. The best 
way for companies to promote sales is 
to motivate buyers to want to get to- 
gether with agents.” 

‘Mr. Johnson feels that selling the 


services of the agent can be built into 
every piece of sales promotion and ad- 
vertising copy—no matter what its cen- 
tral purpose, or it can be the central 
theme itself, In writing copy, Mr. John- 
son said, it should somewhere and some- 
how show the reader that he has a ser- 
ious problem and it should get him dis- 
turbed about it. The copy should also 
suggest that the reader can make use of 
the services of an agent as the person 
who is best qualified by training and 
experience to help him solve this prob- 
lem. 

“The agent of today,” Mr. Johnson 
said, “is better selected and better trained 
than ever before. He is competent to 
render a real service availabe from no 
other person. In many cases he is oper- 
ating on a professional level; often he is 
a CLU. He fully deserves our confidence. 
Let’s devote at least some of our ef- 
forts to improving the image the public 
has of him. 


“If we do, first, we’ll sell more life 
insurance because it is only from the 
agent that life insurance is purchased. 
It will build respect for him and a better 
understanding of how he can help people 
with their financial problems. It will 
make it easier for him to get interviews 
and make sales. 


“Also such a program will improve the 
morale of our field force,” Mr. Johnson 


“However, there has been a growing 
feeling that something more is needed— 
specifically, a careful and definitive study 
of the basic function of advertising in 
the life insurance business. It would 
cover such important points as what 
advertising should be expected to ac- 
complish, its proper objectives, how they 
may differ from advertising objectives 
in other lines of business, etc. Such a 
study could have great value in creating 


(Continued on Page 8) 





D. M. Keezer on Importance 


Of Successful Selling 


“There isn’t much the matter with the 
general outlook for business in the 
U.S.A. that a dose of vigorous and suc- 
cessful selling wouldn't go a long way 
toward curing,” Dexter M. Keezer, eco- 
nomic advisor of the McGraw-Hill Pub- 
lishing Co., told members of the Life 
Insurance Advertisers Association at the 
Essex House last week. “T use the term 
‘selling, ” he said, “to include every- 
thing from product design through ad- 
vertising to doorbell pushing, 

“In any event—for what comfort or 
discomfort it may give the Presidential 
campaigners—business promises to carry 
on through the year at a high and slight- 
ly rising level,” Mr. Keezer said. “But 
in two key areas—that where they sell 
business firms new plants and equipment 
and where they sell consumers durable 
goods—there are some indications that 
demand is bogging down some. 


“This, however, is not due,” Mr. Keezer 
said, “to a shortage of purchasing power 
to keep on expanding sales in these key 
fields. Both firms and individuals have 
the money or credit to keep sales hitting 
new peaks. Consumer income contin- 
ues to rise. And, between their increased 
depreciation reserves and their profits, 
corporations will have the largest flow 
of cash into their treasuries on record— 
this in spite of some recent decline in 
profits, Also, industry as a whole has 
a tremendous backlog of need to pur- 
chase more new plant and equipment to 
get its establishments modernized. This 
is true in spite of the fact that in most 
lines of manufacturing there is some 
excess capacity at present. A lot of this 
capacity is strictly antique. 

“There is a widespread inclination 
among economists to ignore the art of 
selling as having anything of much con- 
sequence to do with the general course 
of business,” Mr. Keezer said. “Many 
of them still cherish the idea that any 
income consumers manage to corral they 
will spend as a matter of course. That 
notion may have had a certain amount 
of validity in the days when coping with 
acute scarcities was the Mg ov eco- 
nomic problem in the U. But that day 
is clearly over. Hence seats selling 
moves right into the center of the eco- 
nomic stage in its importance.” 


‘ 





said, “and the relationship between the 
agents and the companies. Today we 
read much about the rift on the 
field forces and the companies. I don’t 
believe it; but if there is even a tenden- 
cy in that direction nothing could be 
more constructive than a program of 
advertising and sales promotion to im- 
prove the image of the agent in the 
eyes of the public by describing his 
singular ability to help people solve 
their business and family financial prob- 
lems.” 


Concluding, Mr. Johnson urged the 
members of LAA “to make our potential 
buyers want the services of our agents 
by convincing them that their life in- 
surance agent is their family financial 
advisor and ‘a good man to know.’” 
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Gerald Rosner 


GUARANTEED RENEWABLE AC- 
CIDENT AND HEALTH is today con- 
sidered basic, personal protection. Your 
clients depend on you to see that their 
mantle of protection is complete. Let me 
tell you about our modern, flexible plans, 
that may be CUSTOM-TAILORED to 
fit any need. Call me today! 


GERALD ROSNER 


JAFCO 
LIFE AGENCY, INC. 
MU 4-5779 


General Agents 


EMPIRE STATE MUTUAL LIFE 
INSURANCE COMPANY, Jamestown, N. Y. 


——_— 





Bishop Pike’s Talk Gets 


Close Attention From LAA 


Pinch-hitting at LAA’s annual meet- 


ing for Rev. Dr. Norman Vincent Peale 
of New York, The Right Rev. James A. 
Pike, Bishop of California, made a fine 


impression at the luncheon session Sep- 
tember 21. William Arthur, managing 
editor of Look Magazine, who introduced 
him, mentioned that prior to entering the 
ministry he spent four years as an at- 
torney for the Securities & Exchange 
Commission in Washington; also was on 
the faculty of George Washington Uni- 

rsity Law School and a member of the 
oo of the U. S. Supreme Court. In 
New York City he was for years a min- 
ister at Cathedral of St. John the Di- 
vine 

Bishop Pike said he liked to feel 
he is in the business of insuring 
paid tribute to the 


that 
lives. He 
annual meeting motto 


of the LAA—“Time to Think Big”—be- 
cause it is not only thinking tor the 
present but for the future, too. He felt 


that People today are so wrapped up in 
the “now” that they lose their vision. 

One of his significant points, especi- 
ally applicable to life insurance, was this: 
“People in your group are called to a 
form of ministry. You are helping in the 
Universe on a very important ground; 
helping people to save money, to order 
people’s lives so that there is a con- 
tinuance from generation to generation. 
And those of you who go out and tell 
your story are equally an important 
ministry.” 





Transferred to Jacksonville 

Transfer of jane B. Murray Jr., exec- 
utive director of The Prudential’s mort- 
gage loan and alk estate investment de- 
partment, to the company’s South 
Central home office in Jacksonville, Fla., 
has been announced by the company. He 
will take over duties as executive gen- 
eral manager of the mortgage loan and 
treasury department there on October 
15. 

Mr. Murray joined Prudential in 1937, 
and was promoted to his present position 
in May of this year. He was born in 
Dotham, Ala., and is a graduate of Geor- 
gia Tech. He was an Air Force captain 
in World War II. 





THE EASTERN UNDERWRITER — LOCAL AGENTS’ CONVENTION 
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R. T. Schlesinger Returns 


To Personal Production 

Rudy T who has been 
serving as assistant to the general agents 
of the Salinger-Wayne Agency of Mu- 
Benefit Life in New has re- 
that post to 
production. 


. Schlesinger, Jr., 


tual York, 


signed return to personal 
He will continue his associa- 
tion with the Salinger-Wayne organiza- 
tion, which he joined in November, 1956. 

Mr. Schlesinger, who has an impressive 
war record, was educated in New York 
and devotes a great deal of his time and 
effort in promoting civic activities, par- 
ticularly in the Great Neck, L. IL, area. 


Continental Assur. Names 
Allarea on West Coast 


Continental Assurance announced the 
appointment of Peter M. Allarea as a 
superintendent of agencies in charge of 
the company’s Pacific Coast department 
headquartered in Los Angeles 

Mr. Allarea joined the comp: any in 1951 
foll wing his graduation from the Uni- 


versity of Wisconsin where he received 
a degree in law. He has been continu- 
ously assigned to agency operations, 


since 1953 with the Pacific Coast depart- 
ment. 

He replaces John T. Grant, who re- 
cently resigned as head of Pacific Coast 
agency operations to accept a position 
as vice president and director of agencies 
with Pacific National Life. 


Kietter Report 


(Continued from Page 7) 


a better understanding of how and why 
insurance advertising should be used. 
“This is a project that could be car- 
ried out by the advertising research com- 
mittee. However, it was felt that to add 
this work to the other work of the com- 
mittee would create too heavy a load. 
\lso, this special study may take a 
considerable period of time and it should 
not be subject to the year to year 
changes in our standing committee mem- 
bership. Accordingly a special commit- 


tee, with Al Thiemann as chairman, has 
been appointed to make this study. 
The Association Secretary 

“This is the first year under the new 


arrangement whereby the secretary is 
renominated in succeeding years. This 
was done to permit consolidating various 
operations, to eliminate duplication of 
work, and to provide greater continuity 
and efficiency. 

The great benefits derived from 
new system have already been clearly 
demonstrated. However, the credit for 
these benefits must be given to our sec- 
retary, George Kelley, as well as to the 
system. He has been extremely capable 
and diligent in his duties and deserves 
our deep appreciation.” 


this 


Warters Heads Actuaries 


Dennis N. Warters of Des Moines, 
president of Bankers Life, was elected 
president of the Society of Actuaries 
at its annual meeting in Chicago this 
week. Mr. Warters succeeds James E. 
Hoskins, retired second vice president 


and actuary of The Travelers. 





Pennsylvania VA Ruling 

Attorney General of Pennsylvania has 
ruled that the sale of variable annuities 
in that state is an operation of insur- 
ance and, therefore, subject to the fiscal 
structure of the insurance companies. 


Name Tiffany at Phila. 


Fidelity Mutual Life has appointed R. 





E. Tiffany, CLU, as manager of the 
agency at 830 Six Penn Center, Phila- 
delphia, succeeding William G. Pierce, 
CLU, who has been elected vice presi- 
dent at the home office. 








John Dunsmore’s New Post 

John H. Dunsmore of Montreal, son 
of Wiliam J. Dunsmore, a leading agent 
of Equitable Society and former man- 
ager of its agency at 120 Broadway, New 
York City, has been elected president 
of the Maccabees Insured Mortgage As- 
sociation. 





Patriot Life Conference 
Seventy field representatives of Patriot 
Life attended its first annual conference 
held at Pocono ‘Manor, Pa., last week. 
Top awards for production during the 


fiscal qualification year were won by 
Milton I. Weiss, Weiss Agency, Syra- 
cuse, N, Y., for leader in paid volume and 


leader in premiums and Joseph Zucker- 
man, Provincial Agency, Brooklyn, for 
leader in paid lives. 

In attendance were eight qualifiers for 
the company’s leaders club and ten for 
the company’s president’s club. 


George N. Watson 


(Continued from Page 4) 


tern which is more in keeping with what 
the buyer really wants. That is the 
main thing to keep in mind in Group in- 
surance. The buyer wants it. If one 
company doesn’t provide what he wants, 


another will. If the entire industry 
will not give him what he_ wants, 
some other industry will do so or he 


will arrange it himself. You can be sure 
of that.” 

Mr. Watson observed that the report 
of the Joint Committee would be a sub- 
ject for intense examination and discus- 
sion in the months to come, saying that 
it was possible that important legislation 
affecting the Group business would arise 
from this report. 

“Let me close by commending the 
members of the committee for perform- 
ing this herculean task in such an intel- 
ligent and in such an objective manner,” 
he concluded. 








BROKERAGE OPPORTUNITY 


Experienced brokerage man wanted to supervise and 
and expand agency’s brokerage business. Unexcelled 
opportunity for career-minded man to assure success- 
ful future with progressive organization. 


Guaranteed security with liberal salary and 
bonus for qualified man. 


Ali replies held in strict confidence. 


MAURICE LINDER & SON, Ine. 


General Agent Life, A & H Group Lines 
The Travelers Insurance Company 
1457 Broadway, New York 36, N, Y. 


e LO 4-1416 








FVVVvVvVvVvVvVvVvWy 


CHOICE 
A&H-LIFE OPENINGS 


East—Life Region. Supt. $18,500 
East—Life Sales Dir. 15,000 
Chicago—Life Branch Mgr. 12,000 
East—Life Group Sales 10,000 
East—A&H Actuary 10,000 
East—Systems and Proced. 9,000 
East—Senior Life Undr. 9,000 
M. West—Systems and Proced. 9,000 
East—Life Agency Supv. 9,009 
East—Life Field Trainer 9,000 
Mid West—Life Claims Mgr. 8,000 
East—IBM Operator 6,000 


Other choice open. 
ings in Casualty - Fire - 
Life-A&H in all sections 
of the country. Write 
for "HOW WE OPER. 
ATE." Confidential han- 
dling of all inquiries. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 
te A LM, Mi, Li, Me, Me, i, Me, Me, Lr, her; 








Clarence J. Myers 
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edict” and “management by consent.” 
“The attitude underlying management 


by edict is that the less you tell people 


the better,” Mr. Myers continued. “It 
says, in effect ‘do as you are told and no 
nonsense please.’ I don’t suppose | 


have to tell you that management by 
not the philosophy of manage- 
ment that is recommended these days.” 

Management by consent, Mr. Myers 
explained, is a philosophy that has been 
steadily gaining adherence among man- 
agers in recent years. “People like to 
participate,” he went on. “We like to 
be in on a program—from its inception, 
if possible. We like to see the develop- 
ment of a plan and to have a hand in its 
formulation. We tend to respond to the 
challenge that any 
sents. 


edict is 


given prob‘em pre- 
Psychologists tell us that the need 
for achievement is as strong in people 
as the need for food and drink.” 
Mr. Myers said that management by 
consent requires the manager, in addi- 
tion to being an idea man, to be a sales- 
man of his ideas as well. One of the 
most important aspects of planning in 
business is mobilizing intelligent and 
enthusiastic support for an idea. To 
my way of thinking,” Mr. Myers em 
phasized, “there is no substitute 10F 
the intelligent and enthusiastic support 
of a well-informed, well-motivated team 
of men and women working together in 
a spirit of cooperation. 
“To the extent that 
within our business is 
realize his greatest 
Myers concluded, 


the individual 
encouraged to 
potential, oe. 
“life insurance. itself 


will realize the tremendous opportunities 
that lie ahead.” 
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The Penn Mutual Life Insurance Company welcomes 
underwriters who are determined to make better-than- 
average progress. Their success, we believe, becomes 
the success of the company, and everyone benefits. 


That is why, if you are interested in moving to the 
front, you will find abundant opportunities and help 
at The Penn Mutual. You can take advantage of inten- 
sive training and educational programs tailored to equip 





ey: Back of Your Independence Stands 
® The PENN MUTUAL 


head? 





you for all phases of successful life insurance selling— 
from advanced underwriting and estate planning to 
profit-sharing and pension plans. 


Thus, you can be certain that The Penn Mutual will 
help you get ahead. We believe that great opportunities 
are available to Penn Mutual men whether in direct 
sales, sales supervision or General Agency work... 
and their future is the future of the company. 


* * * 


e THE PENN MUTUAL LIFE INSURANCE COMPANY 


INDEPENDENCE SQUARE, PHILADELPHIA 
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Del Arneson has been named vice 


president and director of Group opera- 
Ralph 
and Group underwriter; and 
Brunswick, 


tions: Hauptman, assistant vice 


president 
Frank 


charge of 


assistant secretary in 
administration, 
National Life of 
Oakes, ex- 


office 
Republic 


according to Barry L. 


Group 
division, of 
Dallas, 


ecutive vice president 


Home Office Pension Plans 
Examined in LOMA Report 


Home Office Em- 
been 


“Pension Plans for 


ployes, " a 167-page report, has 
the Life Office Management 
and distributed to 
companies. The study examines the pen- 


sion plans of 199 companies having a 


pub lished ! Vv 


Association member 


total of more than 100,000 home office 
employes. 

The new report updates an earlier 
version published in 1953. The current 


study not only presents information on 
the status of pension plans, but analyzes 
the trends that have developed since the 
1953 report was issued. 

The status of pension plans in the 
United States companies is presented by 
type of company (stock or mutual). 
Canadian companies are discussed under 
a separate section. 

\ signficant feature of the 
a section of individual 


report is 


company sum- 
maries. The companies are coded in 
such a way that the reader may com- 


pare a particular company’s pension pro- 
visions with those that existed in 1953 

Copies of “Pension Plans for Home 
Office Employes” are available at the 
LOMA staff 


office at a cost of $3.00 to 
members (for additional copies) and 
$4.50 to nonmembers, plus 25 cents for 


New 


applies 


postage, and 3% 


tax where it 


York City sales 





“Where Business is Appreciated” 
CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
32 COURT STREET BROOKLYN 1,N. Y. 
TRiangle 5-7362 








Woodward, Ryan, 
Sharp & Davis 


Consulting Actuaries 
55 BROADWAY, NEW YORK 6 
Telephone HAnover 2-5840 








RALPH HAUPTMAN 


At present, the Group division has in 
excess of one billion of Group life in- 
surance in force and combined premium 
income for Group Life and Accident 
and Health of approximately $25,000,000 
annually. 

With contemplated expansion into ad- 
ditional states, the company confidently 
expects to further increase its Group 
operations and these appointments within 
the division are in line with that purpose. 





ae by Sunde Inter’! 

Atlanta—Wylie Craig, vice president of 
Life, has 
Earl W. 
Va. and Charles L. Laakso 
Christi, 


Georgia International an- 


nounced appointment of Barr 


in Richmond, 


in Corpus Texas, as general 
agents. 

Formerly with Acacia Mutual Life and 
Retail Credit Co., Mr. Barr has com- 
pleted part I of the LUTC examinations. 
Mr. Laakso has completed part I of the 
CLU_ examinations 


Georgia 


joining 
associated 
with Metropolitan Life in Corpus Christi, 
Texas. 


and before 


International was 





Asst. Director of Agencies 


Oakland—Howard Hendry has _ been 
named assistant director of agencies of 


California Life, William H. Fissell, 
CLU, vice president and Director of 
agencies announced. 


A native of Stanton, N. D., Mr. Hend- 
ry has lived in Seattle since boyhood. 
He moved to California recently when 
he accepted his present position. He was 
formerly a life underwriter and super- 
visor for another company in Seattle. 
Prior to entering the life insurance busi- 
ness, Mr. Hendry was director of adult 
education at Seattle University, his alma 
mater. He is past president of the Seattle 
University Alumni Association. Mr. Fis- 
sell pointed out that the appointment of 
Mr. Hendry follows the need of the 
rapid agency development of the com- 
pany in the Pacific Northwest. 





New Life of Va. District 


Life Insurance Co. of Virginia has 
opened a new district office in Orlando, 
Fla., it was announced by Chi rles A. 
Taylor, president, at the company’s home 
office in Richmond. 

O. Lodric Wilson has been named 
manager of the new office, while Don- 
ald Ward will serve as associate man- 
ager. 

Mr. Wilson, a native of Georgia and 
an alumnus of Georgia Tech, joined the 
company in 1948. For the age? two years 
he managed the Thomaston, Ga. district 
office. He is a member of NALU and 
has completed Part II of LUTC. 

Mr. Ward, promoted to associate man- 
ager, was a representative of the Birm- 
ingham district office. He is an alumnus 
of Howard College, and has completed 
Part I of LUTC. He joined the company 
in 1959. 





J. D. MacPhail Joins Firm 


John D. MacPhail has joined the firm 
of Milliman & Robertson, Inc., consult- 
ing actuaries, and will be attached to the 
Los Angeles office of the firm. 

Formerly assistant actuary of the 
Dominion of Canada General Insurance 
Co., Mr. MacPhail brings to the con- 
sulting firm a broad experience in life 
insurance company work in the actuarial 
and underwriting fields. 

An honor graduate in mathematics 
from University of British Columbia, 
Mr. MacPhail began his actuarial career 
in 1952 with the Dominion of Canada 
General in Toronto. He is an Associate 
of the Society of Actuaries and is also 
a member of the Canadian Head Office 
Life Underwriters Association and the 
Canadian Association of Actuaries. 











JOHN A. 


NEWMAN 








JOHN A. NEWMAN AGENCY 


130 William St., New York 38, N. Y. 


NATIONAL LIFE 


OF 


VERMONT 





ABE EISEN BRANCH 
ABE EISEN, CLU 
110 East 42nd Street 
New York 17, N. Y¥. YU 6-2490 


General Agents 


WO 2-2163 





ABE EISEN 


Low Cost 5th Dividend Term Option 

















Member, N. Y. C. Insurance Agent's Ass'n. 


WEGHORN 
IS GOOD 
FOR LIFE 


Representing 
“Canada Life’’ 


13%2% 2nd year commissions 





Made Training Supervisor 


THOMAS I. 


WHITE 


Thomas I. 
named as 


White, of 
a training 
nine-state southern sales region of Paul 
Revere Life. He will work from Atlanta 
headquarters under the direction of 
Frank V. Maner, 
agencies in the company’s southern re- 
gion. 


Atlanta, has been 


supervisor in the 


superintendent _ of 


Mr. White entered the insurance busi- 
ness with The Prudential in Morgan- 
ton, N. C. He has most recently served 
as a division manager for The Prudential 
in Atlanta. He is a graduate of Uni- 
versity of North Carolina. 

In his new position, Mr. White will 
also serve as training supervisor for 
Massachusetts Protective Association, 
Inc., parent company of Paul Revere. 


Rapid City General Agent 

Sam Collins, Jr. has been named 
general agent in the Rapid City, S. D 
area for Lincoln Liberty Life, Vice Pres- 
ident and Agency Director John H. 
Coffman announced. Other Lincoln Lib- 
erty Life general agencies are in Sioux 
Falls and C asper, Wyoming. 





O'TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 
220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


INDIANAPOLIS OMAHA 
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ASK YOUR SECRETARY FOR 
PENSION TRUST PROSPECTS 


... LHEY’RE ONLY A FILE AWAY 


Nearly all your business clients are prospects for Pension 
Trusts, for even a firm with only one employee may qualify. 
You’ll find a lot of interest in these Travelers plans since there 
are numerous advantages—especially favorable tax advantages 
—for both employer and employee. 


There are many sound benefits for you, too. Commission 
earnings from Pension Trusts are high. Selling and servicing 
these plans enhance your reputation and open doors to addi- 
tional sales opportunities for other forms of personal and 
business insurance. 


To serve you and your clients better, The Travelers has broad- 
ened its Pension Trust Program and expanded its facilities. 
Why not put your clients and prospects under The Travelers 
umbrella for Pension Trusts...and all forms of insurance. 
Get in touch with The Travelers Branch Office or General 
Agency nearest you. 


THE TRAVELERS 


Insurance Companies 


HARTFORD 15, CONNECTICUT 
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ORVILLE F. 


MILLER 


Orville F. Mille 


has been named re- 


gional Group manager of the Los An- 
geles Group office of the Paul Revere 
Life. 

Mr. Miller comes to the Paul Revere 
from the American Travelers Life, where 
he served as director of Group sales. 
Prior to that, he was with the Bankers 
Life. Mr. Miller is a graduate of Uni- 


versity of Lowa. 


Debit Forum Proceedings 
| Distributed By LOMA 


Copies of the proceeding of the Life 
Office Management Association's recent 
ebit insurance forum have been dis- 
frac to LOMA member companies. 
the 234-page book is a complete record 
of the two and one-half day meeting held 
at the Sheraton-Charles Hotel, New Or- 
leans, March 28-30. 

The book contains 
presentations made by four 


r 


transcripts of the 
speakers who 
peakers Wit 


addressed the general sessions ot the 
meeting. The complete texts of six dis- 
cussion and panel sessions are also in- 


appendix lists those who at- 
meeting. 


cluded. An 


tended the 


Copies of the proceedings are avail- 
able at the LOMA staff office at a cost 
of $5.00 to members (for additional 
copies) and $8.00 to nonmembers, plus 
c- ’ C7 y y - 
25 cents for postage, and 3% New York 
City sales tax where it applies 


Growth of Allstate Life 


Results in Decentralizing 
Allstate Life has re- 
decentralizing its 
offices and 28 re- 


The growth of 
sulted in plans for 
operations to six zone 
gional offices throughout the country, 
President Judson B. Branch announced 
as the company began its fourth year. 

Allstate Life’s volume of individual 
and Group insurance in force is ap- 
proaching the $1.5 billion mark and 
prospects for future growth are extreme- 
ly bright, Mr. Branch said. He pointed 
out that the life company’s policy-writ- 
and claim 


ing, underwriting functions 
will be transferred from the home office 
in Skokie, Ill, to the regional offices 
Billing operations already are being 
taken over by the regional offices 
Allstate Life, a subsidiary of Allstate 
Insurance Cos., now is licensed in 46 
states and the District of Columbia 


Cross Life, 


Another subsidiary, Country 
is operating in Texas and Arkansas. 


Reports Record August 

With $20,394,501 of Ordinary life ap- 
plications received for August, Washing- 
ton ‘National had the largest written 
Ordinary life month in its history, 26% 
ahead of the largest previous month of 
March, 1958 

The general agency department's por- 
tion of this amount was $13 million, an 
increase of 34% over the department's 
best RECVIONS month. 

















Valley Forge Names Three 


Brokerage Supervisors 
Three Brokerage 
named by the 


have 
Life, 
Casualty 


Supervisors 
Valley 
American 
Reading Pa. Appointment of 
supervisors was made by Har- 


been Forge 
a member of the 
Group of 
the three 
old G. Evans, president of the company. 

Allen B. 


supervisor in 


3usch was named brokerage 
Valley Forge’s Detroit 
Frank L. Coughlan in 
Philadelphia and Milton W. 
East Orange, N. J. 

Mr. Busch 


business for the 


branch office; 


Romary in 
has been in the insurance 


past six years, four of 
them as Group sales representative for 


one life company and two years as Group 


supervisor with another. He attended 
Kemper Military Academy and Grinnell 
College, Grinnell, Iowa. 

Mr. Coughlan entered ra insurance 
field 11 years ago. He has been a Group 
supervisor for one multiple line com- 
pany, Group manager for another and 
was a life agent for another. He is a 


graduate of Bowdin College. 
_Mr. Romary has been in insurance for 
six years. He was life manager for a 


general agency in Glen Rock, N. J., 
prior to joining Valley Forge and also 
las been a life agent with two leading 


life compe nie Ss. 


Carlton Gustafson Joins 


Independence Life, Calif. 


Carlton 2 Gustafson has been named 


director of public relations and adver- 
tising for ar tater Life of Pasa- 
dena, Calif., President Leon W. Del- 
bridge ye announced. 


Mr. Gustafson joins Independence 
after an association of, four years in 
the public relations department of Oc- 
cidental Life of California. A native of 
Nebraska, he served in the U. S. Army 
during World War II and graduated 
from University of Nebraska. He served 
as editor-manager of a weekly news- 
peer in Nebraska before moving to 
California. 

Mr. Gustafson is a member of the Life 


\dvertisers Association, the Publicity 
Club of Los Angeles and Sigma Delta 
Chi national journalistic fraternity. 


General Agents’ Meeting 
Held by Capitol Life 


Capitol Life, Denver, recently con- 
ducted a home office meeting for the 
company’s general agents, Thomas F. 


Jones, executive vice president and treas- 
urer, began the meeting by announcing 
that an important company milestone 
had been passed. As of August 31 Cap- 
itol Life had over one billion dollars of 
insurance in force. 

Following this announcement the gen- 
eral agents were presented with a quan- 
tity of new sales material, a new under- 
writing procedural manual, and a new 
company Group plan for themselves and 
their agents. 

\ further important change was also 
introduced in the form of quantity dis- 
counts on all endowment policies and 
one-year and five-year renewable Term 
policies. At the same time, new reduced 
rates were introduced on the yearly 
renewable Term policy. ; 
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RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





WEGHORN 


Is GOOD TO 
BROKERS 











Member of the N. Y. C. Insurance Agents Ass'n 





G. E. Emerson, Jr. Promoted 


By John Hancock Mutual 


Gordon E, Emerson, Jr. has been pro- 


moted to post of associate director- 
Research and Development—in the city 


John Han- 


joined the 


mortgage department of the 
Mutual Life. He 
pany in 1940 following 
Middlebury College. 


Among his many 


cock com- 


graduation from 


contributions to the 
mortgage and real estate investment op- 
erations of the company Mr. Emerson 
played an important role in the planning 
and construction of John Hancock’s 
western office building in San Francisco, 
and new company buildings soon to be 
constructed in New Orleans and Kan- 
sas City. 

He is a former chairman of the plan- 
ning board of the town of Rockport, 
Mass., the Town Hall building commit- 
tee, the school building planning com- 
mittee and the board of trustees of the 
First Congregational Church 


Washington National Names 
Heverly in Cedar Rapids 


Richard C. Heverly has been appointed 
general agent in Cedar Rapids, Iowa 
for Washington National Insurance Co., 
according to President P. W. Watt. Mr. 
Heverly had been associated with Massa- 
chusetts Mutual as an agent, super- 
visor, and district manager before joining 
Washington National. 

He was graduated from Macalester 
College in St. Paul, Minn., in 1953 with 
a bachelor of science degree in business 
administration and a bachelor of arts 
in economics. 

He is a graduate of the Life Under- 
writer Training Council and has com- 
pleted three of the five sections leading 
to the CLU designation. Mr. Heverly 
has been both student and instructor in 
numerous company courses in sales and 
management. 








EMIL PANGAL 





Cael Will Ep Happy to Be You 


AT HIS FINE RESTAURANTS 
23 PARK ow 
Near Ann St., N. 
Phone: WOrth 23514 


Diners Club, American Express, Hilton Carte Blanche 
Private Room for Luncheon and Dinner Parties 


On WQXR (Cocktail Hour) 5 p.m. every other Saturday. 


213 PEARL STREET 
Near Maiden Lane, N. Y. 
Phone: Digby 4-2348 








Portrait of the Man Who 
Knows How 
to handle Tough Cases 





Bernie Haas 


et to | ne bin 


Bernard A. Haas Agency 
MANHATTAN LLFE 


60 East 42nd St., N. Y. 
MU 2-3963 


17, N.Y. 











Consumers Mutual Licensed 
To Do Business in Michigan 


Consumers Mutual, with headquarters 
in Jackson, Mich. has been licensed by 
the Michigan Insurance Department to 
write disability, health, accident, auto 
and mobile home coverage. 

President Robert J. Rowley said Con- 
sumers Mutual was formed largely to 
fill the “need for a locally operated com- 
pany.” He voiced opinion “too much 
insurance is being written through out- 
of-state companies” and that “we can 
offer better service to Michigan people, 
providing lower rates and other advan- 
ne 

Other officers are: Board chairman, 
Robert S. Taggart; vice president, V 
E. Williams; secretary, V. M. Bryant; 
directors, Don T. McKone, E. Davidson 
Potter, Stuart M. Schram, and Paul C. 
Kimball. All are Jackson business men 
except Mr. Kimball, who is a Chicago 
investment broker. 





Wichita General Agent 

3en A. Tharp has been appointed gen- 
eral agent at Wichita, Kans., for Aetna 
Life succeeding V. B. Askew, general 
agent there for 13 years, who died July 
1 


Mr. 


versity, 


Tharp, who attended Wichita Uni- 
joined Aetna Life at Wichita in 


1952 and was advanced to brokerage 
supervisor two years later. He subse- 
quently was named agency supervisor 


and, in 1958, was promoted to assistant 
general agent. 





G. A. BOWEN HONORED 
George A. Bowen of Wanamaker, ." 
honors by 


won “Man of the Month” Ors — 
leading the entire field force of Mid- 
iand Mutual Life during August. This 


honorary designation is conferred each 
month on the agent who compiles the 
best all-around performance _ record 
among the some 600 men and womel 
representing the company coast-to-coast. 

This marks the fourth time that Mr. 
Bowen has won top monthly honors 11 
his career with Midland Mutual. 
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Massachusetts Mutual representa- 214 or 1 in 9 of cur represent- 

tives are outstanding in earning atives are 1960 M.D.R.T. 
members. 

the highest honors in the life This is 1 in 14 of the en- 


insurance business: the Chartered tire membership of 3,040. 


Life Underwriter designation, or 1 in 6 of our repre- 
sentatives are Chartered 
Million Dollar Round Table 


Life Underwriters. 
membership and the National 


or 1 in 3 of our repre- 
Quality Award. sentatives received the 
1960 National Quality 
Award. 
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IN 1959 OUR EIGHTH CONSECUTIVE 
ALL-TIME HIGH YEAR... 





More than $1 billion of Massachusetts 
Mutual ordinary life insurance and over 
$200 million of group was sold. 


The 548 men with our company five years 
or longer earned an average of $14,236 
per man, with one in six earning over 
$20,000. Our 100 leading salesmen earned 
an average of $30,500. 





Con- 
y to 
com- 
much 
out- 

can 
-ople, 
lvan- 














our company by each of 175 representa- 
tives. 

‘man, 
t, V 
vant; 
idson 
ul G. 
men 
icago 


Our five leading first-year men sold an 
average of over $1 million per man. Their 
production averaged $84,843 per man per 
month. 


Our first and second-year men sold 
$284,143,811, or 28% of our ordinary 
production. 
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| 
| 
| 
| 
| 
| 
| 
| 
1 
| 
| 
| 
| 
| 
| 
| 
! 
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MASSACHUSETTS MUTUAL 


Life Insurance Company 
SPRINGFIELD, MASSACHUSETTS» ORGANIZED 1851 
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Fidelity Mutual Life 
Elects Three V. P.’s 


W. G. PIERCE V. P.-INSURANCE 


Glenn Stearns V. P.-Manager of Agen- 
cies; Henry Hood, 2nd Vice 
President-Mortgages 


Fidelity Mutual Life, Philadelphia, has 
William G. 
president—insur- 


announced the election of 


CLU, as vice 
G'enn A. Stearns as vice president 
Henry L. 


president—mort- 


Pierce, 
ance; 

manager of agencies; and 
H vod as 


LaAgeS. 


second v ice 


Mr. Pierce was formerly general agent 


of the Pierce Agency of Fidelity Mu- 
tual, with offices at 830 Six Penn Center, 
Philade'phia. Robert E. Tiffany, CLU, 
has been appointed manager of that 
agency 


Fabian Bachrach 
PIERCE 


WILLIAM G 


ittsburgh, Mr. Pierce at- 
tended Yale, and graduated from the 
Pennsylvania in 1932. He 
life insurance business after 
iduation, joining his father’s agency, 


( niversity >t 


he F. G. Pierce Agency of the Con- 
necticut General, and transferring to 
The Travelers when his father became 
general agent for that company. 


Mr. Pierce entered Naval service dur- 
ing World War II and attained the rank 
f It. commander. Upon his return from 
he Navy, he joined the New England 
ent, qualifying for the Mil- 


Life as an ag 
lion Dollar Round Table in his first vear 


with that company and later achieved 
he CLU designation 

During the 11 years that Mr. Pierce 
was genera] agent for the Fidelity, he 
milt his agency into one of the largest 
and most productive agencies in the 
mpany, and in addition developed sev- 
eral other general agents for the com- 
pan He also won the company’s 
Agency Building Award every year since 
its inception 

Glenn A. Stearns is a graduate of 
University of New Hampshire. Follow- 
ing several years of teaching and coach- 


ng, and as an agent for the Equitable 
Society, he became supervisor of agen- 
Union Mutual Life, and then 
its superintendent of agencies. He joined 
the home office of Fidelity Mutual in 
1943 as supervisor of agencies. Subse- 
quent appointments were: In 1945, as- 
sistant manager of agencies; in 1951, as- 
f agencies; and in 
vice president—manager of 


“ies for 


sociate manager 
1956, second 


agencies 

Lawrence }. Doolin, who is vice presi- 
lent—agency, will continue his partici- 
pation in rency department manage- 
ment and will have broadened duties in 
agency and other company matters 


Henry L. Hood 


department 


joined the accounting 
of Fidelity in 1930, following 


















Chicago, November 14-17 

The Life Insurance Agency Manage- 
ment Association’s 43rd annual meeting 
will be held November 14-17 at the Edge- 
water Beach Hotel, Chicago. Charles G. 
Heitzeberg, vice president in charge of 
Mutual 
chairman of the 
mittee. Other members of the program- 
planning committee inc ude J. D. Ander- 
son, Guarantee Mutual; J. N. Cunning- 
ham, Crown Life; Jean Paul Guimont, 
La Laurentienne; E. L. Hogan, Peoples 
Life; Kenneth W. Perry, Massachusetts 
Mutual; Ward Phelps, National of Ver- 
mont; George H. Shackelford, Travelers; 
Earl R. Trangmar, Metropolitan; and 
A. E. Wall, Confederation. 

Meetings of many of the Association’s 
committees will be held Monday morn- 
ing and afternoon, November 14. Five 
general will be held Tuesday, 
Wednesday and Thursday. 

The “O'd Guard” Reunion Dinner will 
be held Monday evening; the fellow- 
ship luncheon is scheduled for Tuesday 
noon; a reception is planned for Tuesday 
evening, followed by the traditional din- 
ners for the Agency Management Con- 
ference group and the Combination Com- 
panies group; and a luncheon for the 
ladies is set for Wednesday noon. 

The general sessions will include the 
legislative forum; a symposium on mar- 
kets; a panel discussion on manpower; 
and speeches by industry leaders and by 
Dr. Kenneth McFarland, educational 
consultant for General Motors Corp. 

Details of the program will be 
nounced soon. 


agencies for Jenefit Life, is 


annual meeting com- 


sessions 


an- 


graduation from Gettysburg College. In 
1937, he transferred to the securities de- 
partment, and was elected assistant 
treasurer in 1947; financial secretary in 
1951; and second vice president—secur- 
ities in 1956. 
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CONSULTING ACTUARIES INTERNATIONAL, INC, 


Consultants to Insurance Companies and 
Employe Benefit Plans 


666 Fifth Ave., New York 19, N. Y. 


ClIrcle 5-2300 





Massachusetts Mutual 
Changes in Group Field 


Massachusetts Mutual Life has made 
two changes in its Group field personnel. 
Douglas N. Hall, formerly of Milwaukee, 
will take over the company’s Group office 
in Omaha, serving the Lincoln, Sioux 
City and Omaha general agencies in the 
sale of Group insurance. 

James M. Kelly, who has been with the 
Omaha office, has been assigned to the 
St. Louis Group office and will assist the 
general agencies there and in Mattoon in 
Group sales. 

Mr. Hall received a B.S. from Wis- 
consin State College and an M.S. from 
Ohio University. Prior to joining Massa- 
chusetts Mutual in 1959, he was a teacher 
and athletic coach in the Shorewood, 
Wis. public school system. 

Mr. Kelly attended St. Louis Univer- 
sity and the University of Georgia and 
vas a lieutenant in the Naval Air Force 
during World War II. Prior to joining 
Massachusetts Mutual in 1959 he was 
associated with National Retail Farm 
Equipment Co. in St. Louis. 


RECORD AUGUST PRODUCTION 

New paid Ordinary life insurance of 
$14,174,655, representing the largest Aug- 
ust production in company history, has 
been reported by Equitable Life of Iowa. 
Life insurance in force at the end of 
August increased to a new high of $1,- 
752,713,758. 

The Kokomo agency, R. L. Boyd, 
CLU, general agent, led all agencies 
throughout the country. 





the needs of each client. 


A Mutual Company 





We are pleased to present 


GERALD G. 
HARRINGTON 


General Agent in Newark, N. J. 
and surrounding areas 


We highly recommend Mr. Harrington and the 
members of his agency as competent, experienced 
insurance programmers. Career life underwriters, they 
are dedicated to providing only the finest protection 
possible, at the most reasonable price, consistent with 


On behalf of the Newark agency we'll weleome the 
opportunity to acquaint Brokers and Surplus Writers 
with Pan-American’s underwriting practices and policy 
portfolios in the Life, Accident & Sickness, Group Life 
and Hospitalization, and Pension fields. 


The GERALD G. HARRINGTON AGENCY 


Suite 805, 10 Commerce Court 
Newark, N. J. 


PAN-AMERICAN LIFE INSURANCE CO. 


Mitchell 2-0895 


New Orleans, U. S. A. 














TO GENERAL BROKERS 

* THE LEE NASHEM AGENCY 
The Major League Agency" 

(Canada Life Assurance Co., Toronto, Canada) 
HAVE YOUR OWN COMPLETE LIFE DEPT.) 
All communications on your letterhead—with 
copies to you. All phone calls taken at your 
switchboard and relayed to us. Your client 
gets expert service from your own hand 
picked expert. Double your volume with half 
the effort—at no extra cost! 

PHONE US, THIS PLAN WILL MAKE 

MONEY FOR YOU! 
Call us at Oxford 7-2950 








LEE NASHEM AGENCY 


110 East 42nd Street 
New York 17 





No. American Life to Build 
New Toronto Head Office 
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North American Life will erect a new 
head office building in Toronto on Adel- 
aide Street, West between Bay and York 


immediately to the north of its present 


site on King Street West. 

The decision to remain downtown fo!- 
lowed a careful 
of central 


number 
Avail- 


analysis of a 


and suburban sites. 


ability of public transportation for staff | 


members, accessibility of mail and other 


services and retention of business con- | 


tacts influenced the company’s choice oi 
the Adelaide Street site. 


Designed by Marani, Morris & Allan} 
the ten story steel frame structure wil J 
of which 39,000 j 


contain 257,000 sq. ft. 
sq. ft. will be devoted to a ramp parking 
garage with a capacity of 85 cars. The 
building will be completely air-cond 
tioned. 


A total of 163,000 sq. ft. of office space § 


will provide the company with the ut- 


most in flexibility of operation and at 


the same time allow for anticipated 
growth. Initially, North American Life 
will occupy more than half the building 
but four floors totaling 64,000 sq. ft 
will be available for rental. 
Construction by the Pigott Construc- 
tion Co. is scheduled to begin on No- 
vember 1. The estimated cost of the 
new building is about $6,000,000. In this 
investment North American Life will be 
creating employment for many in the 
building trades until May, 1962 when " 
is expected that the company will move 
to its new home. This will mean that the 
company’s present: air-conditioned build- 
ing at 112 King Street West, contain 
ing some 75,000 sq. ft. of office space will 
be available for sale or long term lease. 


— | 
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Bijesse Secitees of 
International Claim 


THE 5ist ANNUAL MEETING HELD 
5. L. Peterson, H. J. LeClair and 
John McAlexander Also Elected; 
W. T. May Outgoing Head 





Herman H. Bijesse, assistant vice pres- 
ident of Guardian Life, was elected pres- 
ident of the International Claim Associa- 
tion last week at the ation’s 51st 
annual meeting at Whiteface Inn, Lake 
Placid, N. Y. He Walter T. 


associ 


succeeds 








a new 
Adel- 
| York 


present 


vn. fol- 
yumber 
Avail- 
r staff 
| other 


Pach Bros. 


HERMAN H. BIJESSE 


May, claim secretary of Massachusetts 
Mutual Life. 
Mr. Bijesse lives in New York City. 


He attended the College of the City of 


New York and is a graduate of Brooklyn 
Law School of St. Lawrence University. 
He was admitted to the bar in 1941. 
joined Guardian Life in 1932, 
the executive responsible for 
all individual life 
insurance benefits. 
ber of the 
New York, 


surance men; 


health 
Bijesse is a mem- 


insurance and 
Mr. 
Accident 
an association of health in- 
Eastern Life Claims Con- 
ference, of which he is a past chairman; 


and has been active ‘on various commit- 


tees of the International Claim Associ- 


ation for more than 20 years. 


Other Officers 
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Stanley L. 
na Life, 


Aet- 
president. 


Peterson, 
was elected 


secretary of 
vice 


Named as secretary was Howard J. Le- 
Clair, vice president, Mutual Benefit 
Health & Accident Association, John 


McAlexander, 
National Life, was elected treasurer. 
The following were elected to the exec- 


utive committee: chairman, George F., 
Monks, manager A. & S. ‘claims, New 
York Life; for a two year term: Jerome 


A. Boyer, assistant nar’ iry, Northwest- 
en Mutual Life; Gordon C. Donley, 
counsel, Crown L ife; John D. Steudel, as- 
sistant secretary, claims, Aid Association 
for Lutherans; Walter. T. May, claim 
secretary, Massachusetts Mutual, 
Elected to the executive committee for 
one year were: Kenneth Barrows, claims 
secretary, ‘Bankers Life; J. Robert 
Bracewell, vice president, claim depart- 
ment, Provident Life and Accident; Wil- 
liam J. McBurney, executive general 
manager, Prudential; Elmer J. Rasmus- 
sen, vice president, Continental Casualty. 
Members of the International Claim 
Association represent 231 life insurance 
and casualty insurance companies in the 
Jnited States and Canada. The associa- 


tion was organized in the interest of 


§00d claims administration. 





He 
and is now 
payment of 


& Health Club of 


vice president of Bankers 





Manufacturers Appointments 

Mianufacturers Life has appointed Har- 
old S. Kinney as brokerage manager in 
Denver and Edward N. Gruber as broker- 
age manager in San Diego. 

Mr. Kinney, formerly a trust officer of 
the Colorado National Bank, has had 
twenty-five years experience in the field 
of estates and trusts, Mr. 
recently held postions of responsibility 
as a brokerage manager, 
branch manager, both in the 
area, 


Gruber has 


— asa 
San Diego 


ae 





GROUP LIFE ADMINISTRATOR 


Expanding life company, affiliated with established property and 
casualty organization in New York, now entering Group field. Excep- 
tional opportunity for experienced Group administrator familiar with 
underwriting, issue, sales, claims, accounting, etc. Good future. Salary 
open. Reply in strictest confidence to 

Box 2837, THE EASTERN UNDERWRITER, 93 Nassau St., New York 38 




















Gives the 
Policyholder 


dict or guess his future needs? 
meet modern conditions. 


cost protection. 
At the start, 


years . 


appealingly low. 


decide. 


Waiver of Premium is included 


standard policy issues. 








The Manhattan Life’s 
— Adjustable Whole Life Policy 


EEO. 


In this fast-changing world isn’t it harder than ever 
for a policyowner to tell what his most important 
future insurance need will be? Why ask him to pre- 


The Manhattan Life’s Adjustable Whole Life 
Policy has built-in guaranteed future 
flexibility. It’s the modern policy to 


Add a Manhattan Life Rider to 
this outstanding plan and the flexi- 
bility increases, along with the low 


there’s a reduced 
premium for the first two policy 
. . just one of many appealing 
features. Then, when the premium 
increases slightly, dividends, as de- 
clared, may be used, if desired, to 
reduce the premium, so that chances are the net 
premium (premium minus dividend) will remain 


Limited Payment Life Option 


| After the policy has been in force five years, the 
policyowner may decide he’d like to have a Limited 
Payment Policy, which after a certain number of 
years will be paid-up with no more premium pay- 
ments. He may have just that by paying a little 
more premium. He has five years in which to 


Retirement Income Option 
When he is 55 or more years old, and the policy 


without specific extra charge in all 


THe MANuattTaN LIFE . INSURANCE COMPANY | 


Home Office: 111 West 57th Street, New York 19, N.Y. 





Future Freedom 
Of Action 


has been in force at least ten years, he may, if he 
wishes, surrender the policy and receive a monthly 
life income. 





At the same time, he may, if he wishes, arrange | 
to provide 
Additional Life Income 
Suppose he’d like more monthly life 
income than provided by surrender- 
ing the policy. He may have it by 
paying The Manhattan Life in one 
sum an amount to increase the 
monthly life income to $10 per 
$1,000 of insurance on the Insured’s 
life alone or $7.50 per $1,000 of 
insurance on the Insured’s and one 
other life, with monthly income con- 














tinuing to the last survivor — an ideal 
arrangement for husband and wife! 





It’s Participating 
Dividends, as declared, may be used to reduce the 
premium, left to accumulate at interest, to purchase 
additional paid-up insurance, or paid in cash. | 


Ask The Man From Manhattan | 
About These Features... 
Lower rates for females. @ Wide choice of Settle- 
ment Options, not just one or two. @ Depending 
upon amount of policy and age of applicant, policy 
may be issued on non-medical basis, that is with- 
out a medical examination. Ask for complete in- 
formation. @ Women are eligible for Waiver of 
Premium Benefit on same basis as men. 


Sub-Standard Issues Considered to 
1,000% Mortality whether the Applicant 
is a man or a woman. 


Our 2nd \ Century 
if 


of NEW YORK, | 
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‘Sen Life of Canada 
Realigns Group Dept. 


HUGH McLEOD VICE PRESIDENT 


A. J. Moore Heads Actuarial and Admin- 
istrative Work; H. R. Facey 
General Superintendent 





division of Sun 
Life of Canada has been re-organized to 
handle the 
Group business, 


he Group insurance 


large growth in the company’s 
George W. 


President 


A. J. MOORE 


Bourke announced. The company’s Group 
life business exceeds $3% billion and the 
Group pension business is the equivalent 
of another $2% billion of life insurance 
The company has also a large Group 
accident and sickness business 


The re-organization brings the Group 





William Notman & Son 


H. R. FACEY 


operations 
of Hugh 


under the direct management 
McLeod who becomes vice 
president, Group. A. J. Moore, Group 
actuary, is in charge of actuarial] and ad- 
ministrative work. H. R. Facey has been 
appointed general superintendent, Group 
sales and service. 

Other appointments in the new divi- 
sion are G. J. Ferguson, superintendent, 
Group sales; Trevor D. Ross, superin- 
tendent, Group service; W. F. Watson, 
superintendent, Group pensions; and J. S. 
Gunn, assistant superintendent, Group 
pensions. A. G. S. Arnot succeeds Mr. 
Ferguson as manager, ‘Montreal Dor- 
chester Group Branch. 

G. McKercher, associate director of 











HUGH McLEOD 


formerly 
service, 


division, 
and 


Group 
for sales 


agencies, 
sponsible 


October 1. 


Te- 
retires 





SENIOR ACTUARIAL ASSISTANT 


William D. Bishop has been named 
senior actuarial assistant at Pacific Mu- 
tual Life. Announcement came from 
Oscar Swenson, vice president and actu- 
ary, at the company’s home office. 
Among other duties in his new post, Mr. 
Bishop will prepare special statistical and 
financial studies for the Angeles 
based insurance company. 

Mr. Bishop, a recently elected fellow 
of the Society of Actuaries, joined Pa- 
cific Mutual in 1958. He is a 1950 grad- 
uate of Wesleyan University, where he 
earned his bachelor of arts degree in 
mathematics. 


Los 





Remarriage Rates for Widows 
Much Higher Since 1940 


Chicago, Sept. 28—Remarriage rates 
have increased materially since 1940 for 
widows at ages, according to an 
analysis of the remarriage experience of 
Canadian widows pensioned under the 
Canadian Pension Act between 1914 and 
1957. This was reported here this morn- 
ing by Ellwood E. Clarke, chief actuary 
of the Canadian Insurance Department at 
Ottawa, Ontario. in a paper presented 
to the annual meeting of the Society of 
Actuaries. : : 

The remarriage rates for most ages 
were found to be much higher during the 
1940-57 period than the pre-1940 period, 
with the upward trend continuing dur- 
ing the entire period. 

In the case of the first year of widow- 
hood, the remarriage rate was lowest in 
the 1940-48 period, considerably below 
either the pre-1940 or the 1949-57 
periods. This was credited by Mr, Clarke 
to the war, during which there was a 
scarcity of marriagable males and wid- 
ows in war work were disinclined to re- 
marry immediately. Also, he said, there 
might have been some influence from the 
remarriage of some war widows before 
being awarded pensions. 

Mr. Clarke presented a table of re- 
marriage rates for ages 16 to 65, by years 
of duration of widowhood, based on the 
1940-57 experience. The rates were grad- 
uated to zero at age 70, as it was con- 


most 


cluded that for practical purposes the 
rates for remarriage were zero for 
ages 70 and over 

There is a wide interest in such a 


table today, according to Mr. Clarke, as 
there is a growing study of the addition 
of dependents’ benefits to employe pen- 
sion plans, often with provision for 
cessation of the annuities to widows upon 
remarriage. Thus a table of remarriage 
rates becomes essential in determining 
the costs of such plans. 








¢ SPLIT PREMIUM 
¢ KEY MAN 


call: 


WILLIAM F. 





NOW Increasing Insurance 


With A Most Unusual Plan Designed Especially For 


¢ DEFERRED COMPENSATION 


EXAMPLE—MALE, AGE 40 
Death Benefit equals: 


FACE AMOUNT OF POLICY 
plus 


GUARANTEED CASH VALUE (prior to age 65) 
(or 10 years ages over 55) 


plus 


CASH VALUE EQUIVALENT PURCHASED BY 
“FIFTH DIVIDEND" OPTION (prior to age 76*) 


* Based upon 1960 dividend scale and 1960 rates for term insurance option. 


MIDTOWN BROKERAGE AGENCY 


PHOENIX MUTUAL LIFE'S 
LEADING BROKERAGE AGENCY 


Suite 604, Chrysler Building 
135 East 42nd St., New York, N. Y. 


YUkon 6-6585 


BARRY ROSENFELD & DON CHANDLER - SUPERVISORS 


KELLY, Mgr. 











OPPORTUNITY 


Brokerage Supervisor aspiring to be. 
come general agent. Life, A. & S., 
Pensions. Two years life insurance pro- 


duction. WOrth 4-1334. 
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Dimock Secretary CLIOA; 
Bessie Allen Advanced 


Milne Studios, Ltd. 
FRANK C. DIMOCK 


D. E. Kilgour, president of the Cana- 
dian Life Insurance Officers Association, 
announced that Frank '‘C. Dimock, M. 
Com., has been appointed secretary, suc- 
ceeding the late Bruce R. Power, FSA; 
and Bessie Allen, long associated with 
the organization and widely known in 
the insurance business both in Canada 
and the United States, was made admin- 
istrative assistant of the association. 

Mr. Dimock, an honor graduate in 
commerce of the University of Toronto, 
joined the association in 1953 and has 


recently been in charge of research 
activities with the title of executive 
assistant. 

Miss Allen was formerly assistant sec- 
retary of the association. 

Both promotions reflect the assumption 
of increased responsibilities. 





Georgia International’s 
Guaranteed Issue Plan 


Georgia International Life will now 
guarantee the issue of life insurance poli- 
cies to groups of ten lives or more, ac- 
cording to James C. H. Anderson, vice 
president. In such cases, the individual 
lives of the group members are not un- 
derwritten but are considered as a single 
unit. In order to qualify for guaranteed 
issue, all members of a group will be 
subject to five specifications. 

Groups requesting guaranteed issue 
must have certain percentage of its mem- 
bers who will take part in the plan. As 
an example, in a group of 10 to 24 per- 
sons, 90% of them must be willing to 
participate in the program. 

There is a formula by classes for ob- 
taining the amount of insurance to be 
taken out on the individual members of 
the group. This formula is designed to 
relate either the salary, the number 0 
years service, the job classification or a 
flat amount to the insurance. , 

maximum amount of insurance 1s 
placed on the life of any one me 
of the group under consideration. No 
one over the age of 65 will be considered. 
The policy form is a permanent type; 
term riders can be added only upon evi- 
dence of insurability. 
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Brokerage Supervisor for 


William F. Kelly Agency 





BARRY ROSENFELD 


William F, Kelly, manager for Phoenix 
Mutual Life, with offices in the Chanin 
Building, New York, has announced the 
addition to his staff of Barry Rosenfeld 
as brokerage supervisor. Mr. Rosenfeld 
was formerly with one of Canada Life’s 
leading agencies, where he specialized in 
all phases of estate, 
itable planning. 

Entering the business directly from 
college, ‘Mr. Rosenfeld compiled an im- 
pressive sales record prior to joining 
Phoenix Mutual. In his new association, 
Mr. Rosenfeld will develop the split pre- 
mium concept field by applying Phoenix 
Mutual’s unique Mex-25 plan. This poli- 
cy provides increasing new insurance 
coverage for the employe as compared 
with level ‘or reducing protection. 


business and char- 





A. E. Vivian To Represent 
Midland Mutual at Tampa 


Appointment of A. E. Vivian as gen- 
eral agent in Tampa, Florida, has been 
announced by ‘Midland Mutual Life. 

Mr, Vivian is a native of South Africa 
and attended college in London, England. 
He has several years’ life insurance ex- 
perience in the Tampa area, in both sales 
and field management work. 


Additional Life News 
on Page 52 














Jack Landess Co. Inc. 
PAUL W. HOLDER 
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White & Winston, Inc. in Expansion 
Program as its 10th Year Begins 


William P. White and Alfred H. 
Winston, two of The United States Life’s 
most successful general agents, are en- 
tering the 10th year of their partner- 
ship on October 1 in new and much 
larger offices at 342 Madison Avenue, 
New York, an expanded staff of pro- 
duction supervisors, and with a substan- 
tial increase in production of both Group 
and Ordinary life for the year to date. 

White & Winston, Inc., leading agency 
of the company in Group life and Group 

H. production, enjoyed its best 
year in 1959 with a paid-for record in 
both Group and Ordinary life of $55,- 
856,173. This embraced 158 issued Group 
cases and 270 new: Ordinary life policies. 
For the current fiscal year to date the 
agency is 10% ahead in overall produc- 
tion. 

The accelerated pace of White & 
Winston, particularly in the last several 
years, has necessitated an increase in its 
supervisory staff. Today this staff con- 
sists of five brokerage supervisors— 
Robert Beards, Raymond J. Finn, Paul 
W. Holder, Joseph V. MacDonald and 
Al Neidenberg. Added to these are Neil 
H. Stern, who prepares all Group and 
Ordinary life proposals, and Margaret 
Boyle, office my of the agency. 
Co- General Agent White is the execu- 
tive in charge of the Group department 
and Co-General Agent Winston is head 
of the Ordinary life and A. & H. divi- 
sions of the agency. 





Jack Landess Co. Inc. 
ROBERT BEARDS 


Teamwork plus an ever-increasing bro- 
kerage following are the chief reasons 
for this agency’s success in the competi- 
tive New York market. Another big 





Jack Landess Co. Inc. 
MacDONALD 


JOSEPH. V: 


factor is the specialized training and 
production know-how of Messrs. White 





Jack Landess Co. Inc. 
WILLIAM P. WHITE 


& Winston’ and their supervisory per- 
sonnel, 
Careers of Supervisors 
Robert Beards, who will mark his 
tenth year in the insurance business in 





Jack Landess Co. Inc. 
RAYMOND J. FINN 


1961, worked for The Travelers and for 
a pension consulting firm before joining 
White & Winston, Inc. in 1957. He also 


spent two years with Shell Oil Co. in 





Jack Landess Co. Inc. 
AL NEIDENBERG 


Central and South America. He attended 
Westdale Technical Coll ege in Hamilton, 
Canada, and has an associate degree in 
engineering. 

A World War II veteran, Mr. Beards 
spent six years in the U. S. Navy and 
was discharged with the rank of lies- 
tenant commander. 

Raymond J. Finn had a background of 
ten years’ experience in Group sales and 





Jack Landess Co. Inc. 
ALFRED H. WINSTON 


service with Columbian National Life 
and The Travelers before joining White 
& Winston, Inc. in December, 1958. He 
is a member of the Group Supervisors 
Association of New York and currently 
serves on its reorganization committee. 

A graduate of New York University 
with B.S. degree in business administra- 


tion, Mr. Finn began his insurance 
career in 1950 as a welfare fund ad- 
ministrator. He is active in civic and 


community affairs. 


Paui W. Holder, who supervises 
Ordinary life and A. & H. brokerage 
business in the agency, was formerly 


in The United States Life home office 
as special representative, handling gen- 
eral agency recruiting, training and field 
work. He also served a year as field 
supervisor in Pennsylvania territory. 
Graduate of Harvard University, Mr. 
Holder served in Korea with the U. S. 
Army Counter-Intelligence Corps. He 
has completed an LUTC course in 
agency management. His affiliations in- 
clude the Life Underwriters Association 


and Life Supervisors Association of 
New York, 

Joseph V. MacDonald, graduate of 
Hofstra College, began his career in 


1950 with the New York Life as an 
Ordinary agent. He joined the home 
office group department of The United 
States Life in 1953 and remained there 
until May, 1956, when he joined White 


& Winston, Inc. Currently he is vice 


(Continued on Page 52) 
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NEIL H. STERN 
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THE GOLD BOOK TO BE 
PUBLISHED NEXT WEEK 
The Gold Book of Life Insurance Sell- 


annual supplement to The East- 


ng, an 
ern Underwriter, will be published next 
VCcrnk 

Phe issue leads with discussion by out- 
standing insurance executives of what 


vy believe to be a major problem con- 


mting the industry necessity of 
reater emphasis on insurance merchan- 
sing ermanent insurance which not 
ly provides cash values which can be 


in meeting financial emergencies, 


ir in development of private business but 


keeps life insurance on its main track: 
basic object in insurance ownership is 
ontinuous protection which grows in 
value as the years pass. Among authors 
his symposium are Sherwin C 
Bade vice president-financial, New 
Eneland Life: and Walter Klem, senior 
vice president and chief actuary, Equi- 
table Society 
Another symposium of major interest 
consists of articles by a number of suc- 
cessful general agents who have made 
unusually able records in selection of 
igents, a field where competition from 


those outside the insurance business is 


errific. They explain their recruiting 


methods—how they select as well as re- 


ject in their recruiting operations and 


now those selected are trained. The 


symposium demonstrates the necessity 


of there being unusual care exercised and 


knowledge of men as well as the business 


needed in the recruiting process 

\ new organization in which insurance 
headed by H 
Mutual 


as president, and Churchill Rodgers, gen- 


men are prominent Bruce 


Palmer, president, Benefit Life 


] 


eral counsel, Metropolitan Life as sec 
retary, has been formed to battle the 
pressure groups whose activity encour- 


ages inflation 


A number of articles show the high 
esteem for and confidence felt by the 
public in chief life executives. This is 


demonstrated by their being asked to as- 


sume a major role in religious work and 


college fund-raising activities. In _ reli- 
gion, examples are Roger Hull, presi- 
dent of Mutual Of New York, who 
was executive head of the Billy Graham 
crusade which filled Madison Square 
Garden for weeks, and Philip F. Hower- 
ton, general agent, Connecticut Mutual, 


Charlotte, N. C 
the 


. who was moderator of 
Southern Presbyterian church. 


Three of the great American 
wr had, 
campaign: 


Franklin Oates, Jr., 


colleges 


have, « as chairman of their fund- 


raising Princeton, James 
president and chair- 
Yale, 
senior vice presi- 
and Dart- 
Zimmerman, president, 


Equitable Society; 
H. Williams, 
Connecticut 
Charles ] 
Connecticut Mutual. 


man of board, 
Frank O. 
dent General, 
mouth, 


As a result of the tremendous pub- 
licity given to mutual funds by some 
di ‘ily papers, which frequently cast them 


in a glamour role, an article on the 
subject by L. Douglas Meredith, execu- 
tive vice president, National Life of 


Vermont, will be read with special in- 


terest by insurance agents. Investments 
in such funds forms one of the principal 
competitions for the public’s spendable 


He 


non-attractive 


dollars. discusses both the attractive 


and sides of mutual fund 


ownership 
The mounting cost of college education 
and universal desire of 


the almost par- 


ents to have their children so educated 
a $25 billion insurance mar- 


Elmo Roper, 


researcher. 


is developing 
ket in 
analyst 


opinion of business 
His address on 
first delivered at Home Life’s 
anniversary, is 
Gold Book in full 
How life insurance companies are re- 
placing blighted areas in 


and 
the subject, 
centenary published by 
The 


cities 


The 


several 
is subject of another symposium in 
Gold Book. 
Among other 
of new 


articles are experiences 
getting quickly 


opinions of 


agents in 
production; 


into 
outstanding 
Americans on signficance of life insur- 


Mrs. Agnes D. Beaton, director of the 
women’s division of the Allstate Com- 
panies, received a certificate of appreci- 
ation from David Byran, president of 
the American Association of Motor 
Vehicle Administrators, during the or- 
ganization’s recent annual meeting in 
Kansas City. The award paid tribute to 
Mrs, Beaton’s inspired traffic accident 
prevention activities with women’s or- 
ganizations throughout the country. In 
directing women’s safety projects for 
\llstate, Mrs. Beaton has been respon- 
sible for assisting groups representing 
35 million members. Concentrating pri- 
marily on improvements in driver licen- 
sing, traffic law enforcement and driver 
education, she has helped instigate such 
programs as “Passport to Safety” and 

Jallots for Better Driver Licensing,” 
conducted by 8 million members of the 


General Federation of Women’s Clubs. 
* x 


John P. Smythe has been appointed 
superintendent of a newly formed unit 
of the loss and claim department of the 
Boston Insurance Group, designated as 
the recovery department. 

He will be responsible for the com- 
panies’ salvage and subrogation efforts 
on a multiple line basis. Mr. Smythe at- 
tended New York University and during 
World War II was a warrant officer in 
the U. S. Army Transportation Corps 
and served for a period as marine casu- 


alty investigating officer, Port of Ant- 
werp. He is a member of various re- 
covery and industry organizations. 


x * x 


William C. Osborn h 
to resident auditor for the New York 
department of the Hartford Fire In- 
surance Company Group. He joined the 
company’s home office auditing depart- 
ment three years ago after working with 
another insurance company. A graduate 
of Bryant College, he also attended the 


as been promoted 


University of Connecticut and Hillyer 
College. During World. War II Mr. 
Osborn served with the U. S. Marines 
for four years. 

* * x 


Norman A. Burgoon, Jr., a vice presi- 


dent of the Fidelity & Deposit, this 
month celebrates his 25th anniversary 
with the company. A recognized au- 


thority in the field of contract bonds, 
Mr. Burgoon has been in charge of the 
company’s contract department since 
1957. A graduate of University of Balti- 
more law school and a member of the 
Maryland Bar, he has been active in 
many civic and professional organiza- 
tions. Currently he is serving as trustee 
of the Presbyterian Hospital, Baltimore, 
member of the National Defense Execu- 
tive Reserve; director of the Bureau of 
Contract Information, Inc., and member 
of both the contract bond 1 advisory com- 
mittee of the Surety Association of 
America and the surety advisory com- 
mittee of Association of Casualty & Sur- 
ety Companies. ; 


ance ownership; Prudential’s 


distinguished 


engage- 


ment of profes- 


college 
capacity for purpose 
of forecasting economic and other trends 
having important implication on life in- 
surance; 


sors in an advisory 


and review of what life 
are advertising in 


circulation. 


com- 
panies magazines of 


mass 


Personality stories include the careers 


of Alexander Hutchinson, vice 


presi- 
dent of field management, Metropolitan 
Life, and John A. Hill, executi¥e vice 
president, Aetna Life Affiliated Com- 
panies. 
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JAMES L. 


MADDEN 


James L. Madden, who retired as sec- 
ond vice president of Metropolitan Life 
has been awarded 
the 
Association in 
the 
president, 


at the end of last year, 


a Life Membership in American 


Management recognition 
of his long service to Association 
Mr. Madden, 


trustees, 


vice board 

has been 
since 1935 
member oi 
since 1945 


New York University, 
the 
has 
executive 


treasurer of association 
Mr. Madden 
AMA’s 


been a 
comniittee 
and served as chairman from 1949 to 
1953. Until his retirement, Mr. Madden 
was second vice president—co ordination, 
of Metropolitan Life. 


* * Ba 


been elected 
Mutual and a direc- 
Centennial Insurance 
who is chairman and 
chief executive officer of Dun & Braid- 
street, Inc., is also a director of Amer- 
ican Telephone & Telegr aph Co., Home 
Life Insurance Co., and chairman of the 
executive committee of the New York 
Chamber of Commerce. Mr. Newman is 
also a trustee of New York University 
A native of Clemson, S. C., he was grad- 
uated from Clemson College in 1931. Mr. 
Newman joined R. G. Dun & Co. in 1931, 
shortly before its merger with the Brad- 
street Company, became a vice president 
of Dun & Bradstreet in 1946, president 


J. Wilson Newman has 
a trustee of Atlantic 
tor of its affiliate, 
Co. Mr. Newman, 


in 1952 and chairman and chief execu- 
tive officer in 1960. 
* * x 


William P. Morse, assistant claim mat- 
ager for Employers Mutuals of Wausau 
since 1953, has been appointed claim 
manager to succeed Carl W. Kroening, 
who has retired after 45 years with the 
company. Mr. Kroening became a claim 
adjuster in 1918 and was named assistan 
claim manager in 1937 and manager in 
1953. Except for one year in the Mil- 
waukee office, his entire service has been 
in Wausau where he was born and raised. 

W. P. Morse completed 25 years with 
E mployers Mutuals in August. A native 
of Minnesota, he holds a law degree from 
University of Minnesota and Nebraska 
He served as a claim adjuster in Minne- 




























Septer 

























































The 
Jr. as « 
Courier 
day by 
manage 
will ass 
Hamps¢ 
produci 
paper. 
assignm 
to the 
hard-hit 
sa nat 
a reside 

The ¢ 


yannett 
papers, 
+ televi 
upstate 
the gro 
Knicker 
Hartfor 
Plain fie} 
tion of 
coommur 
erset, | 
New Je 
For P 
the end 
business 
ern Unc 
with H¢ 
ft publi 
‘istant 
in chars 
f this 
f the 
lnsurany 
Was on | 
Underw 
tation ¢ 
ment As 
woup ¢ 
ace A; 
lso cha 
‘te for 
\ssociat 
peared 
ngs and 
Writer A 
chapter 
Promoti 
industry 
As a1 
The Co 
Ssumin; 
he daily 
vorked 
te. He 
tate Cc 
Najoring 
n the 
‘dllege. 









































sota until 1938 when he was transferred 
to Omaha as claim manager and later 
to Philadelphia as claim manager. Mr. 
Morse served three:Vears in the Navy 


as a lieutenant and returned to Wawsal 


in 1946 as Wausau branch office legal! 
department manager. In 1953 
named assistant claim manager. 
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Paul H. Troth, Jr., Joins 

Plainfie'd Courier-News 
The appointment of Paul H. 
Jr. as associate editor of the Plainfield 
Courier-News was announced on Tues- 
day by A. Wallace Zimmerman, general 
manager. The announcement said he 
will assist Managing Editor Eugene F. 
Hampson by taking over the duties of 
producing the editorial page of the news- 
paper. He will be entrusted with the 
assignment of adapting new techniques 
to the editorial page and 
hard-hitting editorial policy. Mr. Troth 
isa native of New Jersey and has been 
aresident of Plainfield for many years. 


maintain a 


The Courier-News is a member of the 
Gannett Group which includes 19 news- 
papers, 4 radio broadcasting stations and 
4 television stations, most of them in 
upstate New York. Widely read within 
the group are the Rochester papers, 
Knickerbocker News in Albany, and the 
Hartford Times in Connecticut. The 
Plainfield Courier-News with a circula- 
tion of more than 41,000 daily serves 76 
communities in Union, Middlesex, Som- 
eset, Hunterdon and Morris Counties, 
New Jersey. 

For Paul Troth the appointment marks 
the end of 26 years in the life insurance 
business, first on the staff of The East- 
ern U nderw riter as assistant editor, then 
with Home Life of New York as editor 
of publications, and most recently as as- 
stant vice president of New York Life 
in charge of sales promotion. In April 
t this year Mr. Troth was director 
af the editorial workshop for the Life 
Insurance Advertisers Association. He 
was on the promotion committee for Life 
Underwriter Training Council, the edu- 
tation committee of Life Office Manage- 
ment Assoc iation, and had served on the 
stoup committee of the Health Insur- 
ince Association of America. He was 
iso chairman of the promotion commit- 
‘te for the Sales Promotion Executives 
Association in New York. He had ap- 
feared often as a speaker before meet- 
ngs and sales congresses of Life Under- 


the 





laim 
i i writer Associations. He is author of the 
och the thapter on Group insurance in the Sales 
vit aan Yromotion Handbook published for the 
Cc 
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_As a member of the executive staff of 
the Courier-News, Mr. Troth will be 
Ssuming his first full-time position in 
he daily newspaper field although he has 
worked closely with it for much of his 
te. He was graduated from Michigan 
State College with honors in 1930 after 
Majoring in journalism. He was editor 
i the Michigan State News while in 
ollege. 
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* * * 
Estates of Collision Pilots 
Awarded Damages 


There was ‘a decision last week in the 
tigation growing out of a collision over 
brand Canyon, four years ago of two air- 
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Troth, 
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planes. One was a Trans World plane 
and the other a United Air Lines plane. 
This collision cost more than a hundred 
lives. 

United was defendant in the suit 
brought in a Federal District Court. 
Attorneys for the plaintiff told the oppo- 
sition that the United DC-7 overtook and 
rammed the TWA Constellation from 
the rear. 

The court awarded $64,000 to the estate 
of one pilot and $45,000 to the estate of 
the co-pilot. 

The Associated Press carried news to 
its many clients of the trial and its 
result. 

kk x 


Theo. P. Beasley Donated $1 Million 
To Five Institutions 

Theo. P. Beasley, president of the Re- 
public National Lite of Dallas, Tex., 
widely known for his charitable and phil- 
anthropic gifts, has recently joined with 
Mrs. Beasley in donating approximately 
$1,000,000 to ‘five religious and educa- 
tional institutions. News of the Beasleys’ 
generous gifts was made known through 
the office of Sam Winstead of the Dallas 
law firm of Jackson, Walker, Winstead, 
Cantwell and Miller. The representatives 
of the recipient organizations, as follows, 
met in Mr. Winstead’s office on Septem- 
ber 22. The gifts included: 

Gift of $250,000 to the Texas Christian 
University’s Brite College of the Bible 
for ministerial scholarships. 

A total of $250,000 to the capital funds 
campaign of the Dallas Y.M.C.A. 

Sum of $250,000 to the East Dallas 
Christian Church. Of this, $200,000 will 
go for missionary and church work, and 
$50,000 toward erection of a chapel. 

Also $200,000 donated to George Wil- 
liams College of Chicago, the chief grad- 
uate training school for Y.M.C.A. ex- 
ecutives, to be used in capital funds 
campaign. 

A total of $25,000 to the perpetual en- 
dowment fund of the National City 
Christian Church Corporation which 
owns the Disciples of Christ Brother- 
hood Church property, known as the 
National City Christian Church in Wash- 
ington, 

The remaining $25,000 of the total $1 
million gift of securities will go to the 
Religious Heritage of America, Inc., in 
Washington, D. C., with the proceeds to 
be used in connection with the perpetua- 
tion of its program wherein it annually 
sponsors the Washington Pilgrimage in 
the spring of each year and thereby 
honors, on a national basis, an outstand- 
ing clergyman, a Christian layman and 
a Christian laywoman. 

Present in Mr. Winstead’s office for 
the execution of the papers were Dr. M. 
E. Sadler, chancellor of Texas Christian 
University; Dr. W. A. Welsh, pastor: of 
East Dallas Christian Church; Charles 
S. Sharp, treasurer of the Dal'as 
Y.M.C.A.; Howard H. Kustermann, gen- 
eral sercetary of the Dallas Y.M.C.A. 
who serves on the board of George Wil- 
liams College; Mr. Winstead; Mr. and 
Mrs. Beasley. Unable to be present were 


True D. Morse, Under-Secretary of 
Agriculture in Washington, D. C., ‘and 
Chairman of the Perpetual Endowment 
Fund of the National City Christian 
Church Corp., and Col. Daniel J. Ander- 
sen, an attorney in Washington, who is 
vice president of the Religious Heritage 
of America, Inc. 
Mr. and Mrs. 
active in 
national 
Christ, 


Beasley have long been 
the local, national and inter- 
program of the Disciples of 
and have been members of the 
East Dallas Christian Church for 25 
years. He has served as president of its 
official board, as budget committee chair- 
man, on its finance and stewardship com- 
mittees, and as president of the Bible 
Class. , 

In the Dallas Y.M.C.A. he served for 
three years as president of its metro- 
politan board and currently is a mem- 
ber of the National Council of Y.M.C.A.s 
in the United States. He’s also a mem- 
ber of the World Alliance of the 
Y.M.C.A. He has served as executive 
committee chairman of the Religious 
Heritage of America, Inc. and as a mem- 
ber of its finance committee. In 1952 
that organization honored him as Lay 
Churchman of the year. For many years 
he was a trustee of National City Christ- 
ian Church Corp. and currently is presi- 
dent of that board. 

Mrs. Beasley has long been active in 
the women’s affairs of the East Dallas 
Christian Church, having served as presi- 
dent of the Stephens Bible Class and in 
activities of the women’s fellowship. 


* * * 


McHugh Sees No Federal Regulation 

The Senate Judiciary Antitrust Sub- 
committee investigation of insurance 
“reflects the deep concern of Congress 
over adequacy of state regulation as the 
instrument for properly serving the pub- 
lic interest in accordance with the man- 
date of the McCarran Act,” but there 
has been no intent on the part of the 
subcommittee to bring about legislation 
which would supplant state supervision 
by comprehensive Federal regulation, ac- 
cording to the subcommittee counsel, 
Donald P. McHugh. 

However, Mr. McHugh, in a paper 
delivered before the “Symposium on In- 
surance and Government” sponsored by 
the University of Wisconsin’s School 
of Commerce, was sharply critical of 
state rating laws and their supervision. 
Neither the mandatory bureau laws nor 
the All-Industry laws have produced a 
competitive atmosphere in line with the 
spirit of the antitrust laws, he declared. 

Emphasizing that the subcommittee’s 
primary interest has been “the nature 
and extent of competition in the making 
of rates in the fire and casualty fields,” 
Mr. McHugh pointed out that most com- 
plaints in this area involved fire and 
allied lines. 


Reviewing these complaints, as_ set 
forth during the hearings by the so- 
called independent companies, he said 


they reflected “prevailing belief 

in many quarters in the fire insurance 
field that all rates, coverages and classi- 
fications should be uniform.” 

Advocates of this concept that “all 
bureau filings are of paramount impor- 
tance and that independent filings or de- 
viations must be justified in relation to 
the bureau filings,’ Mr. McHugh added, 
have gained much support within state 
Insurance Departments. 


“This primacy of bureau rates, and the 
one price system it nurtures, has had an 
astonishing hold on various Insurance 
Departments in the field of fire and al- 
lied lines,” he commented. “It seems 
incredible that in an economy where the 
dynamics of the market place determine 
public acceptance for the products of 
most industries, government officials 
should be compressing all business ac- 
tivity in a single mold which fits the pre- 
conceived ideas of the bureaucrats.” 

A tabulation of the 26 jurisdictions 
which. furnished information comparing 
the volume of fire and allied lines busi- 
ness written in 1957 at full bureau rates 
with that written at less than bureau 
rates showed that “in the overwhelming 
number of states reporting, an alarm- 
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ingly high percentage of 
is written at full bureau 
Oregon and isis. of 
reporting, showed a 

ness being written at 


the business 
rates.” Only 
the 26 states 
high volume of busi- 
less than full bu- 


reau rates. 
* * x 
Insure Khrushchev’s Liner 
The New York daily papers have 


printed many versions of why a dilapi- 
dated pier on the East River near the 
United Nations building was selected as 
the docking place for the Russian liner 
Balitka which carried Mr. Khrushchev 
and his party to New York City. The 
pier, a decidely antiquated one in which 
rain came through the roof, was byt in 
1884 and has been principall y used by an 
occasional coal barge or fishing craft. 

The pier was chosen at a meeting of 
New York City spolice, State Depart- 
ment’s security agents and Department 
of Marine and Aviation officials. It was 
the consensus of opinion that the ship 
could not berth in the Hudson River 
for security reasons and that other East 
side piers were not available. Also, its 
proximity to United Nations was taken 
into consideration. 

Following the selection, said New York 
World Telegram and Sun, Moore-Mc- 
Cormack lines, husbanding agents for 
the ship, applied to the Depart ment of 
Marine and Aviation for a permit to use 
an East River pier for the Baltika and 
Pier 73 was assigned. Next came an 
insurance angle. 

Discussing this the World Telegram 
and Sun said: “The berthing arrange- 
ments for the Baltika were almost 
thrown into chaos when Vincent A. G 
O’Connor, commissioner of marine and 
aviation, refused to issue a permit until 
insurance requirements for the Soviet 
ship had been met. ; 

But Mr. O’Connor issued the permit 
after James J. Wadsworth, head of the 
United States Mission to the UN called 
Mayor Robert F. Wagner to request 
issuance of the permit, and the Mayor 
called his commissioner. 

Under an agreement reached Friday 
between Mr. O’Connor’s office and 
Moore-McCormack Lines, Inc. the 
Soviet Union has taken out policies for 
$2 million in public liability insurance, 
$785,000 in fire insurance. 

The insurance is split up among 16 
underwriters, according to the Depart- 
ment of Marine and Aviation. Amtorg, 
the Soviet trading agency, has under- 
written $100,000 of the public liability 


insurance. loyd’s of London handled 
the bulk of it. 
Normally, the city requires someone 


leasing a city-owned pier to carry only 
$1 million in public liability insurance. 
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Barry Would Have Rates Made on 
Over-All Average of All Companies 


A proposal that all property insurance 
stock, mutual, re- 
should belong by law 


companies, whether 


ciprocal or other 
rating and 

made by 
Corroon & 
Group, at the 6lst annual 
e New Hampshire Associa- 
Agents at Bretton 
Rates should be 


averages, he stated, 


to one rating bureau, or a 


tatistical organization, was 


John R. Barry, president, 
Reynolds 
meeting of th 
tion of Insurance 
Woods September 20. 
based on over-all 


with allowance made in the law for pro- 


companies 
such as mu- 


vision to protect those oper- 


ating on a particular basis, 
tuals 
The practical meeting the rat- 


ing problem by 


way of 


having rates based on 


the overall loss experience of all com- 


panies leaves room for competition, Mr. 
Barry holds, 
group, or 


operation 


because any company, or 
anyone with a new system of 
wou'd have the right to sel 
their policies to the public “with the 
understanding they would receive divi- 
dends if earned 
“In New York State last year, the 
and brokers’ associations united 
and had legislation introduced providing 
that all rate filings would have to con- 
tain an allowance for acquisition cost 
based on the experience of the previous 
years,” Mr. Barry continued. “This 
bill was passed unanimously by both 
houses of the legis!ature and signed by 
the governor. This in ftself is very con- 
structive. However, I think in amend- 
ing your law you should do it not only 
on the basis I outline, but you should 
have added to those provisions a further 
requirement recognizing your position 
and standing in this industry and pre- 
scribing that agents are to be consulted 
as to a reasonable amount to be in- 
cluded in a rate filing for acquisition 


t 


agents’ 


1 
tnree 


Needed Provision of Law 


“There should be written 
law in plain, simple language that will 
not need interpretation by lawyers or 
actuaries, a statement to the effect that 
the rate shall be based on the overall 


into the 


average of losses and loss adjustment 
expenses, and the overall average of 
other expenses. There should be no 


leeway in the rating law that would 
leave any question as to the making of 
rates to the judgment of 


any commis- 
sioner or other individual, or which 
would allow anyone to base r rates on a 
decision as to what he thinks is going 


{ 


to happen in the future 
we should not leave 
ulation 

“I have made the further suggestion 
that it would be well to have the mak- 
ing of rates in the whe 5 of public serv- 
ice commissions, or bodies of similar 
nature, so that all those connected with 
ur business will not be subject to the 
whims of political fortune. Such com- 
missions would be non- partisan and 
would have continuous tenure of office, 
not dependent upon political changes. 
This would completely remove any po- 
litical atmosphere from the making of 
insurance rates, and I would hope that 
it would eventually put our rating on a 
vasis as sound as that enjoyed by util- 


} 
ities 


In other words, 
anything to spec- 


| fully realize that under these pro- 


posals there can be no deviations or in- 


dependent filings, but there is nothing 
wrong with this, because as of the pres- 
ent moment there has not been any fil- 
ing in the United States which effected 
a reduction of bureau rates, except on 
the basis of a saving in expense, which, 
can only be made at your agents’ ex- 
pense,” Mr. Barry stressed. “Nobody 
knows what the loss experience is going 
to be, and it is most unfair to have any 
deviations or independent filings where- 
by companies can accumulate business 
which, when the final results are in and 
it is too late to do anything, shows a 
loss. In the meantime they have had 
an unfair advantage, which the results 
show was not warranted. This goes con- 
trary to the whole concept of fair deal- 
ing in American business. 


Calls on Agents to Act 


“T realize that I am speaking to a 
group of New Hampshire agents; never- 
theless I want to state that what goes 
for New Hampshire goes for all of the 
other agents in all the states of the 
Union. You are a vital part of the 
economy of your state and country; 
without you and the services you ren- 
der the wheels of commerce and industry 
cannot turn. Your part in your com- 
munities is just as important as the part 
played by banks, or any other group, 
and it is up to you to demonstrate this 
and have it understood and appreciated 
by the public, by your legislature and by 
all those concerned with the regulation 
of the insurance business. 

“In the final analysis the rates 

(Continued on Page 41) 
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Epes of INA Backs 


Competitive Freedom 
IN INSURANCE’ RATE -MAKING 


North America Counsel Sees Chances 


For Resolving Issues Between Inde- 
pendent and Bureau Insurers 


Combined action in insurance rate 
making, while serving a useful purpose 
when done on a voluntary basis, is con- 
trary to public interest when carried to 


the point of interfering with the right 
of insurers to act independently, W. 


Perry Epes, associate counsel of the 
Insurance Company of North America, 
stated in an address before the sym- 


posium on insurance and government at 
the University of Wisconsin School of 


Commerce at Madison last week. Mr. 
Epes declared that the applicable Fed- 
eral and most state laws reflect this 


conclusion, “as do the virtually unan- 
imous policy statements of responsible 
government officials, as well as state- 
ments of many independent observers 
and insurance industry leaders.” 

Mr. Epes presented at length the argu- 
ments and legal positions of independent 
insurance companies seeking the right 
to compete in rate making and cited 
many developments in legislation, and 
court decisions in the last 15 or more 
years. He feels there are possibilities of 
resolving issues separating the inde- 
pendents from the bureau and other 
property insurers. 


Antitrust Exemption Special Privilege 


or 


The insurance antitrust 
which permits combined 
grants a special privilege, 
cised within strict 
“Insurance remains 
work of the free enterprise system, 
under the general right of all to act 
independently, without being forced in- 
voluntarily to adhere to group price or 
other activity. 

“In short, the terms of the McCarran 
Act, its legislative history, and the All- 
Industry model rate regulatory bills, 
viewed as they must be against the 
background of other exemptions from 
the antitrust laws, all demonstrate con- 
clusively that, while a limited exemp- 


exemption 
rate making 
to be exer- 
confines,” he _ said. 
within the frame- 
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INSURANCE SURVEY MAN 


For Boston consulting firm. Expansion to 
international status has created need for 
college man to join our staff. Should have 
working knowledge of all general lines and 
ability to analyze coverages and prepare 
written reports for large corporate risks. 
Write Box 2834, The Eastern Underwriter, 93 
Nassau St., N.Y. 38, Y., giving back- 
ground and salary requirements. 




















tion was granted to insurance so as to 
permit voluntary price-fixing, the ex- 
emption is by no means an open door to 
any and all anti-competitive activity,” 
Mr. Epes stressed. “On the contrary, 
it is clear that, not only are voluntary 
restrictions which limit competition 
among members of a group permitted 
only under limited circumstances, but in 
no event may involuntary restraints be 
imposed on unwilling non-members who 
wish to compete rather than join the 
group. 

“These established goals of insurance 
rate regulation have not, however, been 
fully realized. 


Possibilities of Settlement 


In presenting the case for independ- 
ence under insurance rate regulation, we 
should consider what are the possibilities 
of settlement of the problems which 
confront the independent. There are 
many signs that there is a good chance 
of resolving the issues which separate 
the independent from others in the in- 
surance business. From the standpoint 
of the independents any settlement must 
recognize that (1) competitive freedom 
cannot be denied to those insurers which 
do not wish to be forced to join in group 
action, and (2) adequate means must 
be provided for making collectively as- 
sembled rate materials available at rea- 
sonable cost to individual insurers with- 
out enforced adherence to collectively 
made rates. 

“There has already been some pro- 
gress in this direction,” Mr. Epes ob- 
served. “The National Bureau of Cas- 
ualty Underwriters, which for years has 
sold its rating manuals to anyone wish- 
ing to purchase them, has within the 
last two years adopted procedures for 
facilitating filings by its members which 
depart from bureau rates and forms. In 
the fire insurance field, the Inter-Re- 
gional Insurance Conference, after con- 
ferring with representatives of  inde- 
pendent companies, has recently recom- 
mended rules for rating bureau assess- 
ments which should afford fair treat- 
ment to bureaus and companies alike. 


Balanced System Possible 


“In the State of Washington, a re- 
cent court decision under which the re- 
search product of rating bureaus 15 
available to subscribers which make their 
own filings, has pointed the way to 4 
workable system which contains the 
desirable features of voluntary concerted 
action coextensive with competitive free- 
dom. If such a system can be guaran- 
teed to the independent, the organl- 
zation or bureau companies can expect 
in return efforts by the independents to 
help maintain cooperative action th rough 
rating bureaus which perform technical 
rating services but have no control func- 
tions. Such a balanced _ system, if 
achieved, should serve the interests 0 
both the policyholder and the insurance 


(Continued on Page 41) 
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National Association of Insurance Agents in Atlantic 





NAIA Elects Ellis and Cubbedge 





PORTER ELLIS, CPCU 


COOPER M. CUBBEDGE 


Atlantic City, N. J., Sept. 28—Porter Ellis, CPCU, of Dallas, Tex., was elected 
NAIA president here this afternoon at the 64th annual convention, succeeding Paul 


H. Jones, CPCU, of Tucson, Ariz. 


Cooper M. Cubbedge, Jacksonville, Fla., was 


elected vice president. Their installation to office was performed by Melvin J. 
Miller, Fort Worth, 1950 NAIA president. 
New addition to the executive committee is H. H. Nelson, Council Bluffs, Lowa, 


who was named by the directors. 


Archie M. Slawsby, Nashua, N. H., NAIA past president, received the coveted 


Woodworth Memorial Award. 


Town Crier awards went to three companies which this year have done the most 
to promote NAIA’s Big “I” insignia. They are: Aetna Insurance Co., Maryland 
Casualty and Royal-Globe Insurance Group. Winners of the new Town Crier Bell 
award are the Agricultural, St. Paul F. & M. and Zurich-American Group. 

The Florida Association won the Sparlin Cup for contributing most this year 
to the American Agency System and Des Moines Association won Walter Bennett 
Memorial Award for excellence in local board activities. Finally, Des Moines At- 
tendance Cup went to Pennsylvania Association for largest attendance here and 
Texas Association received the California Association Mileage Cup. 


Porter Ellis, CPCU, of Dallas, Tex., 
newly elected president of the National 
Association, served on the executive com- 
mittee four years, the last both as chair- 
man and as vice president of NAIA. He 
has a wide reputation for his intellectual at- 
tainments and sound knowledge of in- 
surance. He is well known to New York 
agents for he was a member of the “Meet 
the \Press” panel at the Syracuse con- 
vention in 1959. : 

Born in Dallas in 1909, Mr. Ellis at- 
tended public schools and Southern 
Methodist University. He entered in- 
surance in 1929 with Ellis, Smith & Com- 
pany as a claim adjuster and _ solicitor. 
Later he was employed by the Great 
American Indemnity in New York, Phil- 
adelphia, Pittsburgh and Atlanta. He 
became chief underwriter for southeast- 
ern department of the Employers Li- 
ability Assurance Corp. in 1945 and re- 
joined Ellis, Smith & Company as a 
partner in 1946, ; 

Mr. Ellis is a past president of the 
Dallas and Texas Associations of Insur- 
ance Agents and has served on the 
NAIA property and fidelity and surety 
committees. He received his OPCU des- 
ignation in 1950 and has served as presi- 
dent of the Southwest Chapter of the 
CPCU’s. In 1936 he completed the In- 
surance Institute of America course 
magna cum laude and is now an Asso- 
ciate member, 

Mr. Ellis is married, has two sons 
and is a member of the vestry of the 
Episcopal Church of the Incarnation. 

An active member of the Dallas Cham- 
ber of Commerce, the is also a member 
of the Greater Dallas Planning Com- 
mission. He is the director of several 
large corporations and participates in all 
business and civic programs. 

Cooper M. Cubbedge 


Cooper Myers Cubbedge, Jacksonville, 
Fla., newly elected vice president of NA- 


TA, was born in Macon, Ga., on Decem- 
ber 19, 1902. He attended public schools 
at Macon, Georgia Tech at Atlanta and 
Florida .Southern College at Lakeland. 

He entered insurance by associating 
with A. B. Edwards Agency, Sarasota, 
Fla., in 1923. Formed Cubbedge-Walpole 
Agency (now. Ludwig-Walpole Co.) at 
Sarasota in 1927. Sold interest and be- 
came affiliated with Jacksonville Proper- 
ties, Inc, in 1934, and is now vice pres- 
ident and manager of Jacksonville Prop- 
erties, Inc., Jacksonville, Fla. 

He served as president of Jacksonville 
local board and Florida Association of 
Insurance Agents and this past year was 
state national director from Florida. 

He has worked a long time in insur- 
ance education and public relations and 
associated closely with the late Dean 
Walter J. Matherly, establishing the 
Chair of Insurance at the University of 
Florida. He instituted effective public 
relations program of the Florida Assn. 

‘Mr. Cubbedge was the first recipient of 
L. P. McCord Achievement Award for 
outstanding service to Industry. He has 
made numerous talks on bank insurance. 

He is a member of the Insurance So- 
ciety of University of Florida; Commit- 
tee of One-Hundred, Jacksonville Area, 
Chamber of Commerce; board of direc- 
tors, Florida Dealers and Growers Bank 
at Jacksonville; Sons of the American 
Revolution; Jacksonville Historical So- 
ciety; San Jose Country Club; River 
Club; and a director of the Jacksonville 
Tourist and Convention Bureau. Prom- 
inent Episcopal layman, he is vestryman 
of Grace Chapel Parish, where he has 
served three times as senior warden. 

Mr. Cubbedge is married to former 
Nelle Bell of Atlanta, His son, Cooper 
M. Cubbedge, Jr., is vice president and 
manager of Best Insurors, Inc., Tampa, 
Fla. His daughter, Nelle, is a student 
at Florida State University. 


NAIA Directors Reaffirm °53 Policy 


(Continued from Page 1) 


stating that acceptance of these frowned 
upon practices would not be in violation 
of NAIA principles, although bad for 
the public and producers, and asking 
companies to make changes to protect 
producer interest, was sidetracked by 
passage of the fina’ motion. 

As it became apparent that the special 
committee’s proposal would not find ac- 
ceptance with a majority of the directors 
a new motion was offered by Frank E. 
McGlaughon, Tennessee, deleting phrase 
on “no violation of NAIA principles” 
from the committee report for fear such 
would “give comfort” to some companies 
that might initiate use of direct billing 
and continuous policies. After Past Presi- 
dent Robert E. Battles, Los Angeles, 
and John P. Wilson, Jr., Alabama, called 
on directors not to retreat from prior 
positions against these company prac- 
tices, William. E. Webb, North Carolina, 
moved to amend the McGlaughon motion 
by including restatement of 1953 declara- 
tion. This tended to satisfy states not 
wishing to yield ground in their battle 
against companies taking over any func- 
tions of agency management and opera- 
tion. The combined proposal was then 
approved by the board, although not 
unanimously, 

An earlier move by Harold A. Boling, 
Louisiana, to take no action at all on the 
special committee’s report was defeated 
by 28 to 20. 


Mullins’ Committee Submits Report 


Most of Monday afternoon’s initial 
meeting of NAIA directors was devoted 
to the protracted debate on whether the 
National Association should soften its 
hitherto position of unalterable. opposi- 
tion to continuous policies and direct 
billing by insurance companies. Some 
years ago NAIA adopted such a stand 
and since then the practice by companies 
of using direct biling and continuous 
policies, especially in the auto field, as 
a means of reducing costs and to meet 
competition of cut-rate independents, has 
increased, This spring at the midyear 
meeting of directors in Cincinnati it was 
voted to conduct a survey of NAIA mem- 
bers to find out how extensive this new 
trend has developed, and ascertain 
agents’ views on the change. 

President Paul Jones introduced H. W. 
Mullins, CPCU, Rockford, Ill., chairman 
of a special committee to study this 
problem, to present his report. From 
2,000 replies to a questionnaire sent to 
agents it was revealed over 60% of pro- 
ducers already use or are contemplating 
using continuous policies and over half 
the replies showed agents using or con- 
templating the use of direct billing. 

It was pointed out to NAIA members 
that alleged advantages of continuous 
policies and direct billing were reduced 
expenses, more competitive rates and 
more time for agents to devote to selling. 
On the other hand, dangers to agents 
were lack of contact with their assureds 
and possibly eventual loss of expirations. 


Sharp Division on Motion to Revise 
AIA’s Previous Stand 
Contained in the committee report but 
not presented on the floor to the di- 
rectors on Tuesday was a proposed mo- 
tion to revise the previous NAIA stand 
by terming continuous policies and direct 
billing not in violation of NAIA prin- 
ciples, but undesirable. Agents would be 
cautioned against dangers of these grow- 
ing practices, yet not condemned for 
use of them. This is because so many 
producers have been forced by their 
companies to accept the changes. On the 
other hand: there are agents who have 
accepted direct billing and continuous 
policies voluntarily. The suggested mo- 
tion also asked companies to re-evaluate 
their positions and to eliminate what 
might be considered harmful procedures. 
This motion, copies of which all di- 


rectors had, even though it was not 
read from the platform, brought sharply 
divided expressions of support and op- 
position. Several state directors con- 
sider it unwise to link continuous pol- 
icies with direct billing, holding the lat- 
ter a more serious threat to future of 
the American Agency System than con- 
tinuous policies. But both have been 
under steady attack for years. 

Thomas A. Harman, Washington state 
director and member of this special com- 
mittee, admitted more and more com- 
panies are using direct billing and con- 
tinuous policies and this trend won't dis- 
appear by any action of NAIA. He sug- 
gested that agents work to preserve their 
individual rights in private contract ne- 
gotiations with their companies. He said 
it was the duty of NAIA, as contained in 
the motion, to point out the dangers of 
this revised method of company opera- 
tion to agents in general. He empha- 
sized: “We must maintain our stand but 
be prepared to accept certain changes 
in the light of events.” 

Lawrence H. Derby, Arkansas, de- 
clared agents must help companies get 
auto business from present competitors 
and hence must cooperate with the com- 
panies to a degree. Leo J. Beck, Jr., 
Nebraska, sees direct bil'ing here to stay, 
and John P. Wilson, Jr., Alabama, 
strongly condemned the change, showing 
division of views among the directors. 

Two Main Causes for Concern 


This whole problem centers around 
two main causes for concern. One is 
the fear that commission rates will con- 
tinue to be reduced, cutting agents’ in- 
come, and second is the thought that 
companies may come to regard their 
agents as mere salesmen, rather than as 
independent operators giving service to 
public as well as building production. It 
was stated that companies making 
changes in relations with agents now, 
without direct negotiation, may later 
make further alterations to the detri- 
ment of producers. 

NAIA General Counsel George Han- 
son of NAIA assured the directors that 
agents today are protected on owner- 
ship of expirations in standard agency 
contracts. However, he warned that 
producers who contract with a company 
to give it a definite volume of business 
annually, and fail to do so, may find 
they have surrendered their expiration 
rights. 

North Carolina director, William E. 
Webb, Jr., is definitely opposed to 
changing the long-standing position of 
NAIA, whereas Craig Thorn, Jr., New 

(Continued on Page 33) 


O’Mahoney’s D. of C. Bill 
Draws Fire of NAIA Board 


Atlantic City, N. J., Sept. 26—U. S. 
Senator O’Mahoney’s proposed rating 
bill for District of Columbia, designed 
to encourage open competition, drew 
fire here today from the NAIA national 
board of state directors. Morton V. V. 
White, Allentown, Pa., chairman of the 
special committee on Federal affairs, cau- 
tioned states to study provisions of the 
bill carefully as well as the philosophy 
behind the Senator’s proposal. He stated 
that lowest rates are not always best for 
the public and that this bill “sets up 
machinery for smaller companies to go 
broke.” 

If this bill should be passed in the 
District, Mr. White warned it might be- 
come a model for other states to follow. 
President H. T. Beuermann of the D. of 
C. agents association, declared that agents 
in Washington will fight the measure 
when hearings on it are held later. Craig 
Thorn, Jr., New York director, likewise 
stressed the seriousness to insurance 
companies and agents of the contents of 
Mr. O’Mahoney’s bill. 
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Homeowners Stressed at N. J. Meet; 
Ryan Succeeds Weisbart as Pres. 


Atlantic City, Sept. 26: Many com- 
yanies will not reduce commissions on 
the so-called New, New Homeowners 
policy in New Jersey, President Ira F. 
Weisbart told the 67th annual conven- 
tion of the New Jersey Association of 
Insurance Agents meeting here in con- 
junction with the annual gathering of the 
National Association. Those few com- 
panies that have cur Homeowners’ com- 





IRA F. 


WEISBART 
(Retiring President) 


missions, he stated, “must live with what 
we believe to be a serious error in judg- 
ment on their part. We are sure there 
is enough premium in the rate to elimi- 
nate the necessity of changing commis- 
sion schedules.” 

President Weisbart, CLU-CPCU, Jer- 
sey City, presided at the New Jersey 
meeting and was succeeded as president 
by James L. Ryan, Paterson. Mr. Ryan 
entered insurance in 1938 in his father’s 
agency. Following the death of his 
father in 1941 Mr. Ryan joined the Olden 
and Hanson Agency, was made a partner 
in 1956 and the named changed to Olden- 
Hanson-Ryan Agency. Last year the 
name was changed again to Hanson & 
Ryan. Mr. Ryan is a past president of 
the Passaic County Agents Association 
and for the last year has been chairman 
of the New Jersey executive committee. 

Membership in the New Jersey Asso- 
ciation stands at 1,621, a new high, 
Membership Chairman Robert W. 
Hutchinson reported. 

Discussing further the present revised 
Homeowners policy in New Jersey Presi- 
dent Weisbart told the state convention: 

“When we held our January meeting 
with Commissioner Howell and Deputy 
Commissioner Stern, we checked a 
rumor that the program was about to be 
approved. Early in July, we heard it 
again—and we promptly asked whether 
or not the filing was ready for approval; 
again, we were told that it was not. 

“At each meeting with the Depart- 
ment, your liaison committee asked 
about the status of this filing—and re- 
peated its opposition, on logical and 
technical grounds. We stated our be- 
lief that it would take coverage away 
from the insuring public—and that it 
would contain factors with which we 
could not live. 

“Since auto and homeowners business 
make up the preponderance of the 
agents’ volume, we warned that commis- 
sion reduction on both lines would sub- 
stantially increase the number of agen- 


cies which might be forced into bank- 
ruptcy. We pointed out that this would 
be bad public relations all around 
for the public, Department, and 
company-agent ranks. 


the 


Department Terms of Approval 


“The Department realized that some- 
thing must be done to avoid an up- 
heaval in the industry—so the filing was 
approved, without approving the com- 
ponent parts of the rates. In other 
words, the Department feels that the 
loss factor and expense factor, as orig- 
inally shown, might not be correct in 
the final analysis. Commissioner Howell 
has directed that New Jersey loss ex- 
perience and expenses be filed with the 
Department—starting with the calendar 
year of 1961; then, any future rate re- 
visions will be made on New Jersey ex- 
penses and losses—rather than on a gen- 
eral country-wide picture. In this way, 
the argument over whether or not to 
reduce commissions has been erased. 

“We have learned, within the past 
week or two, that many companies will 
not reduce commissions on this policy. 
Those few that have, must live with 
what we believe to be a serious error 
in judgment on their part. We are sure 
that there is enough premium in the 
rate to eliminate the necessity of chang- 
ing commission schedules. 

“Some of the reductions in coverage 
can be purchased by endorsements— 
thereby bringing the coverage almost all 
the way back to that of the old A, B, C, 
and Tenants forms. This will almost 
completely obviate our cancellation and 
rewrite problems. 

“We have heard that some few com- 
panies have merely circularized their 
agents, advising them of commission 
changes. Your association is of the firm 
opinion that a contract between two 
parties should be changed by mutual 
consent—and not by unilateral action. 
If you have received any such notifica- 
tion, we suggest you contact the com- 
pany and negotiate a mutually satis- 
tactory agreement. 


Three Meetings for N. J. Agents 


“I would like to make an announce- 
ment regarding rating and writing of 
the new Homeowners policy. Your as- 
sociation has scheduled three meetings 
tor next week on this subject. The first 
will be Tuesday, October 4, at Camden; 
the second will be Wednesday, October 
5, at Newark; the third will be Thurs- 
day, October 6, in Atlantic City. These 
meetings will start at 7 pm. — 

“On the platform will be: Frank Rud- 
den and Andrew Lyon, Fire Insurance 
Rating Office of New Jersey, and Elmer 
Jones, home office supervisor for the 
Homeowners unit of the Home Insur- 
ance Company. I will act as moderator 
tor each of these panel discussions. 
hey will explain the rating, the writing 
and the coverages. They will answer anv 
and all questions. When you return to 
your offices, you will find a_ bulletin 
outlining all the missing information. 
Look for it and arrange to attend one 
of the meetings; take at least one of 
your office staff with you. Contact your 
company branch offices and suggest that 
they do the same. 

“We report collection from 714 mem- 
bers of over 70% of our basic allocation 
for the national advertising campaign,” 
Mr. Weisbart revealed. “This is the 
first time each contributing member will 
be able to see some tangible, personal 
results of his contribution. You have 
undoubtedly seen the ‘Look’ magazine 
ad; with your name listed within the 
next few weeks, your National Asso- 
ciation advertising committee will begin 
spending over $15,000 in New Jersey 
newspapers, advertising the American 
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Agency System—and you, in particular, 
the independent insurance agent. 

“I urge each and every member to tie 
in with these ads; make sure that your 
name again is connected with the coun- 
try-wide advertising program—make your 
clients more and more aware of your 
connection with the large scale attack 
on the forces opposed to our system of 
enterprise. I further urge those of you 
who did not participate this past year— 
to reconsider and join the team next 
year. All of us must support this pro- 
gram even more strongly than ever be- 
fore. Make your national advertising 
contribution an integral part of your 
own 1961 advertising budget. 


Close Association With N. J. Dept. 


“Your association has continued its 
close liaison with the New Jersey De- 
partment of Banking and _ Insurance. 
One of the items discussed in Trenton, 
during this past year, was fictitious 
groups. Two such cases were presented 
to the Department—and both were 
quickly and efficiently investigated and 
promptly dealt with. The Commissioner, 
by letter, reminded all the admitted 
companies that strict adherence to the 
rating laws was a must—and that such 
groupings of individual insureds would 
be illegal. 

Another item was the Assigned Risk 
Plan. Through the efforts of the De- 
partment, companies were advised to be 
sure that binding notices were in the 
mail within 48 hours of receipt of as- 
signment notice. Also, a flat dollar 
schedule of deposits was suggested— 
based upon expected approximate pre- 
miums, instead of the 30% plan now in 
effect. Since there is a variance in the 
premiums charged by certain admitted 
companies, the producer does not know 
what the deposit should be ‘30% of.’ 


Road-Aid Progress 


“Road-Aid has come a long way in the 
past 2% years; it is well on the way to 
financial stability,” President Weisbart 
said. “A direct mail campaign has pro- 
duced many more interested agents; this 
will strengthen the program and enable 
it to provide you with even better serv- 
ice than ever before. Each county now 
has a Road-Aid chairman and _ close 
liaison has been established. You know 
of the complete revisions in our educa- 
tional program. We limited the size of 
the classes—so that we can turn out 
better-qualified, better-educated agents.” 

Porter Ellis. Dallas, Tex., vice presi- 
dent of the National Association, ad- 
dressed the New Jersey agents and 


among other topics voiced opposition to 
commission reduction, saying: 
“T feel that we are perfectly justified 
(Continued on Page 23) 
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Association “oF. Insurance 


Property Committee Hits Lower 


Homeowners’ Policies Commissions 


Atlantic City, Sept. 20: 
4 Warner, Memphis, Tenn., chairman 
§ the property insurance committee, 
wessed = opposition to reduction in 
gents’ commissions on the latest Home- 
jmners policies when presenting the 
wmmittee report covering developments 
om. April to this month. He stated 
at “the principal problems before the 
lmmittee are still with us and are still 
insolved 


Chairman S. 


Homeowners 


"Filings continue to be made as ex- 
pected with premiums based on competi- 
ion rather than on experience. The 
mmittee urges those states still to re- 
ive the ‘new, new’ filing to beware of 
ie free pro-rata ci ancellation feature. 
The committee feels that this is an un- 
rstandable provision which can be 
Jiminated if sufficient protest is made 
iefore the filing is approved. 

“The committee has heard that further 
eductions in premiums will be made in 
rder to force all’ companies to the re- 
ed commission scale envisioned by 
he original filing (20% in ordinary ter- 
itorv). Agents will strongly oppose 
his idea if it develops, as we are find- 


a¢ it difficult to handle Homeowners 
lusiness at regular commission on the 
present premium levels. 

‘The committee points out that only 
werage is packaged in the contract. 
The amount of claim and other service 
quired is the same or greater under 


kparate policies,” Mr. Warner told the 
NAIA directors. 
‘The announced purpose of the new fil- 
ng was to meet cut-rate competition from 
eviating and direct writing companies. 
However, independent companies are 
sill deviating and mutual companies are 
till paying dividends at the ‘new, new’ 
ante level. If premiums are hammered 
own below cost, they will have to be 
aised in the future. 
“Everyone knows how difficult it is to 
lave increases approved. Unprofitable 
perience will force extreme sensitivity 
1 underwriting, and the public as well 
s the agency force will suffer in the 
ing run. The committee recognizes 
Hat the companies do have competitive 
oblems and we will be glad to cooper- 
te with them should our counsel be 
lesired. 

FIA Syndicate Policy 


‘Since our mid-year meeting much 
has been written and said on this sub- 
et,” the committee states. “Our com- 


hittee met with FIA officials in Cin- 
imati and at their invitation, Stetson 
jard, New Haven, representing this 


mmittee and William A. Pollard, 
tutive secretary of the NATA, 
ntire day in Hartford in consultation 
ih FIA officials. It is apparent that 
mare going to have the syndicate pol- 
y whether we like it or not. We must 
e alert to report any unfavorable re- 
tion from policyholders and to make 
ny other suggestions to FIA which we 
hink would improve the situation. The 
IA is seeking the friendship and co- 
peration of the agency force and we 
te confident 
ture will be closer and more effective. 
“Mortgage acceptance of package pol- 
es concerns the efforts being made by 
it committee in several areas of vital 
he to agents. The increasing use 
i Homeowners policies creates prob- 
ms to mortgagees who do not wish 
Pbecome a collection agency for per- 
mal insurance. They are also greatly 
mcerned by the frequent cancellations 
Rused by changes in contracts and rate 
vels. In their effort to solve these 
toblems they have been led to adopt 
factices which are difficult for insur- 
ice agents to work under. These prac- 
es include policy fees and restrictions 


ex- 
spent an 


that our relations in the. 


except at expira- 
agents cannot ob- 
properly serve 


against substitution 
tion date. Obviously 
serve these rules and 
their clients. 

“The conferences we are holding with 
the Mortgage Bankers Association and 
other organizations are for the purpose 
of developing a solution to the problems 
of both agents and mortgagees. Progress 
has been delayed for several reasons 
but we will continue our efforts and 
hope to achieve some results in the 
near future. 


Institutional Property Filings 


“We are glad to report that the NAIA 
and the property committee have been 
instrumental! in eliming iting any refer- 
ence to commissions in these filings. In 
normal times, the institutional properties 
filing would have been considered a rad- 
ical departure from conventional com- 
pany practices, and would have created 
considerable interest. The filing has 
caused little commotion in agency ranks 
and apparently its significance is not 
recognized. 


Agents in 


Atlantic City 





“We will find, however, that this is 
just the beginning of many more radical 
filings to be made by companies and bu- 
reaus seeking to attract an increased 
share of preferred business. While the 
announced aim is to compete with non- 
agency companies who threaten to_be- 
come prominent in this field, we believe 
the immediate result will be that some 


agents will be competing with other 
agencies using these new weapons. 
Future developments in this field should 


be watched carefully. 

“Revisions of the Commercial Property 
Floater and the Industrial Property 
Floater should be announced shortly. 
Among the changes are those recom- 
mended by this committee, principally 
in the classification area. We also ex- 
pect a revision of Commercial Property 
Floater rates with reductions on better 
classes and a reduction in the premium 
of the Industrial Property Floater. 


Conferences With Bureaus 


“We have established excellent rela- 
tions with the company officials who 
direct the various property insurance bu- 
reaus as well as the staff members of the 
bureaus. We hold one formal confer- 
ence a year to discuss problems at the 
national level which may be of interest 
to agents and companies but during the 
year contact is continuing at the staff 
level at all times. Our purpose is to 


“ANOTHER SUCCESS!” 


reports Paul Leonard, 
St. Paul Agent, 
Akron, Ohio 
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ST. PAUL'S ACCOUNT SELLING TOOLS” 


“I’m convinced,” says Paul Leonard, 
St. Paul Agent, Akron, Ohio. ‘Account 
Selling results in big profits! St. Paul’s 
package plans boosted my business 
25% in one year—with no increase in 
overhead or employees.” 


At St. Paul, we believe in Account 
Selling. People want it. Our Agents 
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profit by it. It’s an unmistakable trend 
of the ’60’s, and St. Paul is ready with 
its MultiCover, Umbrella and Multiple 
Coverage Plans. 

Get full details . . . and find out how 
you can be a successful St. Paul Agent 


by writing to your nearest St. Paul 
Office. 
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New York 38, N.Y. 


PACIFIC DEPARTMENT 
Mills Buciding 
San Francisco 6, California 


ys American Tradition 


present problems that cannot be han- 
dled at the state or regional level. These 
conferences are valued very highly by 
all who have participated both from 
agency and company ranks,” Mr. 
Warner stressed. 


Installment Premiums 


“Attempts are being made by all bu- 
reaus to adopt the level installment plan 
(35% of the three year premium). Some 
agents are objecting as it is feared that 
level installments facilitate switching at 
any anniversary. There are obviously 
many advantages to the level plan in- 
cluding ease in figuring endorsements. 
There are also clerical and accounting 
advantages to the companies. Our com- 
mittee would appreciate opinions from 
those states which are to be affected by 
this change. We will present your 
thoughts at the January meeting which 
will be held with Inter-Regional officials. 


State and Regional Conferences 


“We have urged the state and regional 
associations to establish regular meet- 
ings with the company and _ bureau 
people on a local basis and have sent 
lists of the company officials designated 
to represent their interests and have 
requested that close cooperation be 
maintained whenever possible. We have 
been represented at most of these meet- 
ings by members of our committee and 
hope to be invited to participate in all 
such conferences held in the future. 

“We firmly believe that the thinking 
of the National Committee must be de- 
veloped from the grass roots. We 
urgently request the cooperation of all 
state associations and regional confer- 
ences in our joint effort to improve our 
record of accomplishment in this field.” 





New Jersey Meeting 
(Continued from ‘Page 22) 


and owe it to our members to be critical 
of any company who reduces its com- 
mission when such reductions in com- 
mission are predicated entirely upon an 
adverse loss ratio. 

“T think we are justified in leveling 
criticism—because, in the adoption of 
many of the innovations, the most im- 
portant segment of the insurance indus- 
try was not consulted. I refer, of course, 
specifically to us, the agents—who have 
the direct and closest contact with the 
insurance-buying public. 

“In many areas, and on many types 
of insurance, commissions have been re- 
duced to a very dangerous point. For 
the well-being of the insurance com- 
panies, for the well-being of the inde- 
pendent insurance agents, and for the 
well-being of the insurance-buying pub- 
lic, it is absolutely essential that the 
insurance industry maintain and con- 
tinue its sales organization, that is the 
independent insurance agents of this 
country, on a sound financial basis—a 
profitable basis. There is a point be- 
yond which commissions cannot be re- 
duced without jeopardizing the financial 
livelihood of the agents.” 


Ryan on Future 


In his acceptance speech Président- 
elect Ryan called for further growth in 
membership and asked members and 
county associations to give full support 
to the Road-Aid program, which now has 
632 of the 1,621 members actively sup- 
porting it. He seeks a goal of 900 by 
September, 1961. He also called for full 
support for the NAIA ad program for 
next year. 

Mr. Ryan announced he has named an 
advisory committee on difficult prob- 
lems. Members are Past Presidents Sol 
S. Holland, Harry G. Mather, Alan H. 
Miller, Roy H. MacBean and Milton H. 
Grannatt. 

Each month, he also announced, two 
county presidents will be invited to at- 
tend executive committee meetings in 
Newark, in order to observe the as- 
sociation at work. 
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Greetings from New York City to the 










“But I buy all 
my postage stamps 
from you!” 


The story once went the rounds about the woman who divided her busi- 
ness evenly. Bought all her medicines from one drug store — and all her 
postage stamps from the drug store across the street. 


There’s an analogy: a handful of brokers, vocally enthusiastic about 
Jaffe’s many extra services, somehow don’t give us much of a shake when 
it comes to placing their lines. 

Like the drug store, we're glad to offer the extras, but think our handling 
of the actual business is equally outstanding. “Jaffe Brokers” — an alert 
group — maintain regular accounts here, thus using the full facilities of 
this office to their decided profit (and ours). Amen. 
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Fight on Unsound Group Property 
And Casualty Plans Makes Progress 


Atlantic City, Sept. 26: Further pro- 
gress in reducing and solving the prob- 
lem of fictitious Group insurance plans 
in various states was reported to the 
national board of state directors by 
Cooper M. Cubbedge, Jacksonville, Fla., 
chairman of the special committee on 
property-casualty Group insurance. This 
battle against unjustified groupings for 
rate cuts has been waged for years and 
much has been achieved in the direction 


of lessening this competition. In his re- 
port Mr. Cubbedge told the directors: 
“The vigorous efforts of state asso- 


ciation officers and your National com- 
mittee have been intensified during the 
past year. Vigilance is essential if we 
are to continue our success in combat- 
ting unsound Group property and cas- 
ualty proposals. We are happy to re- 
port that we believe our efforts in the 
past year have added, in a small measure, 
to the success of our overall efforts. As 
a national pattern the problem has been 
overcome, although it still exists in some 
local areas. 


Many Plans Handled in Year 


“Many reports of property-casualty 
Group activity hi ve reached us in the 
past year and all have been investigated. 
Those which have been verified as illegal 
Group plans have been handled success- 
fully. 

“The number of states now having de- 
clared themselves positively in the form 


of a statute or Insurance Department 
ruling has been raised to 29. Other 
states have also acted firmly on the 
problem without a formal declaration. 


“Our contact with the committee of 
the National Association of Insurance 
Commissioners has continued. At its 
last meeting we recommended that the 
committee be discontinued because it 
had served its purpose, and served it 
well. We believe the Commissioners’ 


committee has been of value in calling 
the attention of the regulatory officials 
to the Group insurance evil. Having ac- 
complished that purpose, we believe that 
the handling of the problem should be 
returned to the individual state Insur- 
ance Departments in whichever state a 
Group insurance scheme attempts to op- 
erate. 

“Our fight against unsound Group in- 
surance continues and, with the con- 
tinued cooperation of all state associa- 
tion officers, the fight will be won in 
each state Insurance Department. 

“At the midyear meeting your commit- 
tee submitted an extensive analysis of the 
group property and casualty insurance 
problem. We believe that it merits your 
continued considered attention,” Mr. 
Cubbedge stated. 


Analysis of Group Proposals 


“Analysis of the various group prop- 
erty-casualty insurance proposals which 
have plagued the industry, as well as 


Educational Progress Reported 


Atlantic City, Sept. 26: Considerable 
progress has been made towards the new 
educational program by the educational 
committee of NATA, Chairman I. A. 
Rosenbaum, chairman, of Meridian, 
Miss,. reported to the NATA directors. 
The first publication of the McGraw- 
Hill series was made available for dis- 
tribution at the annual convention. This 
is the property and casualty text by Dr. 
C. M. Elliott. “We are actively promot- 
ing sale and distribution of this book, 


but in no instance have we become in- 
volved in the stocking and billing of the 
McGraw-Hill series,” the report. said. 
“To insure future success of this 


series, we will continue to encourage the 
preparation of manuscripts by qualified 
authors. Several manuscripts are under 
consideration or preparation at this time 
and publishing dates will be announced 
as arrangements are completed. 

“The first National Education Con- 
ference authorized by the executive 
committee was conducted at Painesville, 
Ohio, during the week of June 19-24. 
Approximately 150 students from 19 
states attended. 

“The educational committee recom- 
mends that these conferences be con- 
tinued and that the research director 
and appropriate members of the educa- 
tional committee meet with sponsoring 
states and territorial conferences to sur- 
vey facilities before endorsing future 
locations. It is further recommended 
that the conference be held again next 
year in Ohio. 

“We encourage invitations from other 
states or territories for subsequent years 
with the following understanding: a 
prerequsite for the acceptance of an 
invitation will be attendance of an ob- 
server from the future host state at the 
immediately preceding conference. The 
committee feels this requirement ne- 
cessary in order that future hosts may 
be familiar with the procedures, stz und- 
ards and organizational efficiency. The 
committee notes that the National Con- 
ference imposes no financial burden on 
the National Association other than the 


possibility of travel expense for the re- 
search director and committee chair- 
man. 

“During the past year, the research and 
development department prepared a de- 
tailed questionnaire to be sent to each 
local board concerning educational pro- 
grams now under way and dealing with 
the needs of these local boards. Mail- 
ing of this questionnaire has been de- 
layed pending further review of its de- 
sirability and possibility with the secre- 
tary-managers at this convention. Sample 
of the questionnaire was mailed to all 
of the secretary-managers in June. 

“To service the educational needs of 
local boards, it has been suggested that 
the National Association prepare a guide, 
in looseleaf form, to help various state 
and local boards with the organization 
and conducting of educational activities. 
A rough draft of the manual is being 
studied by members of the educational 
committee. 

“For years, the National Association 
has been besieged with requests from 
members as to possible teachers or 
speakers at conventions and short course 
schools. In order to meet this need, the 
research department is now compiling 

1 list (bureau) of potential speakers on 
prose conceivable insurance subject. 
Names of these speakers will be fur- 
nished to our members on request and 
it will be the obligation of the request- 
ing member to contact and arrange with 
the speaker for his appearance on a par- 
ticular program.’ 


Members of this committee, in addi- 
tion to Chairman Rosenbaum, includes: 
J. J. Banks, CPCU, Winfield, Kan.; E. 
S. Cowles, III, Hartford: Richard F. 
Coyle, CPCU, Pawtucket, R. Richard 
Grossman, Marshalltown, Iowa; Merrill 
C. Hagan, McMinnville, Ore.; Louis P. 


Hebard, Pensacola, Fla.; 
hill, Painesville, Ohio; 
CPCU, Phoenix, Ariz.: 
son, Laramie, Wyo. 


John W. Hemp- 
John Howard, 
Edward G. Jack- 
: Charles Lott, Gree- 
ley, Colo.; Charles "McKenzie, Monroe, 
La.; Seymour Nogi, CPCU, Scranton, 
and John Oliphant, Rochester, Minn. 


Insurance 





September 30, 1960 


this association, in recent years, dis- 
closes various causes for their forma- 
me 


Desire of the association, or per- 
me more specifically its executive sec- 
retary, to promote membership in the 
organization. 

“2. Promotion to assist in some 
a franchise agreement between a 
plier and a retail outlet. 

“A further analysis of the representa- 
tive plans would indicate: 

“(1) Very rarely is a Group plan the 
result of lack of market among domestic 
companies. 

“(1) Very rarely is a group plan the 
plans is to circumvent normal legal pro- 
cedures and regulations of the state In- 
surance Departments. 

“(3) Absence of common owners! 
lack of equity is overlooked by 
moters. 

“(4) The basic premise of these plans 
is without foundation in accepted rate 
making practice. Membership in one or- 
ganization or another, or some kind of 
a contractual supply arrangement, has 
not yet been regarded as a vital st itistic 
in the many components which are im- 
portant to a fire or casualty rating. If 
such membership or arrangements is to 
be regarded at all, it should be a matter 
of influence on an underwriter’s judg- 
ment, and not as a criterion of rate mak- 
ing. 

“(5) Insurance Departments have in- 
creasingly recognized the ultimate ef- 
fects of group insurance as creating a 
chaotic rating situation. This has led 
to specific regulations and statutes in 
27 states. Other states have recognized 
that the general provisions of property 
and casualty rating laws, particularly 
the provision regarding discrimination, 
are sufficient to rule out property and 
casualty group insurance plans. 

“(6) Established and responsible in- 
surance carriers admitted to do business 
in the various states in which they carry 
ma business, are not the companies 
that generally go in for the group prop- 
erty and casualty insurance plans. 

“(7) A number of incidental viola- 
tions of the established insurance reg- 
ulatory pattern appear in these plans as 
illustrated. For example, solicitation of 
insurance without a license, which oc- 
curs when a trade association, through 
its staff employes, appears to be in a 
position of actively soliciting the insur- 
ance account, whether for monetary gain 
or for their own reasons of appearing 
to benefit the membership of the or- 
ganization. 

“Countersignature laws and 
line requirements of the various 
are constantly being evaded. Premium 
taxes are extremely difficult, if not im- 
possible, of ascertainment and collection. 
The basic difficulty of enforcing the in- 
surance contract is of concern to state 
Insurance Departments and should be 
ot concern to those insured under these 
plans. 

“(8) Where the carrier and agent are 
domiciled or admitted to do business in 
a particular state, the power of the 
Insurance Commissioner to properly 
regulate the business to see that is com- 
plies with state insurance laws is a 
matter of established administration.” 
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Membership at 34,771 

Total membership in NAIA in Septem- 
ber, 1959, was 34,356 and as of September, 
1960, membership stands at 34,771, an in- 
crease of 415 members this year, Chair- 
man K. H. Bair, Jr., Albuquerque, N. 
nets reported. Many states contribute 
to this “fine gain particularly when they 
had to offset the loss of 2,396 dropped 
members,” he said. “A special commen- 
dation should go to the following states 
for their large net gain in new members: 
Illinois, Tennessee, Florida, Wisconsin, 
Texas, Massachusetts and New Jersey. 
Unfortunately, we had nineteen states 
that had no net gain at all, in fact they 
had a net loss.” 
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‘The right time for profits—is all of 


the time! 


Anytime is the time to insure your 
clients’ overseas risks, personnel and 
investments—through the facilities 
of AlU—practically anywhere in the 


world. 


Now 1s the time to find out how easy 
it is to cash in on this productive 


potential ... call the AIU office 


nearest YOU. gi, 
Gy AMERICAN 


« 
3 ) INTERNATIONAL 
AUS unverwaiters 


Chicago + Dallas + Denver + Houston + Los Angeles 
Miami . New Orleans : New York . Portland 
San Francisco + Seattle + Tulsa + Washington 
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National Association of Insurance Agents in Atlantic 


Jones Disagrees With O’ Mahoney’s 


Advocacy of Open Rate Competition 


NAIA President Sees in D. of C. Rating Bill a Swing of Federal 
Pendulum to Comparatively Loose Regulation; Urges 
Better Communications With Cos., More Research 


Atlantic City, N. J., Sept. 26—A strong 
negative response to the advocacy ot 
open rate competition, made by Sen. 
Joseph O'Mahoney, Wyo., and Counsel 
Donald P. McHugh of the Senate Anti- 
trust Sub-committee investigating state 
regulation of insurance was made _ by 
NAIA President Paul H. Jones in his 
annual report to the membership at the 
first general session here today on At- 
lantic City’s famous Steel Pier. Mr. 
Jones stated : 

“I find it difficult to justify an open 
invitation for unbridled rate competi- 
tion by the application of Federal insur- 
ance to prevent financial loss to the pub- 
lic.” 

He then pointed out that both Sen. 
O’Mahoney and Mr. McHugh, in advo- 
cating unrestrained ro ec have 
themselves recognized the calculated risk 
involved in the ap plication of their phil- 
osophy by suggesting a way out in case 
of errors on their part, by mentioning 
the possibility of formation of some Fed- 
eral agency to guard against losses to 
policyholders resulting from company 
insolvencies. 

Mr. Jones further said: “It is my 
opinion in reading the Senator’s recent 
speech and that of his counsel that per- 
haps there are serious doubts in the 








“it is 


system 
highly.” 


minds of Mr. O’Mahoney and his staff 
as to the efficiency of this system which 
they recommend so highly.” 


Reaction to D. of C. Rating B/ll 

“Introduction of Sen. O’Mahoney’s rat- 
ing bill for the District of Columbia 
could be one of the mz ajor events in re- 
cent insurance history,” President Jones 
observed. “It is interesting to note the 
complete change of viewpoint that this 
seems to represent, if we may accept the 
statements of the Senator and his staff 


“This 





of us who worked on state rating regu- as some 
lation about 15 years ago thought that 
Public Law 15 clearly stated that, either 
the several states must regulate quite 
stringently or the Federal government 


can set aside the insignificant and un- 
important to concentrate on those mat- 


might step in and do so. Now we see a that crossed my mind was this: Is_ tives of American Society of Insur- 
swing of the pendulum to a compara- supervision of rate regulation insignifi- ance liensaeemalh. meetings by our ed- 
tively loose regulation. In quoting from cant and unimportant ? ucational committee with other leading 
Sen. O’Mahoney’s speech of August 29 “The 


we find that he says: 
“The rate becomes effective immedi- 
ately on filing.’ Still quoting: ‘The 


proper level of rates which best serves basic British intent places the emphasis “We had our first official meeting with 
the public interest should, to the extent on regulatory laws for the careful safe- the administrative heads of the Insur- 
possible, be determined in the market guarding of the company solvency. He ance Information Institute, improved the 
place. ae , Oe then goes on: status of our meetings on various tech- 
“He further says, referring to his bill, ““The bill which I am introducing nical and advisory levels groups 
that it preserves the status of the In- adopts a similar philosophy in reliance continued meetings with a conference 


surance Commissioner as a regulator who upon competition in the rate making 


operations 


companies 


ness under 


cooperation 


ters which deeply affect the citizens of “This theme has this year 
his state. As I read this, the question plemented by meetings with representa- 


Senator further refers to the educational 
3ritish system of insurance which relies tinued and 
on competition to protect the public on meetings of the National 
rate levels and he emphasizes that the Insurance Commissioners. 


committee 


Increased Efforts to Improve 
Communications 


Considering the matter of coopera- 
tion to improve communications between 
and agents, President Jones 
told the convention: 
year has seen a_ substantial 
spreading of the efforts of NAIA’s ex- 
ecutive committee to improve communi- 
cations between all segments of our busi- 
this theme of coop>ration 
It is the belief of this administration that 
with all interested parties 
by a strong association such as ours is 
as the current Federal philosophy. Most PAUL H. JONES not a sign 


of weakness and does 


used to suspect, require 
abrogation of primary fundamentals of 
our American Agency System. 


organizations, and our con- 
expanded participation i 


of company presidents and 


City 


field. It presupposes that the office of 
the Superintendent will be utilized to a 
much greater extent in making 
examinations of insurers and organiza- 
tions in order to be alert to unsound 
which threaten insolvency,’ 

opinion after reading 
Senator’s speech and that of Counsel 
McHugh that perhaps there are serious 
doubts in the minds of Mr. O’ Mahoney 
and his staff as to the efficiency of this 
which they recommend 
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- management from the American 
Insurance Association. In connection 
with this latter I add my thank you’s to 
a number of key insurance co mpany ex- 
ecutives for their foresight and coopera- 
tion in helping to make these meetings 
more and more constructive 

“Without slight to any of the others 
who have had a big hand in this, I must, 
for his patience and understanding in 
helping to work out good constructive 
meetings, say thank you to William E. 
Newcomb, president and chairman of the 
Great American Group, who while serv- 
ing as chairman of the American Insur- 
ance Association has had a great deal 
to do with helping to get our meetings 
under way and developed to their present 
status.” 

After discussing financial problems of 
the NATA, which had sizable expenses 
over income this past year, President 
Jones said there should be an adequate 
budget in the face of increase in cost of 
everything that makes up its operating 
expenses. 

“You can best insure the future of the 
independent local agency by demanding 
more services and stronger representa- 
tion from your National Association and 
showing your willingness to pay for it, 
he continued. “I do not recommend that 
we go overboard, but just another dollar 
or two per agency will build the kind 
of a National Association of Insurance 
Agents that you and I really need. I 
don’t see how any one who will take 
the time to read the August 29 speech 
of Senator O’Mahoney or Don McHugh’s 
speech at the University of Wisconsin, 
can fail to see the handwriting on the 
wall in the need for increased activity 
on behalf of the independent local in- 
surance agent. 


Consultation and Research 


“This past 
talked 


have 
need for 


year I 


repeatedly 
about the 


improved 


Agents in 


Atlantic City 





communications in our ‘business and 
urged both my fellow agents and other 
members of our industry to help bring 
about consultation and research in our 
business. I believe that one of the fund- 
amental causes of many of our problems 
has been the lack of communications 
between companies and their agents. 

“Companies have grown too big too 
fast to retain their old lines of communi- 
cation. Top executives no longer have 
time to visit in the field and exchange 
views with their agents. Executives and 
technicians with little recent contact 
with the public are planning contracts 
for us to sell in a highly competitive 
market, based too frequently on what 
they think the buying public ought to 
want or need. 

“Our business like all others is bound 
to make mistakes. But in ours, poorly 
conceived contracts do not necessarily 
limit sales but usually mean bad less 
ratios, which then result in reduced 
profits and reduced commissions. Man- 
agement must always make the final 
decisions, but common sense dictates 
that those close to the buyer can offer 
valuable experience and a know-how of 
what the public will buy and what their 
reaction to the coverage granted will 
produce in the way of losses. Salesmen 
can contribute valuable information; our 
type of agents with their experience 
gained through many years of meeting 
competition and serving the public could 
make a real contribution. 

“As other industries have grown, they 
have reached the point where they were 
losing the common touch and have of 
necessity eventually substituted the use 
of research so that they could keep in 
touch with the needs and wants of the 
buying public. 

“T urge each and every one of you 
to work for and, where possible, par- 
ticipate in all genuine attempts to im- 
prove our communications and to organ- 


Reunion Dinner for Seven 


Past Presidents of NAIA 
Atlantic City, N. J., Sept. 26—Seven 
former heads of NAIA attended the 
past presidents’ dinner here last night. 


They included: David A. North, New 
Haven, 1942; O. Shaw Johnson, Clarks- 


dale, Miss., 1949; Melvin J. Miller, Fort 


Worth, Tex., 1950; Walter M. Sheldon, 
Chicago, 1952; Robert E. Battles, Los 
Angeles, 1956; Louie Woodbury, Jr., 


ba te N. C., 1957; and Archie M. 
Slawsby, Nashua, N. H., 1958. 

Past President Chastes L. Gandy, 
Birmingham, Ala. 1932, wrote that he 
was unable to come as he is planning 
to get married early in October after 
which he and his bride will take a Euro- 
pean trip. 


President Paul H. Jones, CPCU, 
Tucson, Ariz., and members of the ex- 
ecutive committee also attended this 


reunion banquet. 





America Fore Directory 

Atlantic City, N. J., Sept. 27—The 
always popular America Fore Loyalty 
Group directory of delegates and guests 
to this NAIA annual convention ap- 
peared here this morning in a 70-page 
booklet. Prepared under the direction 
of Vice President Harold Gee, head of 
public relations and advertising for the 
Group, the directory every year is in 
heavy demand and deeply appreciated 
by everyone at these national gatherings. 





ize research projects in our business. I 
believe that many company leaders now 
recognize this need and that the climate 
is right for real progress in these most 
important and related fields.” 
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Debate Election Outlook 


Atlantic City, N. J., Sept. 26—Members 
of NAIA today heard leading Washing- 
ton news correspondents — Robert S. 
Allen and Kenneth 'Crawford—debate the 
election outlook. Mr. Allen argued for 
Kennedy, citing dislike for Nixon. He 
pointed to the recession, lack of adequate 
national defense, and held that “it is time 
for a change.” 

Mr. Crawford, supporting Nixon, de- 
clared the public does not usually change 
leaders} ip when times are good. Today 
they are “relatively very good,” he said. 
Also people do not seek a change while 
peace is being maintained during an era 
of dangerous international relations. 

Applause of a large audience clearly 
indicated a preference for Nixon. 
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Herndon Cites Lack of Comment on 
O’Mahoney Report and Rating Bill 


29—W ashington 
capitol 
hill observers in particular, are express- 


Atlantic City, Sept. 
observers generally, and some 
ing interest and “mild surprise” over the 
dearth of comment from the public and 
the insurance industry over two import- 
ant documents recently released on 
capitol hill relating to the insurance in- 


NAIA 


Federal liaison in Washington, reported 


dustry, Maurice G. Herndon, 
to the convention. 
The “mild surprise” over the “still- 


ness” of the industry on the conclu- 





MAURICE 


G. HERNDON 


sions and recommendations contained in 
Senate Report No. 1834, “The Insurance 
Industry—Aviation, Ocean Marine, and 
State Regulation,” released by the Sen- 
ate Subcommittee on Antitrust and 
Monopoly on August 10, is sharpened by 
follow- 
ing the introduction by Senators O’Ma- 
Kefauver, Bible and Morse of a 
preposal (S-3907, 86th 
amend the District of Columbia rating 
laws in such a way that will provide for 
“competition to be chief arbiter of rates” 
in the District of Columbia, Mr. Hern- 
don continued. 

“After an initial rush of requests that 
promptly exhausted its 1,500-copy supply 
of Senate Report 1834, the Senate Sub- 
committee on Antitrust and Monopoly 
advises a sharp drop in requests,” he 
told NAIA directors. “To supply any 
additional requests, however, the sub- 
committee will soon have available 2,000 
reprints of Senate Report 1834. 

“While the proposal to amend the 
District of Columbia rating laws would 
not usually, of itself, be important for 
national consideration, it is a focal point 
of interest now because there is little 
doubt but that should the 87th Congress 
enact legislation, as expected along the 
lines proposed by O'Mahoney, et al, in 
S-3907, it would be construed by the 
Congress as a ‘model’ rating law for all 
states and would be an expression of the 
intent of the Congress on rates and 
rating procedures in the enactment of 
the McCarran Act. 

“A rumor circulating on capitol hill 
in Washington is that the old-line fire 
companies earlier this year developed a 
‘minimum-maximum’ of rating regula- 
tion with which they could ‘live,’ and 


the “lack of industry comment” 


honey, 
Congress) to 


that this list is ‘surprisingly similar to 
the rating provisions of Senator O’Ma- 
honey’s new proposal.’ 

“NAIA-supported legislation to insure 
the continued tax-deductibility as busi- 
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ness expense of dues paid to multi-pur- 
pose trade associations, which engage in 
part-time lobbying activities, such as the 
NAIA and its state organizations, died 
with the 86th Congress. Some Wash- 
ington observers believe that if legisla- 
tion of this type is to be enacted next 
year, it will have to be ‘toned down’ and 
modified from the ‘broad provisions’ of 
the Boggs bill, H.R. 7123. 

“Tf legislation to ‘protect’ the NAIA 
and state association dues structure is 
considered necessary, it will probably re- 








quire an all-out cooperative lobbying « 
fort by the NAIA and its membershi ms 
with other interested groups, preceded 
by a suggested conference between the 
NAIA and at least one of the known 
opponents to H-R. 7123,” Mr, Herndon 
observed. 

“The Boggs bill, H.R. 7123, is reputed 
to have died because of opposition from 
Speaker Rayburn and House Ways and 
Means Chairman Mills to consideration 
of this type of legislation in an election 
year and because of the opposition of 
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various, but active, lobbying groups, 
such as the ‘temperance jobby’ and the 
Rural Electrification Cooperatives. 


Equal Taxation 


“The old controversial subject of so- 
called equal taxation is heating up again 
in Washington, with the Treasury De- 
partment beginning a series of Fall con- 
ferences with invited interested insur- 
ance groups in connection with two iden- 
tical bills, H.R. 7671 and 7672, intro- 
duced by Congressmen Hale Boggs (D., 
La.) and Howard Baker (R., Tenn.), ‘to 
equalize the taxation of insurance com- 
panies (other than life insurance com- 
panies) and provide revenue.’ 

“Treasury is apparently seeking help 
in developing its own recommendations 
to the House Ways and Means Com- 
mittee, as requested by the committee, 
on H.R. 7671-7672, The Treasury De- 
partment, in setting up its conferences, 
states that, ‘we want the benefit of con- 
sultations with representatives of all 
sectors of the fire and casualty insur- 
ance business before making definite 
recommendations.’ This is the first time 
that the Treasury has ever shown this 
much interest in the subject. 

“Old-line stock insurance company 
participation in this new equal taxation 
effort is an unknown quantity at this 
time. Previously we have been advised 
that our company friends were ‘going to 
sit this one out.’ 


Marine Corps Pleased 


“The Marine Corps is reported to be 
pleased with its new streamlined, world- 
wide insurance coverage under one 
broker on so-called non-appropriated 
fund activities in the field of special 
services, clubs and messes, and hostess 
houses. A Washington agency, Huffy, 
Eubank and Russell, is handling this 
business for a total premium of $101,000, 
which Department of Defense officials 
advise us is resulting in a savings to 
the Marine Corps of about $40,000. 

“The Navy Department is endeavoring 
to establish a similar insurance program 
on its similar activities. Marsh and 
McLennan, after elimination of 86 other 
interested parties, has been retained to 
make a thorough study of the proposed 
new Navy insurance program. We have 
been advised that after Marsh and Mc- 
Lennan completes its study and makes 
recommendations, the Navy will then re- 
quest bids of those companies, agents, 
and/or brokers whom the Navy feels are 
qualified to handle this business. 

“It will be recalled that Ship Service 
Stores and PX’s have been self-insured 
for some years. The new Marine Corps 
and Navy insurance ‘world-wide insur- 
ance coverage, is notice that these two 
Services will stay with private insurance 
for the time being on at least some of 
its programming,” (Mr. Herndon told 
the NAIA directors. 

“Defeat of the ‘high-flying’ Congres- 
sional ‘liberal’ forces by a coalition of 
‘conservatives’ in the fields of Social 
Security and increasing the Federal 
minimum wage base, was regarded as a 
major Congressional upset. It will be 
recalled that the NAIA and its member- 
ship were active on the winning side in 
the successful fight to kill the Forand 
bill, H.R. 4700, and the Kennedy bill, 
S-2915. 

“Enactment of the Senator Byrd- 
sponsored Public Law 778, 86th Con- 
gress, provides medical care for 2.4 mil- 
lion aged on public assistance rolls and 
tor those determined by the states to be 
‘medically needy.’ This is a Federal- 
state public assistance program, with 
which it is said ‘we can live.’ 

“The fight to expand Social Security 
as proposed under the Forand bill, H.R. 
4700, and the Kennedy bill, S-2915, is 
being carried on, during his Presiden- 
tial campaign, by Senator Kennedy and 
is expected to be renewed next year at 
the White House Conference for the 
Aging. 

_ “The other upset which the NAIA 
importantly helped bring about was the 
death in the 86th Congress of the liberal 
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proposal to increase the Federal mini- 
mum wage base to $1.25 an hour. 


Minimum Wage Increase 


“The NAIA objected to a_ further 

minimum wage increase because of the 
obvious additional hardships it would 
place upon local insurance agents, par- 
ticularly in rural areas, and because of 
its ‘inflationary pressure.’ The proposal 
died in a Senate-House conference, but 
can be expected to be reintroduced next 
year. : 
“ “Another controversial piece of legis- 
lation which the NAIA opposed, and 
which died with the 86th Congress, was 
the Senator Douglas bill, S-2755, which 
proposed the establishment of Federal 
standards in the disclosure of credit 
charges. The NAIA, in objecting to this 
proposal, stated that any alleged, un- 
scrupulous and gouging credit charge 
practices could best be handled at a 
state level and that any attempt at Fed- 
eral control ‘would be confusing.’ Sen- 
ator Douglas and his committee counsel 
confidentially predict passage of a simi- 
lar bill to S-2755 next year. 

“NATA President Jones has urged the 
states to take cognizance of this ‘Fed- 
eral threat’ and, wherever necessary, to 
close any loopholes that may now exist 
in state laws which protect the public 
against credit charge gouging,” Mr. 
Herndon revealed. 

“The NAIA successfully opposed iden- 
tical bills, H.R. 9070 and S-2643, which 
would alledgedly have allowed second- 
ary boycotts (strikes) at construction 
sites on the grounds that such legisla- 
tion is “contrary to the Landrum- 
Griffin bill enacted by the 85th Con- 
gress . to implement the provisions 
of the Taft-Hartley Act, and, in the 
opinion of members of this organization, 
would constitute a serious threat to the 
contracting industry and to the business 
of suretyship.” Reintroduction of these 
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bills is expected at the next session of 
Congress. 

“H.R. 10, the ‘long-time’ Keogh bill, 
to allow the establishment of tax-de- 
ferrable pension plans for the self-em- 
ployed, and actively backed by the 
NAIA, got as far as overwhelming 
House approval and a favorable report 
of an ‘acceptable’ compromise by the 
Senate Finance Committee before time 
ran out, leaving the bill stranded. Pros- 
pects for passage of H:R. 10 next year 
are ‘rather bright’ in spite of the an- 
nounced determination of two Senators, 
Long (D., La.) and Gore (D., Tenn.) to 
talk this proposal to death if it ever 
comes to the floor of the Senate. 

“It will be noted that further NAIA 
action next year on the legislative mat- 
ters reported here will probably be 
necessary if the NATA views are to be 
carried out.” 





Farm Package Policy 


Features Are Outlined 

Atlantic City, Sept. 26—At the new 
NAIA technical sub-committee meeting 
with the various bureaus in New York 
last January, the matter of approval of 
a form package policy was presented, C. 
D. Swett, Woodland, Calif., chairman of 
the rural and small lines agents’ com- 
mittee, reported. The subject was favor- 
ably received, and it was suggested that 
a research brief be prepared by the rural 
and small lines agents’ committee with 
the idea this would contribute in the 
promulgation of the new contract. The 
research brief was completed with the 
assistance of Dean Matthews, CPCU, 
committee member from Ashland, Kan. 
“Basically, our recommendations ex- 
tend coverage comparable to the Home- 
owners policy to farm dwellings, house- 
hold effects and private garages,” the 
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coimmittee report states. “Protection 
may be added to insure outbuildings for 
fire and extended coverage and outside 
farm personal property may be covered 
under blanket form. As now provided, 
mobile agricultural machinery and equip- 
ment will be insured under the inland 
marine ‘All Risk’ form. 

“Liability coverages including farmers 
comprehensive liability and medical 
should be made part of the contract. 
Certain optional coverages have ‘been 
recommended for growing crops, live- 
stock, replacement cost property insur- 
ance, fire legal liability, employers lia- 
bility, incidental custom farming, physi- 
cal damage to property of others and 
animal collision. This brief has been 
submitted to the interested bureaus, and 
while it is almost impossible to predict 
the date the contract will become avail- 
able to our membership we anticipate 
that it will be ready for filing in October. 

“Independent filings have been made 
and approved in Illinois, Iowa, Indiana, 
North Dakota, South Dakota, Ohio, 
Oregon and Minnesota. Filings in several 
other states have been made by inde- 
pendent companies and are waiting ap- 
proval.” 
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Holding of More Frequent Co.-Agent 
Conferences Urged at EAC Meeting 


Atlantic City, N. J., Sept. 26—A strong 
desire for more frequent and productive 
company -agency consultations was 
stressed at the midyear meeting here 
today of the Eastern Agents Confer- 
ence. Arthur L. Schwab, CPCU, Staten 
Island, N. Y., chairman of EAC, and 
presidents of state associations in the 
eastern field supported this view. E. 
Stuart Windsor, Baltimore, chairman of 
the EAC conference committee, out- 
lined present developments in his report 
on a recent meeting with the eastern 
regional advisory committee of the In- 
ter-Regional Insurance Conference. 

At this company-agent session were 
agent conference committee members 
Edgar S. Cook, Massachusetts, Joseph 
A. Neumann, New York, and Elzey Walt- 
ers, Jr., Connecticut, in addition to Mr. 
Windsor, as well as Mr. Schwab, William 


A. d’Espard, Washington, D. C. and 
Frank J. Lowrey, Rhode Island, officers 
of EAC. Morton V. V. White of Allen- 
town, Pa also sat in. For the companies 
were R. M. Hooker, chairman of the 
regional committee; Walter R. Ewald, 
L. C. Hall, J. L. Hagenheimer, Paul 
Newman, and David J. Sherwood, with 
the Inter-Regional Conference repre- 
sented by General Manager Kent H. 
Parker, F. W. Doremus and T. D. Mc- 
Carl. 

In reviewing this session Mr. Windsor 
told the EAC meeting here: 

Restatement of Limitations 

“Since this meeting was the first with 
the new organization, Mr. Ewald, acting 
chairman for the new group, opened with 
a restatement of limitations, defined in 
1949, which were as follows: 

“Rates, commissions or agreements of 


any kind will not be discussed, but other 
matters of common interest would be 
explored and researched for the benefit 
of the business and the public. 


“He commented upon fact that this 
meeting, being the first held since merger 
of several advisory organizations into 
Inter-Regional, could serve as an orien- 
tation meeting. 

“Considerable time was spent discus- 
sing a pattern for future meetings,” Mr. 
Windsor stated. “Some of our agent 
members expressed the feeling that it 
would be helpful if, within practical pro- 
cedures, company sponsored ideas and 
suggestions could be discussed with this 
committee before they became a definite 
recommendation to rating organizations 
within our territory. 

“We all realize that within our own 
business of insurance we have groups 
that may not agree geographically and 
a'so may have wide differences of opion- 
ion on. specific subjects even though 
located within the same region. There 
are individuals who believe that every 
new insurance idea should be submitted 
to agents for approval and others who 
agree that this is impractical, but strong- 
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Fla. Wins Bowen P.R. Award 


Atlantic City, N. J., Sept. 26—The 
Florida Association — has again won 
NAIA’s Bowen public relations award. 
Runner-up was South Carolina Associa- 
tion. Past NAIA President David A. 
North, New Haven, chairman of this 
committee, announced the winner here 
today. 








ly urge that the talents of agents should 
be used to a greater extent. 

“It was agreed that while an exchange 
of ideas between companies and agents 
is ‘beneficial, companies represented by 
Inter-Regional could not commit them- 
selves to a plan for discussing all pro- 
posals prior to final recommendation. 
However, they would be glad to meet 
with the agents’ conference committee 
whenever it had questions or proposi- 
tions to review, and conversely would 
like to feel free to submit some of their 
recommendations when help was needed 
from producers at the regional level. 

“We hope as a result of this discus- 
sion, agents will be called upon to take 
a more active part in helping to shzpe 
the destinies of the insurance business 
as it affects us. 

“We were advised that Inter-Regional 
has under consideration the following: 
(1) Revised commercial property plan: 
(2) blanket motel coverage; (3) special 
extended coverage endorsement on an 
all risks basis and (4) the new public 
and institutional property plan which has 
already been filed in a number of states.’ 

Other State Officers Report 


President Robert Douglass of New 
York told of success in conferences in 
his association. He said the New York 
agents’ committee meets with top com- 
pany men and bureau officials and re- 
sults are “very gratifying.” 

President Francis W. Phelan of Mas- 
sachusetts sees a lack there of adequate 
contact with companies. He feels com- 
panies should consult more with their 
producers on how the public can best 
be served and said that there are other 
Ways agents can assist if their views 
are sought. Vice President R. G. 
Huizinga of Connecticut supports a state 
conference committee for contacts on 
agent-company problems. 

Mr. Schwab expressed some fear that 
if companies tend to seek national uni- 
formity in forms and practices, then 
regional conferences may lose their value. 
However, on a state level he supported 
liaison committees. 

Pennsylvania, with 55, had the larges: 
delegation at EAC meeting. New Jersey 
was next with 41 agents and New York 
third with 20. 

Over-age and Young Drivers 

Over-age and young drivers, as insur- 
ance problems, were discussed. Over-age 
drivers, those 65 years or older, moving 
trom one state to another, are usually 
insured unless they have poor accident 
records or are not in good physical 
shape. However, in New York State, 
said Mr. Douglass, new over-65 drivers 
are likely to end up in the Assigned 
Risk Plan. 

Agents held that young drivers are a 
real insurance problem for the future. 
Several association leaders stated that 
the present method of penalizing under- 
age-25 male drivers will cost agents a 
lot of good business when those young 
men become eligible for low rate classi- 
fication, and then won’t insure with bu- 
reau stock companies. Resenting alleged 
discrimination rate-wise, they will later 
place their business with cut-rate car- 
riers, it is feared. Thus not only auto 
accounts will be lost, but also a develop- 
ing volume of premiums built around 
young married couples’ progress through 
life. 

The Eastern Agents Conference will 
hold a convention type annual meeting 
at the Sheraton Hotel in Philadelphia 
next April in conjunction with the mid- 
year gathering of the NAIA board of 
state directors. 
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(Continued from Page 21) 


York, expressed fear of results of direct 
billing but views continuous policies with 
less concern. Mr Thorn, also a member 
of the special committee on this problem, 
reminded the directors that they are up 
against something which exists, However, 
a compromise may be developed if N AIA 
maintains its position against changes in 
states where continuous policies and di- 
rect bil'ing do not now exist. 

Charles A. Dawson, North Dakota, 
feels that these new trends reveal a 
desire to reduce commissions, and the 
public is not demanding that commis- 
sions be cut. He said direct billing is 
not an answer to production problems. 

Some other directors expressed opposi- 
tion to any relaxation by NATA, holding 
such will give comfort to proponents of 
continuous policies and direct billing in 
company ranks. Others would separate 
direct billing from continuous policies 
before a vote is taken, arguing they are 
not of equal importance. T. W. Keating, 
New Hampshire, said his state associa- 
tion is against any system of direct bill- 
ing, even though some agents in New 
Hampshire use such company facilities. 


About 1,800 in Attendance 


Around 1,800 agents, company repre- 
sentatives and others are attending this 
convention, featuring full program of 
subjects for consideration by directors 
as well as excellent sales and manage- 
ment sessions being held on Atlantic 
City’s Steel Pier. Before the main body 
of agents arrived the full executive com- 
mittee met last week for several days to 
go over numerous problems. On that 
committee, in addition to President Jones, 
are Vice President Porter Ellis, CPCU, 
Dallas, chairman of the committee; 
Howard N. Fullington, Wichita, Kan., 


= 


Agents 





Cooper M. Cubbedge, Jacksonville, Fla.; 
Hayne P. Glover, Jr., Greenville, S. C.; 
Fred H. Johnson, Col lumbus, Ohio; Harry 
W. Poulson, Boise, Ida., and Peter i. 
Walsh, Denver. 


Hostile to Standard Oil’s Proposal 


Recent moves by Standard Oil Co. of 
Indiana to offer credit card holders in 
16 midwestern states travel accident in- 
surance, to be bought at service sta- 
tions, brought hostile reactions from 
NAIA directors in affected areas. NAIA 
board today referred this question to 
resolutions committee for possible action. 
Several directors said this invasion of 
their field by industrial corporations of- 
fering insurance services to clients creates 
a dangerous trend. If allowed to con- 
tinue, they said, it could readily expand 
to sale of auto coverage and package 
policies as business development. side- 
lines. 

Numerous agents have already written 
Standard Oil of Indiana asking that sale 
of insurance be discontinued. Coverage 
is provided by a Chicago life and acci- 
dent insurer, Charles A. Dawson, North 
Dakota, told the convention. Agents told 
of receiving word from Standard Oil ex- 
ecutives defending this service to credit 
card holders and disclaiming any inten- 
tion to be a serious competitor to local 
agents. However, this has not softened 
agents’ hostile attitude. 

Neither the general business recession, 
stock market decline, Khrushchev or 
extra work resulting from hurricane 
Donna are causing agents much worry, 
judging from hotel corridor views. Agents 
are optimistic about overall premium 
production, despite competition of inde- 
pendents, but are deeply concerned with 
declines in their net earnings caused by 
commission reductions coming on top of 
rate reductions. Hence their reluctance 
to accept some of the economy proposals 
of companies. 


Penna. Assn. Election 


The Pennsylvania Association of In- 
surance Agents at its annual business 
meeting September 25 at Atlantic City, 
elected Stuart E. Graham, Wilkes Barre, 
as president. Other officers are: First 
vice president—Edward T. Wells, Scran- 
ton; second vice president—Louis F: 
Siegel, Jr., Philadelphia; treasurer — 
Clarence M. Thumma, Harrisburg; ex- 
ecutive vice president—Frank D. Moses, 
Harrisburg; secretary-manager, Marshall 
W. Davis, Harrisburg, and state national 
director—George J. Margraff, Philadel- 
phia. 








Resolutions Approved 

Atlantic City, N. J., Sept. 28—Among 
the NAIA resolutions approved by di- 
rectors today were the following: 

1. Request for executive committee to 
name committee to study proposed D. of 
C. rating law which encourages rate com- 
petition, with results to be available to 
state associations for their information. 
Also state units are asked to send to 
NAIA headquarters their views on this 
bill to aid in approach to measure when 
Washington hearings are held. 

2. Standard Oil Co. of Indiana is re- 
quested to discontinue at once its prac- 
tice of soliciting travel accident insurance 
from credit card holders through service 
stations, as detrimental to insurance 
agents and not in best public interest. 


J. L. Ryan Heads N. J. Assn. 


James L. Ryan of Paterson, N. J. is 
the new president of the New Jersey As- 
sociation, elected at its annual meeting 
this week in Atlantic City. He formerly 
served as executive committee chairman. 
Robert W. Hutchinson, Vineland, was 
elected chairman of that committee, and 
John S. Sheiry, Bridgetown, as_ state 
national director. 
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Managing General Agents in 
Semi-Annual Exec. Session 


Atlantic City, N. J., Sept. 26—The 
full membership of the executive com- 
mittee of the American Association of 
Managing General Agents was present 
here for their semi-annual meeting, held 
for many years at the same time and 
place as NAIA’s annual meeting. Tra- 
ditionally the executive committee of 
both associations meet for consideration 
of common problems. 

The AAMGA executives are giving 
thought to planning the association’s 
course in a time of changing conditions 
in insurance. Extensive studies have 
been made on the sizeable volume of 
business handled by its members. These 
studies have strengthened the position 
enjoyed by the AAMGA. 

Next annual meeting of the associa- 
tion will be held at Phoenix, Ariz. in 


April, 1961. 
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Advantages of Agency Mergers Are 
Presented by Schroeder of Calif. 


Atlantic City, N. J., Sept. 27 
by Jack C. Schroeder of Chico, 
Insurance 
during the 


Calif., 
NAIA convention. Mr. 


increasing volume with the 
you have chosen to do busi- 
ness with, your marketing problems will 
be eased tremendously. What is a seri- 
ous problem to a smaller agent will 
amount to routine handling of an ac- 
count for you in many cases. This per- 
mits more time for solicitation, and 
while your competitor is scrambling 
around for a market you are out selling 
another account. 

More people in the agency means more 
time for public affairs. In every city 
throughout this country insurance agents 
play an important part in community life, 
and your merger will help divide these 
tasks so that no one person is over- 
loaded with work. Improved public re- 
lations immediately develop because of 
greater participation and your agency 
becomes better known in the community. 

Competitively you have a distinct ad- 
vantage over the smaller agents in the 
community, and because of your market 
and wider variety of talent you should 
be able to meet with ease any compe- 
tition that develops. You will find that 
you have spread the talents of your 
personnel. They will be doing a better 


First, by 
companies 


job with more efficiency than if each 
were trying to handle the whole task 


You can spend more money 
for ad vertising, and will find yourself 
developing a well planned program with 
a greater am ant of money to spend 
for this purpose. 


by himself. 


Mergers on Increase in Calif. 


Mergers are nothing new in our econ- 
omy, but in the past decade their fre- 
quency has had an impact on the Amer- 
ican Agency System that cannot be 
ignored. In California, for example, it 
has caused a change in association mem- 
bership growth. We have many more 
licensees participating in association ac- 
tivities than we have member firms. 

Chico i is located in northern California 
100 miles north of Sacramento, our state 
capital. It is a farm and light industrial 
city and the home of Chico State Col- 
lege with an enrollment of 3,500. The 
city’s population is approximately 16,000 
and in its trading area 35,000. Competi- 
tively we are faced with The Farmers, 
All-State, Cal-Farm, Hardware Mutual, 
State Farm, other mutuals and any num- 
ber of cut-rate companies. Our own 
agency is devoted to the sale of capital 
stock insurance so you can readily see 
we have real competition. At last count 
there were 53 licensed firms in Chico. 

I began business in Chico in 1946 with 
a partner. We purchased a small non- 
board cut-rate agency doing about $73,- 
000 volume and immediately converted it 
to standard rates and companies. By 
1950 we had grown to a volume of $200,- 
000 and merged with another agency, 
thus bringing the volume up consider- 
ably and acquiring another partner. In 
1956 we again merged with another 
agency bringing in a fourth partner and 
increased our volume to some $600,000 

Today we write approximately > $800,000 
premium and service about 5,000 ac- 
counts. We write all forms of coverage 
including life. We do not sell real estate 
or engage in any other business. We 
write no continuous policies and do our 
own billing, having learned that there 
is no saving in cost of operation through 
the adoption of these two innovations. 

Before any merger is finalized it is 
necessary to give careful consideration 
to your reasons for contemplating such 
a move. Remember, we are independent 
insurance agents and this independence 
must be considered. My partners and 


Advantages 


of agency mergers were cited here today 


vice president of the California Association of 
Agents, when speaking at the rural and small lines agents’ luncheon here today, 
Schroeder, who cited successful mergers 
agency development, listed the following as advantages 


in his own 
of mergers: 


I have one cardinal rule which was the 
foundation stone of our mergers. Before 
we delved into any of the problems of 
consolidation we agreed that if any one 
of us had any doubt about the other, 
his activities, his working habits, his 
method of operation or any other hidden 


doubts we would not take the step. This 
rule still applies and in my opinion is 
the most important rule we made. 


Equal Ownership 


We also believe that a say tg 8 
merger requires equal ownership by the 
principles. You will find others hes 
disagree with this opinion, but our own 
experience indicates this has been an im- 
portant reason for our success. When 
considering people and not just legal 
entities, corporations or partnerships are 
essentially the same. The rule still ap- 
plies. 

What do you expect from the merger ? 
More money? More time? Less work? 
Better markets? You must have some 
reason for making a change. Greater 
volume means a broader market for the 
agency, but is this the only considera- 
tion? 

With greater volume and the econ- 
omies which should develop from better 
work procedures, you should make more 
money in time. This cannot be expected 


during the early period of the new 
venture, but eventually expenses should 
reduce somewhat and allow a greater 


net profit. As to more time, you will 
find that it is easier to take a vacation 
and to leave the business because there 
will be somebody there to take care of 
emergencies while you are gone. 

As far as less work is concerned, 
is little chance of this. Any increase 
in volume requires more work and the 
only advantage in the merger is that 
the work load is spread over a greater 
number of people. 

What about wives actually working in 
the business? Experience has taught us 
that in spite of ability this simply does 
not lend itself to good working condi- 
tions in the agency. This issue should 
be settled before the merger is made. 


there 


Utilizing Employes 


How will you utilize each others’ em- 
ployes? Your present people are prob- 
ably doing a bit of everything and the 
merger may mean specialization. You 
might find it necessary to assign one 
girl to claims, one to endorsements, an- 
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other to the telephone and still another 
for some specialized task. This may 
mean discontent among those employes 
who were used to more responsibility 
and a wider variety of tasks prior to the 
merger. Our agency helped solve this 
problem with good heat, excellent light- 
ing, cooling, and music which plays dur- 
ing all working hours. Good working 
conditions, pleasant surroundings and 
adequate remuneration are necessary to 
offset boredom from routine tasks 

Contrary to popular belief it is dif- 
ficult to reduce the number of employes 
in a merger. The increase in size of the 
agency should enable you to expand your 
services, and this might well require 
more employes rather than fewer. Be- 
fore you merge plans must be made for 
a staff adequate to accomplish your pur- 
pose and take care of accelerated growth. 
One of the biggest advantages in size 
is that an increased volume of premium 
causes the agency to grow at a faster 
rate than the individual agencies did 
before the merger. 


Differences in Agency Volume 


Differences in volume must be adjusted 
to the satisfaction of both agencies. 
Usually it is better to equalize with an 
exchange of cash rather than permitting 
one agent to hold a greater interest in 
the agency than the other. Equality is 
a key word in mergers unless unusual 
circumstances are present. 

Let us explore handling and servicing 
of accounts. Will the accounts be 
merged or will each agent service his 
own? Ours is a personal business and it 
takes time to bring each half of the 
merger’s insureds into the agency with 
the knowledge that the other man and 
his employes might do as fine a job as 
the originating agent. The number of 
accounts are not likely to be equal 
enough to warrant each principal con- 
tinuing to service his own. 

Some division must be made to equal- 
ize the load. In our own case we di- 
vided the accounts as equally as pos- 
sible, each principal retaining those 
whom the agency felt might resent serv- 
ice from one of the others of us but 
dividing the balance. That person is 
responsible for the account insofar as 
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collections, coverage and servicing are 
concerned, but it does not preclude the 
others in the agency from soliciting, 
servicing or doing anything else with 
the account. 

Our efforts in this 
pointed towards responsibility to the 
client and not exclusion of others or 
personal ownership of the account. Any- 
one in the office may work on any ac- 
count, but one agent is responsible for 
it. 


respect were 


Handling Accounts and Collections 


After many trial and error systems 
were tried we at last arrived at a method 
of handling accounts, renewals, collec- 
tions and the myriad correspondence 
connected with them by unitizing the 
office procedure. Each agent has his own 
secretary who handles all of his work 
except dictation. We happen to have in 
our employ an excellent stenographer 
who prefers this type of work, so all 
partners use dictating machines and this 
stenographer transcribes all letters they 
write. Otherwise each unit is auto- 
nomous except for bookkeeping and bill- 
ing. 

Care must be taken in handling re- 
newals. Again referring back to my own 
agency, each partner individually han- 
dles his own renewals and reviews the 
entire file every time a policy comes up 
for renewal. No one else is allowed to 
do this and it keeps the responsibility 
in the hands of the agent and not one 
of the employes. This is time consum- 
ing and a chore where small policies 
with little or no possibility of develop- 
ment or change are concerned, but ex- 
perience has taught us that where a 
large volume of accounts is involved, i 
is imperative that someone know all 
about the particular client and his needs. 

That responsibility is placed squarely 
in the hands of the agent handling the 
renewal. So that the staff can readily 
identify the account and the agent in 
charge, each file is marked with the 
initials of the partner in whose unit the 
account has been placed. Each daily 
report is identified in the same manner 
so that little time is wasted in determin- 
ing who handles the account when a 
telephone call about it is made. 

Adopting a bookkeeping system that 
will suit the expanded agency will prob- 
ably mean a change or at least many 
innovations in the sys‘em. Authority 
over office personnel stiould be vested 
in one principal. He, in our case, does 
not solicit or service accounts. His pri- 
mary purpose in the agency is office 
manager and head bookkeeper. These 
two fields of responsibility keep him 
busier that the rest of us and we con- 
sider ourselves fortunate to have a part- 
ner well versed in running an office and 
a bookkeeping system. 

This brings up another important facet 
in setting up a merger. We feel, after 
experiencing two mergers, that no rec- 
ord should be kept of premium volume 
or number of accounts for each member 
of the firm. All of our premium goes 
into one account and no reckoning is 
made between us where we weigh or 
compare the volume of production of 
each member of the firm. As long as 
each is doing his job to the best of his 
ability we feel that is all any of us can 
ask of the others. One person might 
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specialize in commercial or industrial 
accounts and the other in personal ac- 
counts. Here the advantage of merger 
is apparent because the entire field of 
insurance is covered by people who know 
and like what they are doing. 

A further division of authority should 
be made to handle such important func- 
tions as advertising and donations so 
that the agency will be able to refer 
all such matters to one person who acts 
on authority acquired through previous 
agreement with other members of the 
firm. This provides continuity in adver- 
tising and saves time for the agency 
in the matter of solicitation for dona- 
tions by the many charitable organiza- 
tions which constantly seek contribu- 
tions from businessmen. Budgets can 
be followed and time is saved once 
solicitors of funds have learned whom 
to contact for contributions of one kind 
or another. 


Adequate Office Space 


Adequate office space can pose another 
difficult problem with today’s high rents 
for modern, well located facilities. Keep- 
ing in mind anticipated expansion and 
growth, this is the time to plan ahead 
and make any necessary changes or to 
move to a new location that meets the 
requirements of the new firm. A new 
bookkeeping system and volume produc- 
tion procedures in the office might re- 
quire the purchase of additional equip- 
ment. 

These expenses bring us to another 
serious problem in forming a merger. 
Where is the money to operate the new 
agency coming from? It is assumed that 
a cut-off date will be established for the 
old agencies and that each will be re- 
sponsible for collections and closing of 
the agency up to that date. After the 
cut-off date the new merged entity must 
begin full operations with responsibility 
for all functions of the agency. Unless 
the trust account is bolstered with funds 
from the old agencies the expenses of 
operation and the cost of new equipment 
and other costs of making the change- 
over will eat into these funds faster than 
commission income can replace them. 
Perhaps a short term bank loan is the 
answer. No matter what else you do, 
ponder this question well and be sure 
you have made adequate provisions to 
maintain the solvency of the new entity. 

Your new trust account is in the name 
of the new agency. What are you going 
to name it? If you are going to use 
your own names, whose name will ap- 
pear first? It might be wise to consider 
a trade style to get away from your own 
names and thus build a good will equity 
in the business that has real value if the 
agency should sell or become part of an 
estate. 

All of these suggestions and ideas 
should be considered prior to the actual 
merger. After the merger there are 
other problems to be solved. 

You will have signed new agency 
agreements with all companies repre- 
sented in both the old agencies because 
of the need to service accounts whose 
policies have as long as three or five 
years to run until expiration. However, 
it is assumed that you will not need all 
of those companies on a permanent basis. 
It may be good business sense to term- 
inate some old line connections and here 
is where you begin the battle with your 
conscience. Old friendships and long 
time company relationships are hard to 
sever, but you must remember that the 
merger was made for many reasons, one 
of which was adequate markets through 
larger volume for each company in the 
office. You can’t keep them all. What 
are you going to do? Naturally you will 
ek the best companies and markets, 
ut if your experience follows that in 
My agency you will spend sleepless 
nights solving this one. 

_ Immediate efforts must be made to 
Introduce each others accounts to the 
New personnel in the agency. Transfer- 
ting allegiance is a long slow process 
and will be resisted by many of your 
accounts for a long period of time. Your 
staff should be made fully aware of this 


and be alert to provide service and do 
all things which will help this transition 
as fast as possible. 

If you think your accounts are slow 
to accept the new way of life wait until 
you see your employes in action. Since 
they are good workers and loyal to their 
boss they will find it not only difficult 
but almost distasteful to take orders 
from others and to adopt methods alien 
to their usual way of doing their work. 
Not only this, they are apt to be jealous 
of each other, especially if you have 


taken some of their former authority 
from them. It is of extreme importance 
that you understand their loyalty and 
attempt to alleviate the pain brought 
on by the merger. 

My point is this. ... If these people 
are well trained and were loyal workers 
in the old agency you should give them 
every chance to orient themselves to the 
new. Integration is a painful process 
wherever it occurs. 

It might be expedient to readjust of- 
fice procedures and specialize some of 


the work. For example, my own Office, 
realizing that claim service is the key 
to a good agency reputation, placed one 
girl on a claims desk with full responsi- 
bility to keep records of claims, check 
the progress of adjustments, complete 
claims forms and accident reports, and 
keep the partners informed if their per- 
sonal attention is needed. Another was 
placed at the telephone switchboard. We 
found the number of calls increased 


tremendously and that it was definitely 
(Continued on Page 36) 





With the addition of Like and Accident and Health to our 


long established and growing capacities in strategic per- 


sonal and commercial lines, we offer independent agents 


and brokers a uniquely coordinated traditional service. 
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Allstate Non-Can. Auto Policy Viewed 
Seriously in NAIA Casualty Report 


Atlantic City, N. J., Sept. 26—Allstate’s 
so-called non-cancellable automobile pol- 
icy, now approved in many imrisdictions, 
received major attention in NAIA’s cas- 
ualty committee report. submitted here 
today at the annual convention by Roy 
H. MacBean, chairman, of Cranford, 
N. J. At the same time the report dealt 
in detail with recommendations made 
last June 29 and 30 to various divisions 
of the National Bureau of Casualty 
Underwriters, National \utomobile 
Underwriters Association and National 
Council on Compensation Insurance. 

In add'tion to the advertising value of 
Allstate’s new policy and the fact that it 
answers many of the company’s critics 
in big states like New York and Connec- 
ticut, Mr. MacBean pointed out that 
Allstate, by adoption of this non-can 
plan, “has been able to build a strong 
wall around its existing business.” He 
declared that it will be “extremely diffi- 
cult for many of our member agents 
around the country, even with the help 
of cut-rate special automobile policies, 
to take business away from Allstate in 
the future.” 

Mr. MacBean put on the record that 
NBCU’s automobile division has agreed 
to observe closely this new development 


and any other similar programs, and to 
keep their rating committees fully in- 
formed of developments as they progress. 


He did not know whether or not NATA 
members would wish their own com- 
panies to adopt any form of non-can or 
guaranteed renewable policies, “because 


of the obvious thre at that this would 
make to the agent’s business. In other 
words, all of our member agents could 


possibly become captive agents . . . if 
their companies follow the Allstate and 
issued non-can policies.” 

His conclusion on this subject was 
that “we must all be aware of the fact 
that this Allstate program is one more 
additional competitive threat . some- 
thing we will undoubtedly have to live 
with much more in the future than we 
have in the past.” 


Lack of Market for L. & H. Comp. 
Coverage 

Mr. MacBean then pointed to an ur- 
gent request for assistance received from 
certain agents on the Atlantic seaboard 
“because of the apparent lack of a mar- 
ket for workmen’s compensation insur- 
ance to cover longshoremen and harbor 
workers. He said: 

“Our first step in this matter was to 
bring the subject before the National 
Council on Compensation Insurance. 
Then, since it was developed that this 
was more of an underwriting practice 
of insurance companies than a rating 
problem, we have brought it to the at- 
tention of the Association of Casualty 
& Surety Companies and they agreed 
to put it on their agenda for an early 
meeting of the casualty advisory com- 
mittee. It may aati be that NATA 
will have to consider joining with the 
C. & S. Association in an attempt to 
secure some legislative relief from this 
situation, which we understand is quite 
serious among our member agents writ- 
ing a volume of commercial compensa- 
tion in seaboard areas.” 

New Experience Rating Plan Coming 

It was then noted that the National 
Council is developing a new experience 
rating plan which will be ready for use 
in 1961. “Naturally, no details of this 
plan are available now,” said Mr. Mac- 
Bean, “but as they become known our 
Association will be notified. We will 
certainly be glad to assist the National 
Council on the proper dissemination of 


information concerning this new plan.” 
He continued: 
“We understand from both NBCU’s 


auto division and NAUA that the long 
combining the garage 


expected policy 


‘iability and phvsical damage garage- 


keepers’ legal abi‘ity coverages is in its 
final draftine stages. Perhaps we shall 
soon have this policy which we have 


advocated for so long. 
Motel Package Policy 


“We also understand from our NBCU- 
NAUA meetings that substantial prog- 
ress has been made with regard to the 
motel package policy, which is a joint 
venture between the general liability and 
burglary divisions of the NBCU and the 
Inter-Regional Insurance ‘Conference. 
We are advised that this new policy, 
when ready, will be highly competitive, 
not only as respects coverages but also 
as respects rates and premiums. 

“We have continued to press NIBCU’s 
general liability § division with our 
thoughts on the absolute necessity of 
providing completely automatic coverage 
for replacement of outboard motorboats 
even though such replacement outboards 
go above 10 horsepower. Perhaps this 
can be accomplished with the premium 
adjustment at anniversary date of the 
policy, or by some other means. How- 
ever, we feel that this is a serious gap 
in the comprehensive personal coverage 
as it presently exists, and we have been 
promised that this matter will be studied 
further and that ample consideration 
will be given to our request. 

“Many of our agents, for years, have 
advocated closer studies be given to the 
automobile territories, not only those 
by the NBOU, but also those used by 


Agents in 


the NAUA. We have now received a 
preliminary report indicating that many 
areas and states and territories within 
different states have already been com- 
pletely surveyed and many revised terri- 
torial definitions have been submitted 
to the appropriate State Insurance De- 
partments or are awaiting submission in 
conjunction with the next general rate 
revisions. Territorial revisions have been 
reported or have been approved or are 
pending approval, in more than 20 states 
up to July 31. This is indeed good news.” 


Safe Driver and Assigned Risk Plans 


In discussing safe driver or merit 
rating plans, Mr. MacBean said that 
as of June 30 they were operating in 14 
states. “According to both the NBCU 
auto division and the NAUA, the plan 
will probably be in every state within 
the next 1% years, Completion of the 
filings in other jurisdictions is neces- 
sarily a tedious process because of the 
need to advertise properly, to promote 
the plans, and to educate the company 
field forces and the agents before the 
plans can actually be approved and 
filed.” 

Talking about the latest revisions in 
the New York automobile assigned risk 
plan, which will become effective on 
October 1, Mr. MacBean said: “It is hoped 
that this plan will be thoroughly ex- 
plored and discussed before it spreads to 
other states. Apparently one of the prob- 
lems has been the well-meaning objec- 
tive of depopulating the assigned risk 
plan by granting credits to companies 
who voluntarily take risks from the 
plan. This, of course, can mean possible 
trouble for agents and brokers who have 
gone to the bother of assigning risks for 
their clients, only to have the assign- 
ment made to a direct writing company. 
We now wonder in what position the 
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producer finds himself upon renewal, 
if the direct writer to whom the as- 
signment is made, decides that they will 
renew the insurance as a direct under- 
taking of their company, outside the 
assigned risk plan. This, and other 
changes in the plan, will bear close 
scrutiny.” 

Private Passenger Rating Plans 

As to the private passenger rating 
plan, which has taken up a lot of time 
over y" years, NAIC’s casualty com- 
mittee is “particularly glad to note that 
in the near future the entire subject will 
be studied by the NBCU and NAUA, 
and we hope that some long necessary 
changes and improvements can be made 
along the lines we have indicated to 
both bureaus for many years past.’ 

This brought Mr. MacBean to a situa- 

(Continued on Page 40) 


Agency Mergers 


(Continued from Page 35) 


in order to make this change in our of- 
fice routine. Our suspense items in- 
creased so rapidly it was necessary to 
assign one girl to handling the suspense 
desk to keep incoming and outgoing cor- 
respondence in order. You may find it 
necessary to adopt some of these changes 
in your own agency. 
Use of Unit System 

These suggestions may appear to you 

as over-specialization and you might 
wonder if any of our staff is sufficiently 
trained to handle any task put before 
him. By using a unit system to handle 
accounts the secretary or head girl for 
each partner is fully informed of every- 
thing that goes on in that unit and has 
been trained to handle all phases of 
agency operation. A constant training 
program is necessary for newer men- 
bers on our staff so that they will be 
equipped to take over the top jobs dur- 
ing vacations and periods of illness as 
well as when an employe leaves the job 
for some reason or other. 
_ All of us in the rural and small lines 
field are plagued with the high cost of 
servicing small accounts. Small policies 
are just as expensive to handle as those 
developing large premiums. Routine of- 
fice procedures must be set up for quick 
but accurate handling of this type of 
account. 

Using the unit system and segregating 
the accounts among the principals in the 
agency lends itself to faster handling 
of both renewals and other servicing re- 
quired for the account. Dividing your 
time so that one principal is in the office 
during most working hours while the 
other is out on calls is helpful. This pre- 
vents a backlog of, telephone calls an 
often the insured’s problem can be 
solved in one transaction rather that 
two or three. 
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lation 


of 


1961 Ad Campaign Will Feature the 
“Big Difference” on TV, in Magazines 


Atlantic City, Sept. 28: NATA adver- 
tising in national magazines will be sub- 
stantially increased in 1961 Joe E. Vin- 
cent, CPOU, Bryan, Tex., chairman na- 


tional advertising committee, told the 
convention today. There will be seven 
more advertisements in national maga- 


zines than during the 1900 campaign for 

total of 19. Seven “Life,’ 
“Newsweek,” “Sat- 
Post,” 


es ; 
will be in 

three in the 
and four in 


four in 
Evening “Busi- 
Week.” 

Again in 196] 
pr Os 


urday 
ness 
there will be, under the 
gram, another ‘spectacular 
advertisement either in 
“Saturday Eve- 


regional 
three- 
“Look” magazine or the 
ning Post.” This ad will list the names 
of every agency which subscribes to the 
advertising program, Mr. Vincent said. 
Total combined magazine readership will 


page 


be 342 million for the year, based upon 
present circulation figures 
‘This larger advertising program will 


be supplemented by 


1960,” Mr. Vincent 
plan for news, 
we pioneel red, has 


television as in 
stated. “The NAIA 
sports and weather which 
proven so successful 
that one of the direct writers, Allstate, 
is planning to copy it 
“Un ler the 1961 program, each state 
75 its basic minimum allo- 
ation will receive 13 weeks of television 
or its equivalent in newspaper, radio, 
or outdoor advertising. When a state 
100% it will 26 weeks of 
television or the additional 
advertising in radio, or 


or 
reaching 75% of 


reaches receive 
equivalent 


newspapers, on 


outdoor billboards 
‘Again in 1961, any money raised by 
state over its basic minimum alloca- 
tion will be spent on advertising solely 
within that state 


187 Television Stations 


“In 1961 the 
vision 


total number of tele- 


Stations planned for the country 


will be 187. They will give excellent 
coverage to nearly every city, town, vil- 
lage nd farm in the United States 
These “187 stations will beam our mes 


sage to 98% of the TV homes in the 


country—will reach an audience of about 
22 million people a week. That's one and 
half million more people than Allstat« 


reached with Playhouse 90 


“Each of our advertisements and com 


mercials will tell our story to millions of 
Americans by means of a new, single 
unifying theme. It is a short phrase 
which dramatizes the most important 


fact that we can tell them, 
nany important 


and embodies 
advantages of buying in 


surance through an independent insur 
ance agent This theme, which will great 
ly strengthen our ad program, is based 
on two very important facts 

“Fact 1 Millions of people still don’t 
realize that there are two ways to buy 
fre and casualty insurance. Much in- 


advertising—both by the direct 


writers and by our own companies 

conveys the impression that the only 
choice a buyer has is between one com- 
pany and another. How is the insurance 
buyer to know that there is a_ better 
way to buy insurance unless we tell 
them? 

“Fact 2 is the result of an important 
research study undertaken last year 
by Schwerin’ Research Corporation 
Among other things, the study tested the 
reasons which were most influential in 


causing insurance buyers who origin: lly 
favored direct writers to switch to inde- 
pendent insurance agents. The test meas- 
ured the switching power of these 
reasons 

Quick settlement of 
ing personal attention, 
insurance, 
low cost, 


claims, continu- 


sells all types of 
represents your interests first. 
friendly, 
service 


pay losses in full, 


local 


“The Big Difference” Stressed 

“All of our 1961 ads and commercials 
will emphasize this phrase—The Big 
Difference—the continuing, personal at- 
tention of an independent insurance 
agent. 

“The Big Difference theme is de- 
veloped in a number of ways. One ad is 
entitled ‘This is when the Big Difference 
in insur ance makes a bie difference to 


you.’ Another ad is entitled ‘You too 
will end up pleased with the Big Differ- 
ence in insurance if you insure your 


car or home through an independent in- 
surance agent.’ 

“Our TV commercials will 
ture The Big Difference. Two will be 
humorous cartoon commercials continu- 
ing the series of great figures in Amer- 
ican history. The other commercials 
will be direct and hard-sell. Our past 
experience and_ testing indics ites that 
both types of commercials—the humorous 
and the hard-sell—are highly successful 
in convincing people that they should 
buy insurance from us. 

“The material in our 1961 sales pro- 
motion kit will — it possible for each 
of us to put The Big Difference to work 
on the local hoe The 1961 sales promo- 
tion kit tells, how 


also fea- 


for example, you can 
get tour, new, colored, 24-sheet posters 
On each poster you can easily imprint 


the name of your own agency or of your 


own local association. In the sales pro- 
motion kit, you will receive a set of 
these four posters in color and in re- 


duced sizes, 
dow displays 

“Each sales promotion kit includes two 
new direct mail pieces. Each has a pro- 


which you can use for win- 


Insurance 





Agents in 


Florida and New Jersey 
Highway Safety Winners 


Atlantic City, Sept. 26—The Florida 
and New Jersey Associations were 
named co-winners of the Annual High- 
way Safety Award Contest sponsored by 
the National Association of Insurance 
Agents. 

Winners of the Highway Safety 
Awards for local associations, according 
to population categories, were: Insurance 
Board of the Palm Beaches, Miami, 
Jacksonville, Broward County, ~ in 


*lorida; Grand Ledge, Mich.; and Sac- 
ramento, Calif. 

Announcement of the winners was 
made by the chairman of the NAIA 


accident prevention committee, Stanley 


W. Greaves, River Edge, N. J. Judges 
in this year’s contest were William G. 
Johnson, general manager, National 


Safety Council; Richard Bennett, secre- 
tary-treasurer, Insurance Institute for 
Highway Safety; and William Bethea, 
executive secretary, President’s Com- 
mittee for Traffic Safety. 

In announcing the winners, the judges 
pointed out that many outstanding con- 
tributions to state and local traffic safety 
programs were contained in the entries 
submitted in the contest. The judges had 
difficulty in selecting the top winners 


from among those local and state asso- 
ciations which submitted exhibits. Sev- 
eral things impressed the judges: First, 


the public relations and promotional skill 
and imagination which many groups dis- 
played; second, the commendable atten- 
tion to the “meat and potatoes” of traffic 
safety, namely, the work of public officers 
and supporters thereof. 

Also mentioned by the judges wes the 
fact that all of the groups gave distin- 
guished civic service as volunteers for 
safety and the programs were paid for 
by the independent insurance agents out 
of their own pockets. 
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vocative title, tying in with ideas on the — NEW YORK 38, NEW YORK 
outdoor posters, and, of course, featur- for local use—13 one-column advertise- WOrth 4-000! 
ing The Big Difference theme of the ments and 13 two-column  advertise- 
national campaign. Each kit contains ments. All featuring The Big Differ- 
proofs of 26 newspaper advertisements ence.” 
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Wadiene Als tec tees of Insurance Agents in Atlantic City 


NAIA Ad Fund at Record High; 


Company Participation Proposal 


Atlantic City, Sept. 28: Funds col- 
lected for the 1960 advertising campaign 
of the National Association broke all 
records with $1,130,948 being co‘lected 
from 19,156 agents participating, accord- 
ing to Dave Johnson, Pensacola, Fla., 
chairman of the fund raising committee. 
There were about 1,600 more agents 
participating than in 1959. Twenty- eight 
states reached 100% or more, and only 
five states failed to reach 70%, and in 
dollars and cents it amounted to $3,500, 
Mr. Johnson said. 

On the future Mr. 
NAIA directors that plans are being 
suggested to ease the time-consuming 
work for state association officials. One 
of four suggested ideas involves contri- 
butions from both agents and companies 
and was explained by Mr. Johnson as 
follows: 

“Serious thought has been given to the 
idea of possibly having the agents ask 
their companies to deduct one-half of 
one per cent of their commission up 
to a total maximum amount of not over 
$1,500 and have the companies match 
this with one-half of one percent. I be- 
lieve we would really be in business. I 
would hazard a guess that the ten lead- 
ing companies probably pay 750 million 
dollars commission so you can readily 
see that one-half of one per cent would 
be $3,750,000. 

“Match this with the companies’ one- 


Johnson told the 


Ten NAIA iaihiis Win 


Presidential Citations 

Atlantic City, N. J., Sept. 26—Presi- 
dential citations for ig oe were 
awarded here today by Paul H. Jones, 
CPCU, president of the National Asso- 
ciation, at the opening general session 
of the convention, Ten NAIA members 
were cited for having brought prestige to 
the Américan Agency System through 
eminent accomplishments in their busi- 


They 


ness, civic or personal activities. 
include: : ; 
Ralph D. Callister, Salt Lake City, 


chairman of N. ATA finance committee and 
former national exec utive committeeman. 
Fred H. Johnson, Columbus, Ohio, 
NAIA executive committeeman and past 
president of the Ohio Association. 
Dave Johnson, Pensacola, Fia., chair- 
man of the 1960 advertising fund raising 


committee and past president of the 
Florida Association. : : 
Roy H. MacBean, Cranford, N. J. 


chairman of NATA casualty committee 
and former president of the New Jersey 
Association. 

I. A. Rosenbaum, Jr., Meridian, Miss., 
chairman of NATA educational commit- 
tee and former president of the Missis- 
* Association. 

Edwin P. Simon, Chicago, chairman of 


NAIA metropolitan and large lines 

agents committee. ; 
D. Swett, Woodland, Calif., chair- 

man of NATA rural and small lines 


eer committee. 
H. Warner, Memphis, chairman of 


NATA property committee, and past 

president of Insurors of Tennessee. 
Peter Walsh, Denver, member of 

NAIA executive committee and past 


president of Colorado Insurors Associa- 
tion. 

Ivan Steiner, Jr., Wooster, Ohio, chair- 
man of NATA production cost and/or 
aquisition cost committee and former 
president of Ohio Association. 


Welcomed by Sheiry 
Atlantic City, N. J., Sept. 26—John 
S. Sheiry, Bridgeton, N. J. past president, 

New Jersey Association, welcomed the 
convention to this famous resort. 





half of one per cent and you see what 
you will have. Realizing that a lot of 
the $750 million commission is paid 


to agents and brokers who are _ not 
members of this association, neverthe- 
less the overall picture is one your 


chairman believes deserves serious con- 
sideration by this August body. 

“From the company standpoint, they 
may be willing to go along and it wou! 1d 
certainly take them off the spot when 
agents who protested to the company 
supporting the Big “I” program who do 
not belong to the association, the com- 
pany could answer them by saying they 
are not using just company money, they 
are matching the agents. It could and 
would increase the membership of the 
National Association of Insurance 
Agents. 

“Realizing there are pros and cons on 
the question of company participation in 
our advertising fund, T invite the at- 
tention of companies to the fact the 
National Association of Mutual Insur- 
ance Agents and the advisory confer- 
ence consisting of mutual agency com- 
pany organizations have chosen Novem- 
ber as a kick-off month to promote the 
use of the NAMIA emblem which is a 
mounted warrior and its slogan, ‘Mutual 
Agents Offer More,’ said to be the most 
comprehensive advertising effort ever 
undertaken by the mutual agency in- 
dustry as a joint company-agent pro- 
ject.’ 


Presents Chrysanthemums 
Atlantic City, N. J., Sept. 26.— The 
Norwich-Scottish Group 


continues its 
perennial goodwill gesture of presenting 
to each NAIA convention a magnificent 
a. of yellow chrysanthemums. Presi- 
Jones voiced appreciation. 


Paul H. 


dent 









in the coming year. 


CASUALTY 


60 JOHN STREET 


Drive pen Compulsory 
Auto Ins. Slack in ’60 


BUT GLOVER SEES NEW PUSH 
Special Committee Chairman Says Pro- 
posals Will be a Danger in Nearly 
45 States in 1961 
Atlantic City, Sept. 26—Preliminary 
groundwork must be done far in advance 
of legislative sessions to defeat com- 
pulsory automobile measures, Henry P. 
Glover, Jr., Greenville, S. C., chairman 
of the NAII special committee on anti- 
compulsory automobile insurance activ- 





ities, told the national board of state 
directors today. 
Mr. Glover emphasized that “efforts 


can, and must, be made with the public 
especially among civic groups, in order 
to provide them with the essential infor- 
mation.” He added that the National 
Association and the New York office are 
prepared to assist in furnishing informa- 
tion and named the Association of Cas- 
ualty & Surety Cos. as particularly help- 
ful “in this endeavor.” Mr. Glover con- 
tinued: 

“Despite the fact that the legislative 
year of 1960 was a comparatively light 
one, with only 17 states holding legis- 
lative sessions, the subject of compul- 
sory automobile insurance was extremely 
active. Compulsory bills were proposed 
or introduced in eight states in 1960. In 
addition, unsatisfied judgment proposals 
were considered in five states, and man- 
datory uninsured motorist endorsement 
proposals were introduced in three 
states. 

“We are happy to report that no com- 
pulsory bill succeeded in passing this 
year. However, it seems obvious that in 
1961 compulsory automobile insurance 
proposals will be a danger in almost all 
of the 45 states which will hold legis- 
lative sessions. 


Mandatory UM Coverage Strengthened 


In S. C. 
“The year 1960 saw a strengthening 
of the mandatory uninsured motorist 











Cc Weghorn Agency, Inc. 
“Meany 





coverage in South Carolina. The law, to 
go into effect on January 1, 1961, pro- 
vides that this coverage for both B.I. 
and P:D. is mandatory on all automobile 
liability insurance policies and that it 
will be without extra charge. The law 
now provides that each uninsured mo- 
torist must pay a $20 fee on registration 
of his motor vehicle to finance the Un- 
insured Motorist coverage. 1950 
witnessed a strengthening of the Vir- 
ginia mandatory uninsured motorist laws. 

“The success in combatting the per- 
nicious compulsory insurance evil in 1960 
should lead no one to a feeling of com- 
placency for 1961. We were all ex- 
tremely fortunate in this legislative year 
to avoid passage of compulsory, How- 
ever, I think that those of us who have 
been on the firing line for any period 
of time recognize that eternal vigilance 
is necessary. Every state association 
officer should be on the alert to smother 
out grass fires of compulsory advocacy 
while they are small, and not let them 
develop into a big conflagration which 
will be difficult to stop if allowed to con- 
tinue rolling until legislative time. Now 
is the time to lay some of the anti-com- 
pulsory groundwork and to mend any 
fences that need to be mended. 


(Continued on Page 40) 
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the Independent American Agency System 
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tion involving the Associated Equip- 
ment Dealers, a national organization 
of machinery dealers, which several 
years ago seriously considered various 
forms of group insurance. NAMA officials 
and committees at that time did an out- 
standing job in handling the matter. 
The current problem is in connection 
with group workmen’s compensation in- 
surance in some southern states. 

“We have received the utmost of co- 
operation from the National Council,” 
said the speaker, “in being furnished 
countrywide loss ratios for policy years 
1956-1957, which indicate an earned loss 
ratio approximately 63% countrywide, 
as compared with 64.7% the previous 
year, and 58.2% the third year re- 
moved from the latest experience. 

“This helpful information will be given 
to the Associated Equipment Dealers, 
who from their sampling of information 
in a limited area, thought that the loss 
ratio was somewhat nearer to 40%, All 
of this points up the futility of any non- 
insurance organization attempting to se- 
cure loss figures merely by polling their 
members. Very seldom do trade organ- 
izations know their actual loss ratios on 
various types of coverages they buy, 
and it is most unfortunate that some of 
the cut-rate group insurance schemes 
always seem to emanate from sources 
which have faulty statistics. As a re- 
sult, incorrect ideas of our underwrit- 
ing profits are circulated.” 

Before closing M+. MacBean was glad 
to say that the NAJA through its friend- 
ly liaison with the NBCU has been suc- 
cessful up to this phint in defending the 
need for scheduled rating plans in the 
casualty business. “This is no easy job,” 
he declared, “because opposed to our 
feelings and those of the NBCU, were 
the feelings of the Mutual Insurance 
Rating Bureau which, on behalf of its 
members and subscriber companies, an- 
swered a questionnaire of the NAIC sub- 
committee that was diametrically op- 
posed to the NAIA and NBCU positions.” 

In this connection Mr. MacBean ex- 
pressed thanks to S. H. Warner of Ten- 
nessee, NAIA property committee chair- 
man, and Frank McCaffrey of Michigan, 
both of whom were most cooperative. 


Commission Cut on Commercial Car Lines 


This report closed with some outspoken 
comments on the commission reductions 
which agents have been forced to take 
on commercial car business which, Mr. 
MacBean said, “is certainly not subject 
to the same competitive pressure as our 
private passenger car business.” 





He called attention to a garage lia- 
bility renewal contract, written on ex- 
actly the same underwriting basis in 
1960 as in 1959, and for the same esti- 
mated payrolls and limits of liability. 
Both contracts, he explained, were writ- 
ten with a 45% combined experience and 
schedule credit under the special New 
Jersey casualty filings made by NBCU. 

“The total premium in 1959 was $903 
and because of a rate increase the 
total premium in 1960 was $972.29. How- 
ever, the net premium retained by our 
casualty company after paying off com- 
missions amounted to $699.90 in 1959 but 
went up to $777.45 in 1960, Thus we have 
an insured who paid 7.6% more for his 
policy in 1960 compared with 1959. Be- 
cause the insurance agent’s commission 
was reduced just 2%%, the insurance 
companies retention went up 11.1%. 

“This problem of diminished com- 
missions to all agents will grow increas- 
ingly severe with other changes to come 
in the near future. I have referred to it 
in this report in the hope that perhaps 
other agents can analyze the problem as 
it affects their operations. If enough 
of us can do so and good underwriting 
results are forthcoming to the insurance 
companies in the near future, we will 
all be in a better position to negotiate 
improved contractual agreements.” 














Agents and Co. Men 

Join in Q. and A. Session 
H. N. FULLINGTON MODERATOR 
Part of New Joint Effort to Improve 


Communications Between Producers 
And Rating Bureaus 





Atlantic City, N. J., Sept. 25.—Several 
hundred early arrivals at the NATA 
annual convention here witnessed in 
operation the new joint effort of agents 
and company representatives to improve 
communications between producers and 
rating and policy bureaus. A committee 
of chairmen of technical groups of the 
National Association met for five days 
early this year with their counterparts 
in company groups to discuss common 
problems and to try to work out satis- 
factory methods for solving these prob- 
lems. Today the agent chairmen and 
representatives of bureaus and rating 
organizations sat before an audience of 
producers to answer questions from the 
floor, 

Howard N. Fullington, Wichita, Kan., 
member of NAIA’s executive committee, 
acted as moderator of the session. Agent 


chairmen on the panel were S. H. War- 
ner, Memphis, property insurance com- 
mittee; (C. D. Swett, Woodland, Calif., 
rural and small lines agents committee; 
Donald H. Denton, Charlotte, N. C., fidel- 
ity and surety committee, and Roy H. 
MacBean, Cranford, N. J., casualty com- 
mittee. Mr, MacBean had to answer 
more technical questions than anyone 
else because many queries were On auto- 
mobile coverage details. 

Representing company organization, 
there were William Leslie, Jr., general 
manager, National Bureau of Casualty 
Underwriters; Howard S. Omsberg, man- 
ager, National Automobile Underwriters 
Association; Harold L. Wayne, general 
manager, Inland Marine Insurance Bu- 
reau; Harry Perlet, manager, Multi-Peril 
Department of Inter-Regional; H. Sum- 
ner Stanley, assistant general manager, 
Factory Insurance Association, and Peter 
A. Zimmermann, assistant secretary, 
Surety Association of America. 

Questions and Answers 

In response to a query Mr. Stanley 
said he sees no plan now for writing 
office buildings by the F.1.A., except such 
buildings which are an adjunct to in- 
dustrial property, and with the F.IA. 
insuring industrial risks on a competi- 
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Atlantic City 


tive basis, Mr. Stanley intimated in 
reply to another question that an in- 
stallment payment premium plan is con- 
templated. 

With reference to broad form store- 
keepers burglary policy, Mr. MacBean 
said that second locations should be 
covered. He admitted that he had found 
a not-too-willing audience for such in 
company ranks, and Mr. Leslie indi- 
cated that no change is now contem- 
plated. Mr. MacBean said it seems ne- 
cessary for an assured to use a blanket 
crime policy when a second location is 
involved. 

iMr. ‘Warner was asked why there are 
no provisions for insuring three and 
four family dwellings under the new 
homeowners policy. He replied that there 
did not seem to be any widespread de- 
mand for such from NAIA members and 
the companies have no plan now to make 
it available. 

On level installment premium pay- 

ments Mr. Warner said NATA has no 
position. While there are some dangers 
of such level payments leading to switch- 
ing of accounts on settlement day, he 
finds most fears not justified by actual 
experience on the Pacific Coast. 
Mr. Leslie told the agents that if they 
wish to get attention from company 
organizations on their problems, a fine 
method is to write direct to executives 
of companies represented by agents in- 
volved. He stated: “Nothing is more 
persuasive then for an executive to have 
the views of his own producers on rates, 
policies, alleged shortcomings and other 
matters.” 

Agents on this panel handled most of 
the queries with company experts being 
called upon on few occasions. 





Fire Safety Activities 
Expanded During Year 


Chairman Harry F. LeCrenier, Jr., of 
the fire safety and civil defense commit- 
tee reported to the annual meeting of the 
National Association of Insurance Agents 
at Atlantic City that much more interest 
in fire safety has been created among 
the membership. Mr. LeCrenier, of West 
Palm Beach, Fla., said that “we now 
are providing for state fire safety chair- 
men and _ state secretary-managers a 
monthly Fire Safety Bulletin. Month 
after month we have attempted to out- 
line fire safety programs for agents, 
covering a wide variety of campaigns. 
In addition, we have suggested many 
promotional items of value in this field 
which agents can use—and have sup- 
plied samples of many of these forms 
and booklets, such as the fire kit of ma- 
terials provided by the NFPA for chil- 
dren’s safety campaigns. Specific fire 
safety campaign guides on such subjects 
as home fire inspection, safety tips for 
baby sitters and the like have been de- 
veloped and made available. 

“That our efforts have been successful 
to some degree can be attested to by the 
increased mail your committee and the 
national headquarters has been receiving 
of late seeking additional ideas, pro- 
grams, materials and supply sources. 

“Our program is now coordinated and 
cooperating with the excellent fire safety 
efforts of the National Board of Fire 
Underwriters, the National Fire Protec- 
tion Association and the U. S. Chamber 
of Commerce.” 





Compulsory Auto Ins. 


(Continued from Page 39) 


“Anti-compulsory activities are only 
a part of the many jobs that most state 
associations have to do each _ year. 
However, we must not let down our 
guard against this dormant evil, as it can 
break out without notice at any time. 
Some states have done an outstanding 
job of pre-legislative vigilance in alert- 
ing their membership to the need to be 
prepared for combatting proposals which 
are almost certain to come up in the next 
legislative session.” 
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Epes on Competition 
(Continued from Page 20) 


companies, as well as the general pub- 
lic. In fact, all of these interests re- 
quire such a result,” Mr. Epes pointed 
out. 


Relief Required by Independents From 
Deficiencies of Rate Regulation 


“The experience of independents under 
rate regulation has revealed a number 
of deficiencies which have interferred 
with achievement of the competitive 
freedom mandated by the McCarran Act 
and the model laws. Foremost among 
these deficiencies have been the pro- 
visions of the statutes enabling rating 
organizations and competitors to claim 


status ‘aggrieved parties’ who may pen- 
alize attempts at independent filing and 
deviation by instituting protracted and 
expensive hearings and court appeals. 

“While exercised only against major 
competitive moves, these procedures have 
nevertheless had a severe deterrent ef- 
fect and imposed an unjustified burden 
upon the exercise of competitive oppor- 
tunity. They should be dealt with at the 
state level, rather than being left as an 
invitation to action under Federal laws 
against such non-exempt concerted con- 
duct which seeks to utilize these pro- 
cedures to impose economic coercion on 
independents. 

“A closely allied deficiency has been 
the failure of the model laws to deter 
insurers, acting in concert through rat- 
ing organizations, from tying the avail- 
ability of the accumulated rate making 
experience of the business to agree- 
ments for rate adherence. This practice, 
together with that of levying unreason- 
able assessments for the use of such 
material, has proved to be an effective 
weapon against independents. 


Deviation Procedure Cumbersome 


“Another shortcoming of the model 
laws affecting the independents has been 
the cumbersome deviation procedure. 
The difficulties of this procedure have 
been compounded by the fact that it 
must be repeated by refiling the devia- 
tion each year. (The Pennsylvania law 
is noteworthy in that it does not re- 
quire annual refiling of deviations.) In 
addition, a provision which has imposed 
an unnecessary burden on the inde- 
pendents, the bureaus and the insurance 
commissioners alike, is the unwieldy 
procedure of the All Industry laws for 
the filing and prior administrative re- 
view of rates. These and other short- 
comings of those laws urgently require 
correction,” Mr. Epes stressed. 


California Law Advocated 


“These problems are now receiving 
attention in several quarters. In the Na- 
tional Association of Insurance Commis- 
sioners, the Subcommittee to Review 
Fire and Casualty Rating Laws and Reg- 
ulations, under the chairmanship of Illi- 
nois Insurance Director Joseph S. Ger- 
ber, has been engaged during the past 
year in a study of the question of 
whether the various rating laws have 
been effective since the South-Eastern 
Underwriters case in serving the public 
interest and maintaining free competi- 
tion, 

“The Insurance Company of North 
America has advocated, in a public state- 
ment before that subcommittee, the 
adoption of the California type rating 
law as a model. Others have indicated 
support of that proposal. Under such a 
law, agreements among companies for 
rate adherence are prohibited, and the 
Insurance Commissioner is relieved of 
the unnecessary burden of prior review 
of every routine rate, thereby being 
better able to deal with the more in- 
volved problems of rating and of insur- 
ance company solvency. The National 
Association of Independent Insurers has 
proposed to the Gerber Subcommittee a 
model law which would require rate 
filing without prior review or approval 
of such rates by the Insurance Commis- 


sioner. Laws incorporating this feature 
are now in effect in some states. 

“A bill recently introduced in Con- 
gress by Senator Joseph C. O’Mahoney 
of Wyoming to modify the District of 
Columbia rating laws likewise adopts 
this principle, as well as the non-ad- 
herence feature of the California type 
statute; it also removes the require- 
ment of compulsory membership in a 
rating bureau. Of course, some pro- 
posals which have . been made would 
tighten rather than loosen the restric- 
tions on competition. However, the ma- 
jority opinion, even though differing 
widely as to methods, seems to support 
the wisdom of some relaxation of re- 
strictions on independence, seeing in this 
course the best method of preserving 
state regulation and private enterprise 
in insurance. 

North America Proposal 

“Another proposal which the Insur- 
ance Co. of North America made to the 
Antitrust and Monopoly Subcommittee 
of the Senate Judiciary Committee called 
for amendment to the McCarran Act. 
Our proposal was that consideration be 
given to an amendment to that act to 
state in specific terms what the act now 
expresses in general terms, namely, that 
coercion is prohibited. In making this 
proposal, we recognized that existing 
law already prohibits restrictions on 
competitive freedom in insurance. 

“Whatever specific steps are taken by 
the Gerber Committee or others to in- 
sure the maintenance of free competi- 
tion in insurance, the fact remains that 
the last few years have seen an increas- 
ing trend toward independence. Since 
the O’Mahoney and Gerber Committees 
began their studies, a number of com- 
panies have added their names to the 
growing list of independents. It seems 
clear that the laws will ultimately re- 
flect this movement toward more com- 
petition. 

“The insurance business will adapt it- 
self more and more to this new com- 
petitive atmosphere. Just as _ other 
American businesses live with a system 
of free enterprise allowing private in- 
itiative and opportunity, so the insurance 
business will learn to do so. To suc- 
ceed in this regard, the insurance busi- 
ness must realize that economic free- 
dom, like political freedom, carries with 
it the necessity for exercising individual 
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responsibility. Thus, implicit in the in- 
dependents’ right to competitive free- 
dom in matters of rate and policy form 
is the responsibility to exercise that 
freedom wisely. Moreover, insurers 
acting in concert have even greater re- 
sponsibility to use their combined power 
in rate making in a constructive way.” 


Barry on Rating 


(Continued from Page 20) 





made by the regulatory authorities. Rat- 
ing bureaus exist as a matter of priv- 
ilege and not of right. They are con- 
venient instruments to provide the ma- 
chinery, facts, services and statistics by 
which the regulatory authorities can reg- 
ulate the business in accordance with 
the provisions of the rating laws. If 
all companies decided to give up mem- 
bership in rating bureaus, you still would 
have to have that machinery, and it 
might be that the state will have to 
take it over. The following is what I 
propose as-an alternative to all this. 
“No one has ever produced any facts 
to prove that the commissions which 
have been paid over the years were ex- 
cessive. On the contrary, all the studies 
I have seen prove quite the opposite. 
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If you wish to protect your interests, 
you will have to take some positive ac- 
tion on your own account,” Mr. Barry 
declared. “I believe it to be to my in- 
terest to have a group of properly com- 
pensated, contented and _ aggressive 
people to represent my companies, and 
the more an agency expands as a resu't 
of increased volume or increased profit, 
the better off I am going to be, as will 
be every one else operating through 
agents. 


Rate Cuts Out of Agents’ Pockets 


“I know, and every other company 
executive knows, that it is a virtual im- 
possibility to bring about any material 
reduction in these percentages of general 
expense and other acquisition cost. There 
is no saving to be made there that would 
warrant any great reduction in rate to be 
passed along to assureds. Increased vol- 
ume theoretically should have brought 
about a reduction, but we have been 
faced, as you have, with increasing costs 
for everything and those increased costs 
have absorbed whatever advantages we 
had hoped to gain from increased vol- 
ume. If there is going to be any reduc- 
tion in rates to ibe passed along to as- 
sureds, it must come out of your pockets. 
That is based upon the assumption that 
Insurance Departments are going to see 
that the principles of the law are en- 
forced and observed, namely, that rates 
are such that companies can be expected 
to make a reasonable profit on them. 

“We have had in the past six or seven 
years an epidemic of so-called ‘independ- 
ent’ filings, but I call your attention to 
the fact that they are only on the so- 
called ‘class rated’ risks, such as dwell- 
ings and one or two other classes of a 
similar nature. These classes, are rated 
on the basis of the over-all experience 
within the state, because it would be a 
very difficult matter to promulgate sep- 
arate rates for each dwelling. Many, if 
not all, of those ‘independent’ filings 
where Insurance Departments have ap- 
proved rates lower than those of the 
bureaus, have been based upon a reduc- 
tion in commissions and on that alone. 

‘ Danger of Federal Regulation 

A very serious question arises as to 
the right of supervisory officials to regu- 
late commissions either directly or indi- 
rectly. I think there is a very definite 
danger that a set of Federal regulations 
may come into being, not because of any 
lack of competition, but by the letting 
loose of unbridled competition, leading 
to monopoly, or at least concentration of 
power in a very few companies. If a 
company can file with a 15% commis- 
sion or a 10% commission, why cannot 
it go all the way and say that, if the in- 
sured wants to do business with the 
company directly, it will pass along to 
him a saving equal to the loading for 
commission in the applicable rate filing ?” 


FIREMAN’S FUND DIVIDEND 

The Fireman’s Fund has declared a 
quarterly dividend of 45¢ a share on the 
capital stock of the company, payable 
— 17 to stock of record September 
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Victor Dover Describes Company and 


Broker Relations in Great Britain 


Insurance companies in Great Britain 
on the whole are prone to take a long 
term view and to continue to renew un- 
profitable business in the hope that the 
tide will turn, even if this movement 
has to be encouraged by increases in 
premiums or the imposition of restri:- 
tions. At a matter of fact, according 
to Victor Dover, one of England's lead- 
ing insurance journalists, many accred- 
ited English brokers studiously avoid 
the use of Lloyd’s markets because of 
the alleged disposition of the under- 
writers there to get in and out of par- 
ticular types of business according to its 
immediate profit or loss potentialities. 
In counter-distinction, the brokers find 
the non-Lloyd’s companies sedulously 
fostering a continuity of their risk as- 
sumptions, Mr. Dover said. 

Mr. Dover’s remarks, made in an ad- 
dress at the opening Fall forum of the 
Greater New York Insurance Brokers’ 
Association on September 20, related 
strictly to operation of the insurance 
business in England. He said that com- 
panies, in their efforts to engage in pub- 
lic relations projects, “all too often at- 
tempt to make direct contact with the 
public.” He said that if this approach 
were to lead to an increase in direct 
writing, it would be at the expense of 
the brokerage fraternity. 

“Insurance companies owe a loyalty to 
the brokerage world for it can hardly 
be questioned that the brokers have 
played a considerable part in extending 
public consciousness of the advantages 
of insurance,” he said. “That loyalty 
could surely be manifested by a disposi- 
tion on the part of insurance companies 
to support the accredited broker in their 
public relations activities rather than, as 


} 
t 


t often the case, ignoring his exist- 


is too 


ence.” 
No Qualification Rules For Brokers 


In England, Mr. Dover noted, rules 
differ from those in this country. For 
example, there is no proscription on 
anyone describing himself as an insur- 
ance broker and there are no require- 
ments for engaging in the business. He 
said that attempts to require compulsory 
registration or qualification regulations 
have met no strong encouragement. He 
put the blame for this on the history of 
the business and, particularly, the long- 
established relationship among  com- 
panies and large numbers of “casual” 
agents who use the business to supple- 
ment other sources of income. 

The tendency persists, Mr. Dover said, 
because of competition and the desire 
of companies to build their premium in- 
comes, to “add unjustifiably to their lists 
ot agency appointments, even extending 
agency terms to a large number of 
‘own case’ agents.” 

According to Mr. Dover, this situation 
results in discrimination against the 
skilled broker because, generally, the 
“casual” agent and “own case” agent are 
remunerated on precisely the same com- 
mission basis as the broker 

“Naturally,” Mr. Dover said, “the bro- 
kers maintain that commission rates 
should be related to the ‘service’ angle 
and that it is inequitable to accord the 


same rate of commission to those who 
render no real service to the assureds 
and no more than the service of intro- 
duction to the insurers, whereas the 
servicing broker really lives up to his 
description and is fully competent from 
the technical point of view to service 
the business, thus alleviating the burden 
on the insurers’ expense ratio.” 

Beyond this, he said, brokers are 
disturbed when insurers endeavor uni- 
laterally to scale down rates of commis- 
sion in an endeavor to reduce expense 
ratios without regard to the obvious 
desirability of paying the laborer ac- 
cording to his worth. It is when in- 
surers endeavor to effect economies at 
the expense of the brokerage fraternity, 
he said, that brokers are inclined to 
endeavor in association to combat such 
measures, this at times leading to an 
appearance of conflict between insurers 
and brokers. He said that brokers 
were combatting this situation solely 
through the medium of reasoned per- 
suasion. 

Mr. Dover described the successful 
efforts of accredited brokers to make 
up for the lack of official regulation of 
brokers’ qualification through their as- 
sociations. He cited the Corporation of 
Insurance Brokers and the Lloyd’s In- 
surance Brokers’ Association 

Pointing to the responsibility brokers 
have to their clients, Mr. Dover asserted 
that it should be compulsory rather than 
voluntary that they carry professional 
liability coverage, more often referred 
to in the United States as errors and 
omissions insurance. He said that many 
“so-called insurance brokers and also 
probably the great majority of insur- 
ance agencies. do not arrange such pro- 
tection to safeguard their clients.” Mr. 
Dover said it was unfair that some in- 
termediaries buy such coverage while 
others fail to do so. While he admitted 
that few cases come before the courts 
on negligence of insurance intermedi- 
aries, he said many cases are settled 
outside the courts. 


Laverack & Haines 


Changes in Buffalo 

Election of William O. Lenihan as 
chairman of Laverack & Haines Inc., 
is announced. Mr. Lenihan has been ex- 
ecutive vice president. President Don- 
ald L. Haves also announces appoint- 
ment of Wilbur E Dowdell as a vice 
president and of Thomas LaPenna as 
secretary of the organization. 

Mr. Lenihan has been in insurance 
more than 55 vears, joining Laverack & 
Haines in 1936. He was elected a vice 
president in 1938 and executive vice 
president in 1959. Mr. Dowdell, who re- 
cently joined the office, has been in in- 
surance 25 years, the past 18 years with 
a company in Buffalo and New York. 

Laverack & Haines, founded in 1907, 
has a district office in Albany. The 
company engages in personal and _ in- 
dustrial insurance service, including 
workmen’s compensation, accident pre- 
vention and claims service for groups 
and self-insurers. 


Speakers Announced for 
Mass. Agents’ Convention 


The Massachusetts Association of In- 
surance Agents will hold its 6lst annual 
meeting October 18-19 at the Sheraton 
Plaza in Boston. Speakers will include 
John A. North, president of the Phoenix 
Insurance Co. of Hartford; Francis W. 
Phelan, president of the Massachusetts 
Association; William N. Woodland, sec- 
retary, Mutual Fire Insurance Associa- 
tion of New England; Harold G. Evans, 
president, American Casualty of Reading, 
Pa., and G. Carleton McMurtry of Fran- 
cis H. Curtin Insurance Agency, Inc., of 
Cambridge on problems of management 
and expense control. 


Merlin J. Ladd Elected Chr. 


Of Ins. Producers Conference 

A number of troublesome problems 
confronting the insurance industry and 
the insuring public today as well as some 
that are likely to confront them in the 
near future were the subject of prelim- 
inary discussions by the National Insur- 
ance Producers Conference at its first 
formal meeting in New York City last 
week. At that time the conference 
elected as its chairman for the first year 
Merlin J. Ladd of Boston, and Barclay 
Shaw was appointed secretary for the 
same period 

Among the items on the agenda for 
the first meeting were: 

1. Need for radioactive contamination 
coverage for homeowners and small busi- 
ness establishments. 

2. New. new homeowners filing. 

3. Various problems in the automobile 
insurance field. 

4. Present and future insurance prob- 
lems resulting from sonic boom. 

5. Desirability of aggrieved party sta- 
tus to the agent and broker under the 
rating laws. 

6. Automobile assigned risk plans. 

7. Tax on commission on producer’s 
personal insurance. 

8. Proposed NAIC Non-Admitted In- 
surers Act. 

It was decided that the next meeting 
of the NIPC would be held during the 
midyear meeting of the National Asso- 
ciation of Insurance Commissioners com- 
mencing next November 28 and_ that 
future conference meetings would be 
held approximately every two months to 
discuss and act upon matters placed upon 
the agenda. 

The conference was organized a num- 
ber of months ago by three national 
agent and broker associations as a prac- 
tical means of communication between 
national producer organizations and 
other industry organizations as well as 
Federal and state officials and agencies. 


North Carolina Agents’ 
Ins. Information Center 


A public relations program, including 
establishment of an Insurance Informa- 
tion Center, has been launched by the 
North Carolina Association of Insurance 
Agents, Announcement of the program 
and center is made by Ike A. Jones of 
Charlotte, president of the association. 

Mr. Jones also announces that Carlton 
Thomas, former North Carolina news- 
paperman who was editor of the “Ameri- 
can Agency Bulletin,” publication of the 
National Association of Insurance 
Agents, has been employed as director 
of public relations to head-up the pro- 
gram. S. G. Otstot is executive vice 
president of the North Carolina Asso- 
iation and Richard S. Brantley execu- 
tive secretary. 

“In establishing an Insurance Informa- 
tion Center in Raleigh we hope the news 
media of our state, (press, radio and 
television) will use its services in seek- 
ing to give their readers and listening 
audience a clearer picture of insurance,” 
Mr. Jones said. “We also hope to give to 
the media a continuing, factual report 
on trends and changes in insurance in 
North Carolina.” 
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Rogers Heads Mich. Agents 


F. Loren Rogers of Ontonagon is the 
new president of the Michigan Associa- 
tion of Insurance Agents, succeeding 
William T. Dobson, Ann Arbor. New 
officers were elected at the 62nd annual 
convention at Grand Rapids. Others 
chosen to state office were: vice presi- 
dent, Stuart W. Doty, Grand Ledge, and 
treasurer, Robert S. Lapham, Dearborn. 
W. O. Hildebrand, Lansing, is the long- 
time secretary-manager. 


It was disclosed that the association 


has reached a new high point in mem- 
bership, totaling 1,120 independent agen- 
cies, : ‘ 
A report was made on a survey’of in- 
pendent agency costs revealing that aver- 
age agency profit stands at about 2.9%. 
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Ex-New Jersey Fieldmen’s Assn. 
Annual-Dinner Meeting October 24 


Members of the Ex-New Jersey Field- 
men’s Association will hold their, eighth 
annual dinner and meeting on Monday, 
October 24, at the Gramercy Park Hotel 


in New York City, where such yearly 
good-fellowship gatherings have been 
held for years. A large reunion of 


former state and special agents in the 
Garden State is expected to be on hand. 
Richard C. Williams, Hanover, is presi- 
dent, with Waiter D. Sheldon. America 
Fore Loyalty Group, vice president; 
Paul V. Hartelius, America Fore Loy- 
alty, secretary, and Joseph H. Wilson, 
Home, treasurer. 

Organization meeting of the Ex-New 
Jersey Fieldmen’s Association was held 
in New York City April 13, 1953, at 
which time the following officers and 
executive committee members were 
elected: Harry W. Kohler, presiden‘; 
Joseph Sorge, vice president; S. Gage 
Lewis, secretary. and F. W. Mallalieu, 
Ir., treasurer. All are still active in the 
association. On the first executive com- 
mittee were Samuel A. Mehorter, Wil- 


NFPA FALL CONFERENCE 


Several Hundred Experts Will Attend 
Sessions at Deshler Hilton, Colum- 


bus, Ohio, Nov. 14-16 

Several hundred fire safety 
from the United States and Canada will 
meet in Columbus, Ohio, at the forth- 


experts 


coming annual Fall Conference of the 
National Fire Protection Association. 
The conference, to be held November 


14-16 at the Deshler Hilton Hotel, will 
cover topics school 
hospital fire safety to industrial protec- 
tion and disaster planning. 

One session will be devoted to such 
fire department questions as equipment 
developments, manpower problems and 
public education techniques. Officials of 
the international non-profit fire safety 
organization, including Loren 5S. Bush 
of San Francisco, president, and T. 
Seddon Duke of Philadelphia, board 
chairman, will open the conference with 
a report on trends in fire protection. 

INFPA General Manager Percy Bug- 
bee will describe current action to meet 
the problem of heavy annual losses of 
lives and property in fires. Morning 
and afternoon sessions of the three-day 
conference, which is open to both mem- 
bers and non-members of the associa- 
tion, will treat a wide variety of other 
subjects in the fire prevention and pro- 
tection ‘fields, 

Among them will be fire and electrical 
safety in mobile homes and _ trailer 
camps, organizing industrial fire protec- 
tion, flammable liquid storage and han- 
dling, rural fire protection, lumberyard 
fire problems, mutual aid plans and the 
production and transportation of flam- 
mable gases. 

Arrangements for the conference are 
being handled by a sponsoring commit- 
tee made up of Ohio members of the 
National Fire Protection Association. 
Chairman is Carl J. Setzer of the Ohio 
Inspection Bureau of Columbus. with 
Ohio State Fire Marshal Wilson M. Mc- 
Laughlin serving as co-chairman. 


ranging from and 





MARYLAND AGENTS TO MEET 


The Maryland Association of Insur- 
ance Agents has scheduled its 24th an- 
nual meeting on October 16-18 at the 
Emerson Hotel in Baltimore. Speakers 
will include Frederick W. Doremus, Inter- 


Regional; Maurice G. Herndon, Wash- 
ington representative of the National 
Association; Addison Roberts, Reliance 


Insurance Co, Truman D. Green, Jr., 
Agriculture; Boyd Bruce, Phoenix-Con- 
necticut Group, and W. D. Salladin, Lon- 
don Facilities, Ltd. 


liam T. Murphy and Samue! H. Reiter. 


Membership in this fire association 
falls into three classes, charter, regular 


and honorary. All memberships are per- 
sonal. Charter members were present or 
past salaried employes of capital stock 
fire insurance companies, or closely af- 
filiated and supported organizations who 
were in the past engaged in field duties 
in New Jersey. Regular members are 
those who applied after date of organiza- 
tion, with the same qualifications. Hon- 
orary membership is accorded members 
who, in unanimous opinion of the execu- 
tive committee and members present at 
a regular meeting, are “deemed to have 
served the association or the insurance 
business with unusual distinction.” 

The association now welcomes applica- 
tions for membership from former New 
Jersey fieldmen who wish to perpetuate 
their associations in the Garden State 
and to make new friends from that area. 
The dinner-meetings are excellent af- 
fairs, splendid opportunity for an even- 
ing of jollification and comradeship. 


N. C. Rejects New Rate 


Level Adjustment Plan 

Charles F. Gold, North Carolina Com- 
missioner, has rejected a filing made by 
the North Carolina Fire Insurance Rat- 
ing Bureau requesting approval for a 
new rate level adjustment procedure to 
be used in establishing rates for fire and 
allied lines. 

This filing varied slightly from a sim- 
ilar filing heard last December, the 
principal difference being in the method 
of computing the rate level 
adjustment to current rate 
The new procedure 
provided for the use of actual earned 
premiums instead of using factors to con- 
vert written premiums to 
miums. It was the same as a filing 
heard last year in that the proposed 
rating formula would use six years in- 
stead of five. 

Under the 


and 
fac- 
have 


index 
level 


tors. would 


earned pre- 


three 
counted 


proposal, the first 
years’ experience would have 
at 10%, the fourth year at 15%, the fifth 
year at 25% and the sixth at 30%. In 
addition to loss experience, an expense 
factor would have been used which took 
into consideration the customary operat- 
ing costs such as taxes, commissions, 
bureaus and loss adjustment costs. A 
similar filing heard last year was not 
adopted. 





Home Office Expansion 
By London & Lancashire 


The London & Lancashire Group has 
completed a modernization and expan- 
sion program for its administrative of- 
fices in Hartford. The program included 
extensive remodeling of existing facilities 
and the addition of 22,000 square feet 
of office space. Complete air condition- 
ing, additional elevator equipment, and 
enlarged cafeteria facilities have been 
incorporated into the modernized offices. 





MILLER HEADS FUND DRIVE 

Jerome S. Miller, of Kalvin, Miller, 
Meyer & Sachs, N. Y., has accepted chair- 
manship of the general insurance in- 
dustry’s 1960 campaign for the Federa- 
tion of Jewish Philanthropies. Serving 
as associate chairman of the general in- 
surance division of the humanitarian 
network of 116 agencies is Frank Spi- 
talny of the Whitehill Agency, Inc. Both 
he and Chairman Miller are veteran phil- 
anthropic leaders in the insurance field. 


Loss Adjusters, I.I.I. Plan 
Cooperative P. R. Program 


Groundwork for establishing liaison 
and cooperation between loss adjusting 
organizations and the Insurance Infor- 
mation Institute was laid at a meeting 
here last week. 

The public relations aspects of insur- 
ance claims were discussed by repre- 
sentatives of the I.I.I., Association of 
Casualty & Surety Companies, General 
Adjustment Bureau, Loss Executives As- 
sociation, National Association of Inde- 
pendent Insurance Adjusters, National 
Board of Fire Underwriters and Under- 
writers Adjusting Co. 

Roland H. Lange, president of LI.1., 
said the public’s opinion of insurance 
rests in large part on the attitude of per- 
sons who have or believe they have suf- 
fered a loss covered by insurance. 

“Many insurance buyers, unfortunate- 
ly, believe the ‘merchandise’ they have 
bought is delivered only in the form of 
a claim settlement check,” said Mr. 
Lange, who is assistant to the president 
and vice president of Hartford Fire. 

“They lose sight of the fact that the in- 
surance business performs fully by pro- 
viding protection during the term of the 
policy contract. At best, adjusters are 
dealing with persons who are in a dis- 
tressed frame of mind, and to do their 
job properly they must be masters of 
both public relations and insurance con- 
tracts.” 





Vote to Admit Multiple 
Line Field Men to Assn. 


Revisions of the Kansas Capital Stock 
Insurance Association’s constitution and 
by-laws to provide for eligibility of mul- 
tiple line field men were voted at the 
fall meeting held in Topeka this week. 

Prior to revision of eligibility rules, 
membership of the association was 
limited to field men concerned primarily 
with production of fire insurance busi- 
ness. 

Officers of the organization are: 
L. Redelfs, president, 
Co.), Wichita; 


Max 
(Home Insurance 
Walter W. Sukow, 


vice 
president, (Travelers Indemnity). Kan- 
sas City, and Robert J. Rice, secre‘ary- 


treasurer, (Continental-National). 
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Fiennes s: and Munroe 
Advanced by Hartford 


Appointment of John M. Thomas, Jr., 
as underwriting superintendent of the 
Hartford Fire’s Eastern department’ is 
announced. He will be succeeded as 
agency superintendent by William G. 
Munroe, formerly a special agent at 
Harrisburg, F2: 

Mr. Thomas joined Hartford Fire in 
1952 as a special agent in Philadelphia 
and for several years was special agent 
in charge of the company’s Maryland- 
Washington, D. C. territory. He joined 
the Eastern department staff in Hartford 
last year. A Chicago native, he was 
graduated from Amherst College in 1941 

Mr. Munroe has been with Hartford 
Fire at Harrisburg since 1951. He pre- 
viously worked for another company as 
a special agent, and with an insurance 
agency in Arlington, Va. He attended 
Bucknell University. 





Johnson Vice President 
Of Aviation Employees 


Arnold H. Johnson has been elected a 
vice president of Aviation Employees 
Insurance Co., a subsidiary of Aviation 
Employees Corporation of Maryland. 
Mr. Johnson had resigned as exectitive 
vice president and director of American 
Mercury Insurance Co. He had been as- 
sociated with American Mercury from 
its organization in 1949 and served as 
executive vice president from May, 1952. 

Prior to his association with American 
Mercury, Mr. Johnson had been in 
charge of the Washington, D. C. offices 
of U. S. Aviation Underwriters, 


super- 
vising activities in Pennsylvania, Mary- 
land, Delaware, Virginia and West Vir- 


ginia. 

Aviation E mployees is the multiple line 
subsidiary of the Aviation Employees 
Group and will offer homeowners’ poli- 
cies, automobile and aircraft fire, theft 
and liability insurance. 





WILLIAM W. HEPPELL DIES 

William W. Heppell, 
ance agent and civic leader at Dunkirk, 
N. Y. for years, died recently in 
Brooks Memorial Hospital. He was a 
member of the former Dunkirk board 
of trade and its successor. 


a retired insur- 


Cristy and Shea Elected VPs paren Siders hile 


STEVENS L. SHEA 

Two insurance men have been elected 
to key executive posts in American Man- 
agement ‘Association—Stevens L. Shea, 
vice president, data Ameri- 
can of Newark, is president in 
charge of AMA’s administrative serv- 
ices division, and he will head a 24-man 
planning council of executives who serve 
AMA ona voluntary basis. 


processing, 
vice 





C. W. Lininger 


JAMES C. CRISTY 


The other executive is James C. Cristy, 
insurance manager, The Upjohn Co., Kal- 
Mich., who 


amazoo, was named vice 
president in charge of AMA’s insurance 
division. He will head a 2l-man plan- 


ning council of executives in this field 
of activity and they also will serve AMA 


on a voluntary basis. 
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Atomic Study Group Reports 


Lloyd’s 


\. B. Stewart, Underwriters 
Association in London, reported on the 
work of the atomic study group to the 
conference of the International Union 
of Marine Insurance in Washington 
recently. With Mr. Stewart on the 
committee were Robert Meier, Switzer- 
land; P. Gaston-Breton, France, and 
K. F. von Schlayer, Germany. R. R. 
Dwelly of Insurance Company of North 
America in New York has since joined 
the committee. The report covering in- 
surance of hulls, ordinary cargoes, fis- 


sionable cargoes and liabilities apper- 
taining to both nuclear hulls and fis- 
sion able cargoes follows in part: 


“It is our view that it will be a num- 
ber of years before a nuclear ship is a 
practical and economic proposition. It is 
true that we already have the ‘Savannah,’ 
but there is no 


pretence that she can 
be run economically in the ordinary 
sense of the word. In any case, we un- 
derstand there is no question of insur- 


ance 
New Experimental Ships 

“During the next year or two there 
may be some trial or experimental ships. 
Here, too, these do not have to be eco- 
nomic. We hear of such ventures in 
Germany, Scandinavia, France, and Hol- 
land, and possibly in other countries. 
In these cases, there may be a call for 
insurance, and the group sees no reason 
why insurance cover should not be pro- 
vided by the market in the normal fash- 
ion, and with the full nuclear risk in- 
cluded. 

“There is another hull problem—insur- 
ance of all vessels, nuclear or conven- 
tional, against damage from a nuclear 
reactor or installation, The method of 
dealing with this varies from country 
to country by reason of the different 
policy wordings. For example, in some 
countries nothing has needed to be done, 
because such damage is already covered, 
the policies being all risks. 

“On the other hand, as you already 
know, in the British market, the Insti- 
tute Time Clauses only cover ‘perils of 


the sea’ except for such additional risks 
as are included by means of the Inch- 
maree Clause. The British market, 


therefore, had to meet the problem by 
the following addition to the Inchmaree 


Clause: ‘This insurance also specially 
to cover loss of or damage to the 
*subject matter insured directly caused 


by’ and here is the addition ‘breakdown 
of or accident to nuclear installations or 
reactors on shipboard or elsewhere.’ 

“Underwriters in the U. S. similarly 
had to add words to cover the new risk, 
but they did not go quite so far as the 
British underwriters, restricting the 
extra cover to damage from nuclear in- 
stallations not on the vessel itself. Thus 
damage to a nuclear ship from its own 
reactor is not included, This does not 
imply that when the necessity arises 
such cover is not going to be given. 
When there is a nuclear ship to insure, 
there is no doubt that the matter will 
be dealt with. 

“As regards the French market ten 
years ago a nuclear exclusion clause was 
put in all insurances. In January, 1960, 
however, they added words similar to 
those of the Americans. No doubt, they, 
too, will deal with nuclear damage to 


the nuclear ship itself from its own 
reactor when the time comes. 
Different Types of Cargoes 
“As regards ordinary cargoes, in all, 


or practically all countries, nothing has 
needed to be done, because most cargo 
wordings give all risks cover, 

‘As regards fissionable cargoes these 
have presented no problem, and they 
are freely insured. Many thousands of 
consignments of isotopes of varying 
natures have been sent from place to 


place, and as far as we have heard 
nothing untoward has happened. Most 
of these risks are no greater than nor- 
mal cargo risks, especially as meticulous 
care is taken in packing, handling and 
carriage. The risk varies considerably 
with different substances. Isotopes and 
medicinal products are very well pro- 
tected, and cannot come to much harm. 

“With irradiated fuel, the risk is per- 
haps somewhat greater, but in this case, 
the protection is usually exceptionally 
heavy and thorough, so reducing the 
risk. Many such risks have been cov- 
ered, or quoted for, in the marine insur- 
ance market. So it will be seen that 
the marine insurance market is finding 
no difficulty in handling these relatively 
new risks, and it is, we think an indi- 
cation that the marine insurance market 
will not fail when it is faced with in- 
suring nuclear vessels. 

Liabilities 

“As regards liabilities we enter into 
an unknown field, because laws govern- 
ing the liability have still not been 
drawn up. Underwriters would be wise, 
therefore, not to go into these matters 
in too great detail, but instead, just 
keep a watchful eye, leaving the final 
decisions as to how to give cover to the 
time when they really know what the 
problem is, and what exactly is required. 

“For example there are various Draft 
Conventions—one drawn up by the 
O.E.E.C., another by the International 
Atomic Energy Agency, and—in this 
case as regards hulls—one by the Comite 
Maritime International. The first two 
have as their chief concern the shore 
installations, but they also embrace the 
shipment of irradiated fuel, and it is 
only with this small section that we 
marine underwriters are particularly 
concerned 

“Where as the O.E.E.C. is comprised 
of delegates from about 17 European 
countries, the International Atomic En- 
ergy Agency has representatives from 
countries in the Western Hemisphere, 
also Russia, India, etc. There have been 
frequent changes in the draft wordings 
of these conventions. or example, there 
have been varying suggestions as to 
how the limit of liability is to apply; 
one of the latest suggestions being that 
for irradiated fuel the amount stated 
should be the limit for “any one voy- 
age.” This, of course, would make the 
task of the Underwriter easier, because 
he knows that whatever happens during 
the voyage, this is the maximum amount 
he have to pay. 

“We hear that the O.E.E.C. Conven- 
tion has been signed or approved by all 
member nations, some, however, with 
reservations. Signing or approving with 
reservations is not ratification. In the 
O.E.E.C. draft the limits for third party 
coverages are set at a minimum of 5,- 
000,000 European Monetary Agreement 
Units and a maximum of 15,000,000, but 
governments can (and no doubt will in 
some cases) give guarantees above this. 


£5,000,000 Within Scope of Marine 


Market 


“At the time of writing, members of 
the group feel that this figure of £5,000,- 
600 should be well within the scope of 
the marine insurance markets of the 
world. 

“We thought it might be of interest, 
however, to refer to the draft conven- 
tion drawn up by the Comite Maritime 
International at Rijeka in September, 
1959. We have chosen this one, because, 
unlike the others, it deals with the lia- 
bility of operators of nuclear ships, and 
so the whole of it concerns us marine 
underwriters. 

“Since draftiug this report there have 


Canadian Adjusters Aid 


On Hurricane Claims 
Canadian-United States relations were 
bolstered by a new joint effort when a 
contingent of 27 Canadian insurance ad- 
justers took off in groups and in pairs 
from Dorval Airport to assist in Hurri- 
cane Donna claim settlement work in the 


areas surrounding Fort Myers, Fla., and 
Norfolk, Va. 
Charles N. Turner, general manager 


of Underwriters’ Adjustment Bureau, re- 
oe an urgent appeal from B. N. But- 
ler, New York, president of General Ad- 
justment Bureau Inc., asking for per- 
sonnel to help in the adjusting of tens 
of thousands of insurance claims in the 
various areas hit by the hurricane. Fol- 
lowing hasty telephone consultations by 
Mr. Turner with his divisional managers 
across Canada, the first men left Mont- 
real within 48 hours. Representation of 
the departing personnel included: New- 
foundland, four; Nova Scotia, two; Que- 
bec, nine; Ontario, seven; Manitoba, 
two; and Saskatchewan, three. 


Prof. Hall Educational 
Consultant for Adjusters 


The National Association of Indepen- 
dent Insurance Adjusters announces that 
it has contracted with Professor John 
W. Hall, Georgia State College of Busi- 
ness Administration, Atlanta, Ga., to act 
as consultant and coordinator of its pre- 
viously announced educational program. 

Professor Hall was born in Manhattan, 
Kan., and graduated with a B.S. Degree 
in Economics from Kansas State College 
in 1950. He obtained his Masters Degree 
in Economics at the Wharton School of 
Finance and Commerce, University of 
Pennsylvania in 1952 and his Ph.D. from 
the same university in June 1960. Prof. 
Hall formerly taught at the University 
of Kansas in 1952-54 and while there, 
developed the first comprehensive insur- 
ance education program. He has been 
attached to the Georgia State College 
since 1956 and from that time he has 
also taught ail parts of the Insurance 
Institute of America’s review classes. In 
1957 he began teaching Parts I & II of 
the CPCU review classes. 

Mr. Hall is the executive director of 
the Insurance Library Association of 
Atlanta and has received both a Scholar- 
ship and a Fellowship from the S. S. 
Huebner Foundation. He is a Chartered 
Life Underwriter; member, American 
Association of University Teachers of 
Insurance and an _ honorary member, 
American Society of Insurance Manage- 


TIRB on Inland, 


The executive committee of the Trans- 
portation Insurance Rating Bureau has 
reviewed the experience under the in- 
land marine and Homeowners filings 
which have been made by TIRB. 

E. N. Harriman, 
Liberty Mutual Fire 
the TIRB executive committee, in a 
statement prepared for the meeting, 
called attention to a reduction of almost 
three points in the ratio for inland ma- 
rine premiums written to losses paid in 
1959. The ratio of losses paid to inland 
marine premiums written for all TIRB 
companies was 41.5% on a total pre- 
mium volume of almost $25,000,000. 

The boats and outboard motors class 
has become the largest premium class 
for TIRB companies, with personal 
jewelry a close second. The impact of 


vice president of 
and chairman of 





been further international meetings con- 
cerning hull liabilities. Among other 
matters discussed were the figure of the 
limit and the definition of a nuclear in- 
cident. I understand, there was com- 
plete lack of agreement on each of these 
important points. This illustrates the 
futility of underwriters making decisions 
or detailed plans before it has even 
been decided what their shipowner 
clients’ needs will be.” 





Wm. H. McGee 
& Co., Inc. 
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St. Paul Hurricane Loss 

Three St. Paul Fire and Marine dis- 
aster crews, along with some 60 local 
company adjusters, are on the scene up 
and down the Atlantic seaboard settling 
some 6,000 St. Paul claims resulting from 
Hurricane Donna. Preliminary estimates 
according to company loss and under- 
writing officials show the St. Paul’s share 
of the property losses, caused by the $1 
billion storm, is around $1 million. 

— Paul was hardest hit in the Tampa, 

; Wilmington, N. C.; Norfolk, Va.; 

New York City and Boston areas. Two 
crews are in the Tampa area and a third 
crew in the Wilmington-Morehead City, 
N. C. area. 








Moorhead Marine Mgr. 
For Maryland Casualty 


William W. Moorhead has been ap- 
pointed manager of the marine depart- 
ment of Maryland Casualty. For several 
years he had been assistant manager of 
the department and prior to going with 
the Maryland had wide experience in 
the marine insurance field. He succeeds 
Ernest E. Alderman, who has left the 
company. 


ment. Having ecnnalinelt Parts I and II 
of the CPCU examinations, Prof. Hall 
is a member of the national grading 
panel for both CPCU and CLU examina- 
tions. 





Homeowners Risks 


the Homeowners policies appears to 
have resulted in a substantial reduction 
in writings of the personal property 
floater. However, the premium writ.ngs 
for personal jewelry and furs have in- 
creased substantially, apparently the 
result of increased scheduling of these 
items on Homeowners policies. 

Homeowners premiums written by T- 
IRB companies increased to $116,000,- 
000 in 1959 which is more than a 50% 
increase over 1958 premiums. While final 
figures were not yet available for re- 
view by the TIRB executive committee, 
it appeared that the loss ratio had not 
changed substantially over that experi- 
enced in previous years, although pre- 
liminary unofficial reports indicate that 
the experience developing under the 
1959 Homeowners program is about ten 
points higher than under the previous 
filings. 


CUNNINGHAM PHOENIX SPECIAL 
James C. Cunningham has been ap- 
pointed special agent for the Phoenix 
of Hartford Insurance Companies 1 
North Carolina. He was graduated from 
Dartmouth College where he majore 
in business administration. He has had 
previous experience as a local agent an 
as a casualty and bonding special agent. 
Headquarters are in Raleigh. 
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Survey In N. Y.State Confirms Opinion 
That AR Motorists ‘Are Poor Drivers’ 


People who end up in an assigned risk 
insurance plan are there primarily be- 
cause of a poor driving record, 

This was one of a number of generally 
accepted opinions confirmed by a re- 
cent survey and study of the New York 
state assigned risk plan population. 

The study, directed by Dr. Thomas J. 
Luck, executive assistant for State Farm 
Mutual Automobile Insurance Co., was 
conducted by an NAII subcommittee 
composed of eight members. It is the 
first thorough study of the type of driver 
embodied in the assigned risk plan ever 
attempted by the insurance industry. 

Samplings were taken from an esti- 
mated 492,000 to 510,000 members of the 
assigned risk plan in New York state 
where the plan population shot up 57% 
1958 to 1959, 

Of the total assigned risk group, 73.8% 
were drivers from 25 to 70 years of age. 
Of these, 93.6% were assigned risks be- 
cause of 


from 


poor driving records, prin- 
cipally high accident frequency or traffic 
convictions. This age group had 78.6% 
of the reported accidents among all 
assigned risks and 80.6% of the con- 
victions. 


Only 14.2% Under 25 Had Accidents 


Drivers under 25 years of age com- 
prised 19.8% of assigned risk population. 
This group’s driving record indicated 
that they had only 14.2% of the re- 
ported accidents in the entire assigned 
tisk plan and 17.8% of the convictions. 

Annual premium for members in the 
assigned risk plan had a wide variance. 
A total of 22.6% paid less than $100 a 
year for insurance. That figure rose to 
$000, which one assigned risk paid for 
coverage. The bulk of the members 
(874%) fall into the higher-rated class- 
ifications—over $100 annually. Within 
the plan there were two divisions—the 
surcharge, or higher-risk, member and 
the no-surcharge, or so-called “clean 
risk.” 

Manufacturing employes constituted 
the largest occupational group in the 
assigned risk plan (268%). Almost 
half (12.8%) of this group were in the 
surcharge (higher risk) classification and 
a large part of this group (comprising 
79% of the total plan) had experienced 
one or more accidents. This group also 
contributed 7% of the total reported 
assigned risk plan convictions. 


Almost Half of Transportation Group 
Surcharged 


Another large occupational group, 
10.2% of the total, was the communi- 
cations, transportation and utilities class- 
ification. Almost one-half, (47.3%) of 
that occupational group was subject to 
surcharges. This was supported by the 
fact that 32.8% of this group had more 
than one conviction, and 31.3% had been 
mvolved in one or more accidents. 

Only 306% of the youthful group 
(under 25) are classed in the higher- 
tisk, or surcharge class, as compared to 
of the drivers between the ages 
of 25 and 70. There was a strong indi- 
tation that youthful drivers are in the 
signed risk pool “solely because of 
ge, for although they are almost 20% 
% the assigned risk groups, they have 


had only 14.2% of the 
17.8% of the convictions. 

Over-70 drivers formed only 5.7% of 
the plan population. They contributed 
5.7% of the accidents and 1.6% of the 
convictions. It seems apparent that quite 
a few are in the plan because of age— 
only 4.5% of the total surcharged group 
are over 70. 

Members of the NAII assigned risk 
subcommittee who participated in the 
survey and study included: Dr. T. J. 
Luck, State Farm Mutual, chairman; N. 
E. Biler, Nationwide; R. A. Bloomsburg, 
General Mutual; Carl Harber, Atlantic 
National; F. A. Holderman, Zurich; A. 
E. Kraus, Government Employees Insur- 
ance Co.; C. H. Robuck, Jr., assistant 
secretary, NAII; and J. H. Walgren, 
Allstate. ; 


accidents and 





W. J. DALY’S 40TH MILESTONE 
William J. Daly, court bond solicitor 
in the New York office of United States 
F, & G., was entertained at luncheon 
last week by William Keller, superin- 
tendent of agencies in that office, on 
occasion of his 40th anniversary with 
the company. His intimate friends in 
the company presented him with a trav- 
eling bag. 


Speakers and Agenda 
Set for NAII Meet 


WILL BE HELD IN ST. LOUIS 


Meeting Scheduled for Oct. 31- Nov. 3 
Already Shows Heavy Registration; 
Sen. Kefauver to Speak 





Pros and cons of auto compensation 
systems, cancellations, and accident pre- 
vention will be on the list of topics con- 
sidered by delegates to the annual meet- 
ing of the National Association of Inde- 
pendent Insurers, Vestal Lemmon, NA- 
Il general manager, announced. 

The meeting is scheduled for October 
31 to November 3 at the Chase Park 
Plaza Hotel in St. Louis. The first day 
will be devoted to meetings of NAII’s 
various standing committees, Mr. Lem- 
mon said, with the program proper be- 
ginning at 10 a.m., Tuesday, November 


Among the headliners who will appear 
on the program are Senator Estes Ke- 
fauver; Charles B. Shuman, president, 
American Farm Bureau’ Federation; 
Commissioner Sam Beery of Colorado, 
president of the National Association of 
Insurance Commissioners; Missouri 
Superintendent of Insurance, C. Law- 
rence Leggett; Ben D. Cooke, chairman 
of B. D. Cooke and Partners Limited of 
London and president of Agency Man- 
agers Limited of New York; and Gov- 
ernor Howard Pyle, president of the 
Natonal Safety Council. 

While some details of the final pro- 
gram remain to be worked out, Mr. Lem- 
mon said advance registrations indicate 
an attendance of some 800 to 900 persons 
including a goodly number of state In- 
surance Commissioners and Department 
personnel. 
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DOWN TOWN GLEE CLUB ACTIVE 





N. Y. Group With Many Insurance 
Members Opens Fall Season; Holding 
Voice Trials; K. C. Edgar V.P. 
The Down Town Glee Club of New 
York is opening its 34th season this 
fall and its many businessmen members, 
including prominent insurance execu- 
tives, are delighted that concerts will con- 
tinue to be held at Carnegie Hall, N. Y. 
The Christmas concert is set for -Dé- 

cember 16, 

Now in the midst of a membership 

drive, the club is holding voice trials 
each Wednesday evening at 74 Trinity 
Place, N. Y. Those interested in joining 
the organization should contact Arthur 
J. Hand, public relations director and 
historian, at HAnover 2-9700, 
_ Kenneth C. Edgar, assistant manager 
in the New York office of United States 
F. & G,, is this season’s vice president 
of the Down Town Glee Club. 





Says Majority of Motorists 


Favor Safe Driver Ins. Plan 


“The enthusiastic public response to 
the introduction of the safe driver in- 
surance plan in various states clearly in- 
dicates that the great majority of motor- 
ists want their automobile insurance 
premiums to reflect their driving record,” 
Clayton G. Smith, senior assistant man- 
ager of the automobile division of the 
National Bureau of Casualty Underwrit- 
ers, said in addressing an all-industry 
luncheon for insurance men of the Rocky 
Mountain area in and around Denver. 

Mr. Smith pointed out that a safe 
driver insurance plan, with a special auto- 
mobile policy, will become effective in 
Colorado on October 1. 

“Colorado is the 14th state to have 
available the safe driver insurance plan 
developed by the NBCU and NAUA,” 
Mr. Smith said. “These organizations 
are introducing it in Colorado on be- 
half of their 200 affiliated companies 
doing business in the state. As in other 
states, it is being introduced in Colorado 
together with a special ‘package’ auto- 
mobile policy combining liability, col- 
lision, comprehensive and other insur- 
ance coverages at a premium saving 
under the cost of comparable coverages 
if bought separately. Most motorists 
taking the new .policy will save up to 
15%.” 

Of the Colorado motorists insured by 
companies affiliated with the two rating 
organizations more than.75%—those with 
clear driving records—will come in for 
savings under the safe driver plan. 





‘Lie Detector’ Talk Given by 
Arther, Polygraph Creator 


Richard O. Arther, director of Scien- 
tific Lie Detection, Inc., New York, was 
the guest speaker at the monthly meet- 
ing of the Down Town Glee Club, New 
York, September 2]. His subject was 
“Business Use of the ‘Lie Detector.” In 
a well received talk to its members, many 
of whom are insurance men, Mr. Arther 
told the “real truth” about the lie detec- 
tor and its use by insurance companies 
and other industries. He was introduced 
by Arthur J. Hand, public relations di 
rector and historian of the Down Town 
Glee Club, who has been connected with 
United States F. & G. for the past 45 
vears. He is superintendent of its fidel- 
ity bond development in the N. Y. office. 

Mr. Arther’s career in the polygraph 
science was highspotted at the meeting. 
After graduating with honors from Mich- 
igan State University, majoring in police 
administration, he obtained an MA de- 
gree in psychology from Teachers Col- 
lege, Columbia University. In 1953 he 
established New York City’s first full- 
time polygraph ‘laboratory, The Poly- 
graph is extensively used throughout the 
country. 

Mr. Arther’s affiliations include: mem- 
ber of the graduate School of Public 
Administration staff, New York Univer- 
sity; Police Science staff at Brooklyn 
College; chief instructor of the National 
Training Center of Lie Detection; senior 
author of the volume, “Interrogation: for 
Investigators.” 
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Isaacs Presents New Program to 


Eliminate AR Underwriting Burden 


In our September 23 edition, Edgar E. Isaacs, vice president of the Atlantic Com- 
panies, presented a new industrywide program to reduce and ultimately eliminate the 
underwriting burden that has long existed in connection with substandard automobile 


risks. 


In essence, Mr. Isaacs’ plan is an underwriting pool functioning on the reinsurance 
principle for the utilisation of existing production, underwriting, and claim facilities 
maintained by insurers through each state. ‘He contemplates “a separate pool per state 
founded upon statutory authority with the requirement that every msurer licensed to do 
an automobile insurance business in the state must participate in the pool as a condition 
precedent to it doing an automobile business there.” 


Last week Mr. Isaacs explained in detail how such a pool would function. This 
week in the concluding section of his paper he weighs its chances for success or failure 


in ihe auto insurance market. 


PART II 

Now I am probably walking squarely 
into the lion’s den in next advancing the 
suggestion that policyholders whose risks 
are to be reinsured in the pool be ac- 
corded the privilege of buying limits of 
liability according to their choice. The 
refusal of companies to write more than 
$10 /20,000 bodily injury and $5,000 prop- 
erty damage in behalf of an assigned 
risk has been another very sore point 
with many such policyholders. 

Most underwriters are 
sympathetic to their pleas and recognize 
that in the case of many elderly as- 
signed risk policyholders that $10/20,000 
bodily injury and $5,000 property damage 
is little better than no protection at all. 
Many of these people have planned and 
saved for years in order to build a nest 


personally 


egg toward their retirement and they are 
justifiably resentful of their entire life’s 
savings being placed in jeopardy by what 
they consider a capricious underwriter’s 
refusal to afford them the protection 
that they need and are willing to pay for. 


Must Properly Price Product 


The plain facts are, however, that as 
long as the present system prevails the 
higher the limits of liability granted by 
the underwriter, the greater will be his 
already exorbitant underwriting loss; 
this for the reason that the factors con- 
tained in the standard manual increased 
limits table are totally inadequate for 
the extra hazardous class of risk in- 
volved and the inequity is compounded 
by the application of those factors to in- 
sufficient basic rates. 

In spite of my avowed sympathy for 
the customers’ viewpoint, prudent busi- 
ness judgment dictates that I fully sup- 
port our industry’s reluctance to grant 
higher than minimum limits of coverage. 
After all, the record clearly proves that 
the companies are losing millions under 
the present system of rates and amounts 
of coverage and it would be the height 
of folly for any business man to throw 
good money after bad under the cir- 
cumstances that presently prevail. 

The fundamental consideration here, it 
seems to me, is one of properiy pricing 
our product. You will recall that in re- 
lating my experience with my son’s in- 
surance that we purchased limits which 
we felt were needed and paid $135 extra 
premium therefor. You may also have 
noted that this change was in excess 
of the total premium for underlying $10/ 
20,000 bodi'y injury and $5,000 property 
damage, but I view this as purely a mat- 
ter of supply and demand. There are 
several excess markets willing to afford 
high limits of liability protection if they 
can obtain what they consider an ade- 
quate premium therefor.*** 

As intimated earlier, I see no reason 
why the companies would not be willing 
to provide their policyholders with ade- 
quate limits of protection if they can 
obtain a fair premium for the coverage 
extended. A special increased limits table 
carrying factors between 300% and 400% 
higher than the conventional table would 
seem to be needed. 

1 hope that by this time I have c'early 


established the point that insurance com- 
missioners have a clear responsibility 
to grant the companies an underwriting 
plan and premium level for undesirable 
automobile business that is other than 
confiscatory. After all, people know in 
the solitude of their own minds whether 
or not they are sub-standard risks and 
if they cannot obtain automobile insur- 
ance in the free market place, they 
should be prepared to pay a substanti- 
ally higher premium for protection 
through a pool. 

Sub-normal risks for life insurance 
seem willing to do so and for that matter 
the present industry 6 class automobile 
rating plan takes cognizance of the dif- 
ference in exposure between automobile 
risks. Why not a seventh classification 
for those insureds who are unable to 
obtain automobile insurance in the free 
competitive market? 

Most of you are familiar with the 
merit-demerit rating plans that seem to 
be coming into rather widespread use 
in the various states. I would also favor 
such a plan for use in conjunction with 
pool insureds with a 15% to 20% credit 
being applicable to the accident free, 
violation free motorist and substantial 
penalty points being assessed against 
the really bad driver. A point value 
charge system comparable to that writ- 
ten into the recently revised New York 
Assigned Risk Plan would seem satis- 
factory. The maximum surcharge under 
this plan is 100%. 

I previously alluded to a commission 
scale of five or six per cent. This may 
seem penurious to many agents but they 
should remember that everyone must 
contribute something towards the re- 
moval of the assigned risk cancer from 
the automobile insurance business. Ad- 
ditionally the rate of commission should 
be pegged low enough to justifiably ap- 
ply against the total policy premium in 
order to keep the accounting and pre- 
mium collection process simple. Further, 
it is suggested that a flat service charge 
of $10 be made to each risk gaining 
coverage through this proposed pool. 

This service charge would be divided 
equally between the salesman or agent 
and the issuing company to cover their 
respective processing expenses. The 
agent is affording convenient local office 
facilities for anyone wishing to utilize 
his services and wi'l be involved in the 
completion of the customary application 
and assembling of required underwriting 
data while the insurance company in 
turn has internal underwriting and in- 
vestigative expenses including the cost 
of motor vehicle record checks. 

Such a surcharge shou!d be tendered 
with the original application and deemed 
fully earned and therefore not subject 
to refund in instances where the in- 
sured changes his mind about acquiring 
protection through the pool; but it is 
‘o be noted that this proposed fee would 
be only a one-time proposition. 

Only One Valid Objection 

What possible objections might there 
be to the creation and operation of a 
pool substantially along the lines pro- 
posed here? Frankly, | can think of only 
one that strikes me as having validity. 
It is that under such an arrangement 
every company probably guarantees 
every other company’s solvency within 
the pool, but it seems to me that this: is 


a reasonable business risk to assume and 
further it would be in the self-interest of 
our business not to fail to deliver to the 
customer the protection that has been 
promised. 

I have heard it said that some company 
managements are unwilling to allow 
other companies’ adjusters to handle 
claims in their behalf. As one execu- 
tive put it, he is unwilling to agree to 
place the assets of his company at the 
disposal of other companies. I regard 
this as pretty narrow and strained rea- 
soning but if there is a well founded 
fear that some members of a pool might 
be sloppy or uninteligent in their claims 
handling in the realization that they 
would ultimately be fully reimbursed 
from the pool, this objection could be 
met by the creation of a claims commit- 
tee to review or supervise the more 
serious accident cases.*** 

My objection to the organization of a 
separate insurance company for the han- 
dling of assigned risks centers in the 
fact that it will unnecessarily duplicate 
extensive facilities already available 
throughout our industry and also is apt 
to further compound the substantial ad- 
ministrative expenses that the companies 
are already carrying on the management 
and clerical staff of the plan administra- 
tors. 

Additionally | wonder how such a cor- 
poration would be staffed and about the 
caliber of the people that could be re- 
cruited to operate it. Such a company 
would seem to require regional offices, 
making for further extra expense to be 
borne by those subscribing to its capital 
stock funds. The matter of equitable ap- 
portionment of stock ownership poses a 
neat legal question. There is the danger, 
too, that political interests might find 
strong fascination in such a corporation 
and contrive to gain control of it with 
the objective of converting it into a state 
operated fund.*** 


Depends on State Legislation 


In brief summary, an industrywide 
automobile underwriting pool would de- 
pend for its legal authority on enabling 
legislation within each state. In fairness 
to companies operating only in a limited 
region, it would seem that a separate 
pool should exist in each state. 

Each member company would freely 
compete for business and should be per- 
mitted to withdraw business from the 
pool at any time as well as being depu- 
tized to reinsure any risk with the pool 
upon proper advance notice. 

Each insurer would pay over most of 
the premium collected on each risk rein- 
sured in the pool, retaining only a small 
percentage to cover its acquisition cost, 
premium tax and internal expenses. The 
amount of retention should be so pegged 
that the originating underwriter could 
not pass all of its liability for the risk 
along to the pool and still make a profit 
on his servicing fee. 

One manual of rates woud be applic- 
able covering all business flowing into 
the pool and both the rate level and 
factors of increased limits of coverage 
would be somewhat higher than that 
available in the competitive market. 

The possibility of avoiding these 
higher premium charges and the nominal 
commissions payable on pool business 
would provide continuing incentives both 
for the insured and his agent to strive 
tor coverage in the normal market. The 
pool method of operation would ma- 
terially cut the overhead costs of the 
present assigned risk plan administrators. 
It seems preferable to the idea of or- 
ganizing a separate assigned risk cor- 
poration in that it will utilize company 
and agents’ offices already in existence 
and avoid the establishment of parallel 
claims and service facilities. 

Once the public knows that an auto- 
mobile insurance market is readily avail- 
able to them at all times, it would seem 
that the allure of guaranteed renewabil- 
ity would disappear. Lastly, and probably 
most important, the reinsurance pool ap- 
proach would seem to dispel from the 
minds of assigned risk insureds the ter- 
rible stigma that they feel is affixed to 
them by the present system. Removal of 
this blot would advance our public re- 
lations tremendously.*** 


Simon Exposes Myths 
Of Auto Merit Rating 


TO PHILADELPHIA ACTUARIES 


Ins. Co. of North America Assoc. Acty- 
ary Clarifies and Defines Statements 
Of Recent “Insurance News Reports” 


Stating that “the application of the 
merit rating principle in automobile in- 
surance and elsewhere represents a 
break with tradition that has lead to a 
great debate,” Leroy J. Simon, associate 
actuary for Insurance Co. of North 
America then went on to review several 
“myths and mysteries concerning the 
actuarial soundness of merit rating ap- 
pearing in insurance reports” before a 
recent meeting of casualty actuaries of 
Philadelphia. 

Mr. Simon said the greatest mystery 
of all in merit rating was that there “js 
no credibility to a pure premium based 
on an exposure unit of one car.” He 
termed it a mystery because “it is both 
true and false at the same time.” 

The speaker pointed out that “first, 
we must recognize that in establishing a 
manual rate for an automobile classifica- 
tion, we speak of credibility that a given 
body of loss experience contains.” He 
added that “classificaiion consists of 
only one car—that is, everyone estab- 
lishes his own rate-—-and we attempt 
to establish the rate for that one car 
based solely on its own experience, we 
can be quite confident that the credibility 
is zero or very nearly so. Therefore the 
quotation is true.” 


The Credibility Argument 


_ “It is almost universally conceded by 
insurance people,” Mr. Simon continued, 
“that units as small and as uncontrolled 
as private passenger automobiles are not 
sufficiently credible to justify merit rat- 
ing. The credibility argument here is 
changed to one of degree; that is, there 
is not sufficient credibility. Even if it 
were correct that almost everyone be- 
lieved this, that would not make it true. 

“Furthermore, this is mot universall 
conceded! Merit rating plans have been 
operating in many places—Canada, Great 
Britain, Sweden, West Germany, and 
so on. In the United States, Indemnity 
Insurance Co. of North America has 
used merit rating since 1920, and Pre- 
ferred Risk Mutual has had it. since 
1947. It is quite certain that if a poll 
were taken today of people who have 
studied the experience under merit rat- 
ing plans, the results would show a 
nearly unanimous opinion that merit rat- 
ing was justifiable on actuarial grounds.” 

‘Mr. Simon then commented on the 
belief that an accident-free period of 
20 years is no guarantee that a driver is 
better than average. The word “guar- 
antee” makes this statement true, he 
said, but also makes it grossly mislead- 
ing. “As an introductory phrase, you 
could substitute any set of descriptive 
characteristics you want for a risk and 
you could still end the sentence ‘. . . is 
no guarantee that the driver is better 
than average.’ Thus, one proves noth- 
ing by such a statement.” 

Further along Mr. Simon stated: 
“Merit rating may be defined as a sys- 
tem whereby an individual risk within 
a class may develop a deviation from the 
class rate by virtue of the risk’s own 
loss experience.” He then observed that 
there is nothing wrong with making up 
one’s own definitions so let’s try this one: 
Territorial rating of a risk may be defined 
as a system whereby an individual risk 
may develop a deviation from the class 
rate by virtue of the risk’s garaging 
location. 

“This is a perfectly good definition and 
our rates are this way right now if we 
care to think of them in that manner. 
If the objective of either of these defini- 
tions (and they are identical in form) 
is to clarify the thinking with regard 
to rating plans, they are both complete 
failures. In fact, they tend to mislead 


rather than assist.” ! : 
On the principle that “merit rating 1s 
(Continued on Page 48) 
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Trends in Professional Reinsurance 


Field as Cited in Daum Survey 


In the recently published survey on “Multiple Line Reinsurance” by Robert W. Daum 
Ir., of Insurance Co. of North America, which formed the basis of jis award-winning 
essay submitted to the Insurance Society’s School of Insurance for the Anglo-American 
Fellowship of Agency Managers Ltd., New York, the author goes into detail on happen- 
ings in the professional reinsurance field in the period since 1950. Hts observations fol- 


low : 


Part Il 


As might be expected, those reinsurers 
who were operating on a multiple line 
phasis in 1950, through a “fleet” opera- 
tion, have adjusted well. American Re- 
insurance, for example, in these ten 
years has maintained just about the same 
relationship of a one third fire and two 
thirds casualty. The General Reinsur- 
ance’s casualty and surety volume has in- 
creased substantially and where property 
reinsurance was 40% of the total in 1950, 
it is now about 25%. The Swiss and 
North American Reinsurance Companies 
have maintained about the same relative 
position. : 

The Employers Reinsurance Corp. has 
increased its fire business from less 
than 7% in 1950 to the point where it 
now represents over 20% of their vol- 
ume. 

The Insurance Co. of North America, 
while getting a late start in casualty 
reinsurance, now writes a_ substantial 
book. While not actually a professional 
reinsurer, INA’s total volume of rein- 
surance in 1959 was over $47 million, 
making it the fourth largest reinsurer. 

Companies specializing in property re- 
insurance, while holding themselves out 
as multiple line reinsurers, have been 
generally unsuccessful in their efforts 
to develop a full book of business. Dur- 
ing this period, most of these companies 
showed substantiai gains in their fire ac- 
counts, and acquired a good book of 
homeowners business. 


The Casualty Reinsurance Picture 


While it must be remembered that cas- 
ualty reinsurance, usually written on an 
excess basis, does not build volume like 
pro-rata fire insurance, an examination 
of the following figures for 1958 will in- 
dicate the difficulty these companies have 
had in establishing themselves in the 
casualty reinsurance picture. 

Workmen’s Compensation: Of a total 
reinsurance volume of $7,508,000, five 
companies (American Re. Employers Re. 
General Re. North American Ke. and 
Swiss Re. wrote $7,285,000. The remain- 
ing $223,000 was split between 15 com- 
panies. 

Miscellaneous Liability: Of a total re- 
insurance volume of $10,842,000 these 
five companies wrote $9,920,000. The re- 
maining $922,000 (much of this was li- 
ability under homeowners policies) was 
split between 28 companies. 

Auto Bodily Injury: Of a total rein- 
surance volume of $41,618,000, these same 
five companies plus the Northeastern 
wrote $39,477,000, with 22 other compan- 
ies sharing $2,141,000. 

Fidelity: Of a total reinsurance volume 
of $9,235,000, the same five companies 
plus the General Security Assurance 
wrote $8,526,000. The remaining $709,000 
was shared by 17 companies. 

Surety: The volume handled by pro- 
fessional reinsurers was $30,323,000. The 
five companies that were mentioned 
originally wrote $27,923,000. The Christ- 
iania, General Security and Union Re. 
wrote $1,498,000. Fifteen other compan- 
ies wrote the balance of $902,000. 

From an experience standpoint, the 
companies writing only nominal amounts 
of casualty and surety reinsurance, as 
might be expected, did not fare too well. 
With the exception of workmen’s com- 
pensation, where they made an under- 
Writing profit, they had underwriting 
losses on every line. Uniformly, these 
losses exceeded those of the companies 
writing the majority of the business. 

Many reasons -are advanced in ex- 
planation. Some that were mentioned 
by several sources are unavailability of 


qualified personnel; strong position in 
the market of the several large American 
casualty reinsurers; reluctance to enter 
aggressively into lines that are presently 
experiencing difficulty. : 

Many of the property reinsurance 
companies which depend on reinsurance 
brokers for the production of their busi- 
ness also find that their opportunities 
to increase their casualty book is hamp- 
ered by the fact that in many instances 
the brokers only control the property 
reinsurance of their clients, the casualty 
lines being placed direct. 


Large Volume of Fidelity & Surety 
Developed 


It is interesting to note that while 
many of the former specialized fire re- 
insurers are not writing a large book of 
casualty business, they have developed 
in some cases a substantial fidelity and 
surety business. In several companies, 
the volume of this business exceeds their 
casualty business. While not plagued 
with the normal problems of the cas- 
ualty business, these lines have not been 
trouble free and some of these compan- 
ies received a “liberal” education in the 
pitfalls of the surety business, partic- 
ularly on South American business. Ad- 
ditionally, the production, underwriting 
and handling (mostly pro-rata reinsur- 
ance) of this business differ completely 
from the other casualty lines. 

Many brokers freely admit that the 
casualty market, and consequently the 
multiple line market, in the United States 
is very limited. Much of their casualty 
business is done with London Lloyd’s 
and other foreign markets. Even at 
Lloyd’s we find a degree of specialization, 
certain underwriters being preferred to 
“lead” a casualty cover and others to 
“lead” a fire cover. Generally, how- 
ever, Lloyd’s underwriters, doing a large 
share of the reinsurance business, freely 
accept both fire and casualty participa- 
tions. 

In their comments on the multiple line 
aspects of the American market, many 
brokers mention several of the primary 
companies that maintain reinsurance de- 
partments (the semi-professionals). Ad- 
ditionally, they consider as good mar- 
kets the companies which have begun 
operations in the last several years, and 
which have had to get into multiple line 
operations, due to lack of a book of fire 
business. 


Reinsurance Management Groups 


In apparent recognition of the dif- 
ficulties in establishing themselves suc- 
cessfully in the casualty business, sev- 
eral of the professional reinsurers have 
associated themselves with casualty re- 
insurance management groups. For ex- 
ample, the Inter-Ocean and Reinsurance 
Corporation of New York belong to the 
Excess and Casualty Reinsurance Asso- 
ciation. The Constitution Insurance Co., 
Skandinavia and Unity Fire and General 
Insurance Co. have associated with 
Agency Managers Limited—casualty re- 
insurance managers. In light of this in- 
formation, it would seem that with the 
exception of a few companies, the re- 
insurers have not travelled as fast on the 
multiple line road as the companies they 
serve. That there are plenty of obstacles 
is evident. That the trend has been 
established is also evident, and each year 
should see an acceleration of the al- 
ready established trend. 


(To Be Concluded Next Week) 


CPCU Seminars Probe 
Comprehensive Liab. 


R. BABBITT MODERATES PANEL 





Election of McCulley as President, Other 
Officers Announced at Detroit Meet- 
ing; Details of Convention Given 





Is Comprehensive Liability all it’s 
cracked up to be? 

That was the subject examined by a 
panel of liability experts at the opening 
session of the recent annual CPCU 
seminars in Detroit. 

Instead of presenting prepared: papers, 
a group of four members discussed ex- 
temporaneously such questions as: Can 
liability extensions be accomplished at a 
price the insured can afford to pay? 
Are the extensions as valuable as we 
are sometimes led to believe? When 
and what is an accident? What consti- 
tutes a “completed” operation? 

The panel was moderated by Robert 
M. Babbitt, vice president of Joyce & 
Co., Chicago, Other members were Gil- 
bert L. Bean, assistant secretary, Liberty 
Mutual Insurance Co., Boston; William 
T. Deeks, superintendent, Philadelphia 
underwriting department, Aetna Casual- 
ty & Surety; and W. Howard Clem, in- 


surance manager, Schlumberger Well 
Surveying Corp., Houston. 
This panel opened the _ traditioial 


three-day schedule of seminars growing 
out of the research program of the So- 
ciety of CPCU. 

Some of the other subjects on the pro- 
gram were reinsurance, electronic data 
processing, business interruption insur- 
ance, undesirable automobile risks, auto- 
mobile merit rating and umbrella lia- 
bility. 

The subject of reinsurance was pre- 
sented by Norman Roop, society treas- 
urer and partner in Booth, Potter, Seal 
& Co., Philadelphia; and the data proc- 
essing topic was handled by Lee Beets, 
administrative vice president, Consoli- 
dated Underwriters, Kansas City. 

The seminars were part of a week-long 
program of CPCU activities that started 
September 9 at the Statler Hilton and 
included such things as meetings of the 
executive committee, board of directors, 
the society membership, chapter presi- 
dents advisory council, and the national 
conferment exercises of the American 
Institute for ‘Property and _ Liability 
Underwriters. 

At a meeting of the chapter presidents 
advisory council on Tuesday (September 
13) two dozen chapters participated in 
group discussions of such subjects as 
problems of smaller chapters, continu- 
ing education for CPCUs chapter re- 
search programs, and public recognition 
through professional services. 

General chairman of the president’s 
session was J. Folger Allen, society vice 
president and manager in Los Angeles 
for Liberty Mutual, 

On Sunday and Monday ‘(September 11 
& 12) the society board of directors held 
its annual meeting, presided over by 
Robert O. Young, society president and 
assistant secretary of the Insurance Co. 
of North America. The board received 
reports from 15 committees and boards 
as well as from officers. The body ap- 
proved a plan to make annual dues $20. 

The annual business meeting of the 
CPCU membership was held Thursday 
morning (September 15) and members 
heard the results of the election of offi- 
cers and directors previously held by 
mail. As reported last week, Price M. 
McCulley, independent insurance ad- 
juster of Shreveport, was made president 
for the year 1961. He is currently a so- 
ciety vice president. 

Officers who will assume their posts 
along with Mr. McCulley on January 1 
are: Vice president, William R. Kersten, 
Van Schaack & Co., Denver; vice pres- 
ident, Donald C. Brain, W. B. Johnson 
& Co., Kansas City; secretary, A. Haw- 
thorne Criddle, executive vice president, 
Ostheimer-Walsh, Inc., Philadelphia; and 
treasurer, Mr. Roop. 

Members heard reports of regions and 
committees and were addressed by Pres- 
ident Young who referred to the prog- 


Roy L. Davis ACSC Midwest 
Manager, Dies in Chicago 


Roy L. Davis, midwestern manager of 
the Association of Casualty & Surety 
Companies. died in Chicago Sept. 20. 

Mr. Davis, 67, had served as man- 
ager of the association’s office in Chi- 
cago since it was opened 20 years’ ago. 
He was a prominent figure in the insur- 
ance industry for more than 35 years 
and prior to joining the association he 
was assistant director of insurance for 
the state of Illinois. 

Mr. Davis was a CPCU and CLU, one 
of the few persons in the United States 
to hold both designations. 

He received his bachelor of arts de- 
gree from Illinois Wesleyan University 
in 1915 and masters degree from the 
same institution in 1916. As a graduate 
fellow, he continued his studies at Uni- 
versity of Illinois and in 1917 received 
a second masters degree. 

In 1917 Mr. Davis enlisted in the 
army for the duration of World War I 
and after training was commissioned a 
lieutenant in the Army Air Corps. He 
served as a flying instructor and was 
honorably discharged in 1919. 

Mr. Davis entered the insurance busi- 
ness in 1923 and that same year re- 
ceived the degree of doctor of philosophy 
from New York University. He became 
a co-partner in the ‘Chicago insurance 
firm of W. W. Durham & Co. and later 
was graduated from the Pittsburgh Life 
Insurance School in 1926. 

Mr. Davis was educational sales train- 
ing director for Continental Casualty and 
the Continental Assurance from 1927- 
1929, 

A well-known public speaker and an 
officer in numerous insurance organiza- 
tions, Mr. Davis was a familiar figure 
at many National Association of Insur- 
ance Commissioners conventions. He 
wrote many articles on insurance, edited 
an insurance publication. and for some 
time was instructor of an insurance 
course at the School of. Commerce, 
Northwestern University. 





Elect Patricia M. Caragher 
To Guarantee Ins. Co. Post 


Election of Patrica M. Caragher as 
assistant secretary of Guarantee Insur- 
ance Co. has been announced by T. A. 
Long, president. 

Mrs. Caragher is one of the original 
employes of the Guarantee, having 
started as a secretary to its founder, the 
late James R. Deering. During her 
career with the Group, she has done 
claims work and casualty underwriting 
—finally becoming private secretary to 
Mr. Long in the Pacific Coast Regional 
Office where she will continue in such 
capacity. In addition she will now as- 
sume the assistant secretaryship duties 
held by Anne S. Watson, who recently 
retired. 





ress that had been made during 1960 in 
the society’s research program, its CP- 
CU institutes, the Annals, and other 
activities. He reported that the society 
now has 66 local chapters. 

During the past year, CPCU employed 
its (first full-time managing director 
(Harry F. Brooks), initiated two ‘confer- 
ences for chapter officers and two new 
regional CPCU institutes, converted its 
annual journal (the Annals) into a quar- 
terly, and appointed a planning commis- 
sion. 

When the Annals was put on a quar- 
terly basis last June, chapters and re- 
gions of the society undertook a program 
of increasing the distribution; and 
awards for winners were presented at 
the membership meeting. The Virginia 
CPCU chapter won a certificate and 
trophy banner, and J. Wesley Oohms, 
Western Actuarial Bureau, Chicago, 
scored the most individual subscriptions. 

General chairman of the series of 
meetings was Donald A, Lindow. vice 
president, Michigan Mutual Liability, 
Detroit. Seminar director was M. J. 
Pierce, assistant vice president, Standard 
Accident, Detroit. D 
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TRADITIONAL RULING SMASHED 


Michigan Supreme Court Reverses Pre- 
vious Positions on Death Act 
Applied to Minors 
Michigan’ s inconoclastic supreme court 
majority recently smashed another tra- 
ditional interpretation in an opinion re- 
versing its previous positions pertaining 

to the death act as applied to minors. 
The old rule, only recently attacked 
ina comprehensive analysis of its appli- 
cation by a legal expert writing in the 
Michigan State Bar Journal, was aband- 


oned as “barbarous” in an opinion writ- 
ten by Justice Talbot Smith in a case 
appealed from Berrien county. The 


opinion upheld a $14,980 damage verdict 
awarded by a jury in a traffic death in 
1957 of John L. Wycko, 14-year-old Boy 


Scout, Z 
The youth’s father sued Armand 
Knodtke, driver of a car which struck 


the boy, and his father, Emil, a neighbor 
farmer. Circuit Judge Thomas N. Rob- 
inson had ordered the jury verdict re- 
duced to $8,480 on the ground that it ex- 
ceded the recovery limits imposed by the 
wrongful death act. 

Justice Smith noted that the act had its 
inception in English common law, bas- 
ing damages in a child’s death on the 
differential between his wage-earning 
capacity and cost of his rearing. 

“It was the generation of the debtor's 
prisons, of some 200 or more capital of- 
fenses and of the public flogging of 
women,” wrote Justice Smith. “It was 
an era when ample work could be found 
for the agile bodies and nimble fingers 
of small children. The bloodless 
bookkeeping imposed on our juries by the 
savage exploitation of the last century 
must no longer be perpetrated by our 
courts. . .” 

While upholding the jury award, the 
opinion failed to set a new loss standard. 
Justice Smith said some would shrink 
from attempting, for legal purposes, to 
place a value on human life. “This kind 
of delicacy,” he scoffed, “would prevent 
the distribution of food to the starving 
because the sight of hunger is so sick- 
ening. 

Judge Smith conceded that the court 
minority, represented by Justice Leland 
W. Carr, was correct in holding that the 
death act specifically forbids award of 
damages for anguish and sorrow, Justice 
Carr argued that the entire statute made 
no provision for measuring damages by 

value of the life lost and “the court may 
not amend the statute; we are not in- 
vested with legislative powers.” 

In the recent Bar Journal criticism 
of the statute, it was emphasized that 
well-intentioned, modern parents who 
keep their children in school and provide 
for their complete education are placed 
at an immense disadvantage as compared 
with venial-minded parents who put their 
children to work as early as possible and 
thus have a direct monetary stake in 
their lives 

The court split on the issue was 5-3, 
Justices George Edwards, Eugene F. 
Black, Theodore Souris and Thomas M. 
Kavanagh signing the Smith opinion. 
Chief Justice John Dethmers and Jus- 
tice Harry F. Kelly signed the Carr 
minority opinion. 





Garner to Supervise Agency 
Activities for Amer. Surety 


George H. Garner, vice president of 
Pacific National Fire, has become asso- 
ciated with the agency and production 
department of Amercian Surety in New 
York as agency supervisor. In coopera- 
tion with Charles W. McNeil, manager 
of the department, he will assist in in- 
tegrating the agency and production ac- 
tivities of the two organizations, both 
companies announced. 

Mr. Garner has a long record of suc- 
cessful agency and sales experience, 
serving in several management positions 
with Pacific National Fire Insurance 
Group. More recently, he was vice presi- 
dent of the Pacific region, in charge of 
sales and agency for Pacific National 
with offices in San Francisco. 

Mr. Garner will also supervise agency 
activities of the Pacific National Fire. 











STATE FARM PROMOTIONS 


Stites and Hazard Named State F. & C. 
Assistant Vice Presidents; 
Others Advanced 
The State Farm Insurance group has 


announced several executive-level pro- 
motions and appointments. 
State Farm Fire & Casualty has 


named Robert Stites assistant vice presi- 
dent — general underwriting, effective 
Nov. 1. He presently is State Farm’s 
mid-atlantic office fire division manager. 

James H. Hazard has been named 
assistant vice president-actuary, a new 
position created by the company’s in- 
creased actuary activity. He had occu- 
pied the post to which Mr. Stites was 
named. Joseph Zangerle, service super- 
intendent in State Farm’s mid-atlantic 
fire division, succeeds Mr. Stites as 
manager of that division and James 
Moerman, an underwriter, moves up to 
assistant service superintendent. 

State Farm Mutual Automobile has 
added Lyle E. Dallefeld to its executive 
staff. He will be serving as an executive 
assistant in the management planning 
area. Other promotions and _ transfers 
announced by the State Farm Com- 
panies are as follows: 

Home Office—Tom Costigan, to communica- 
tions superintendent; Les Philpott, to services 
procedures superintendent; Warren Slaughter, 
to superintendent of commercial transportation; 
Kenneth L, Adams, to securities unit superin- 
tendent; Clair E  Flessner, to unit 
superintendent; Hariy Jahnke, to general re- 
gional auditor; Roland Nelson, to 
actuary (life). 

South Central, 


mortgage 
assistant 


Murfreesboro, Tenn.—Gerald 


B. Norton, to data processing superintendent. 
Michigan, Marshall, Mich.—Ben Lark, to serv- 


ice superintendent; Donald Morell, 
essing superintendent. 

North Central St. 
bell, to property 
Zimmerman, 


to data proc- 
Paul, Minn.—James Camp- 
claim superintendent; Walden 
to data superintendent ; 
Noel Bisel, to claim superintendent (fire); Ed- 
ward Heyer, to claim superintendent. 

Missouri, Columbia, Mo.—Eugene J. Murphy, 
to division manager; Frank Binkley, to claim 
superintendent (fire); James Horton, to regional 
Midwest, Bloombington, Ill.—G. Rob- 
ert Mecherle, to claim superintendent; James 
Merle Watters, to claim super- 


processing 


auditor. 


Shampo and 
intendent. 
Mid-Atlantic, 


Springfield | Pa.—Stephen Di 


Stefano, to data processing superintendent. 

Northwest, Salem, Ore.—Joseph Giroux, to 
data processing superintendent. Southern, Birm- 
ingham, Ala.—Curtis C. Bailey, to claim super- 


intendent; Don 
superintendent; 
director. 
Southern California, Santa Ana—Harry Os- 
trom, to service superintendent; Robert Hamil- 
ton, Jr., to underwriting superintendent; David 
Homewood, to data processing superintendent; 
David Thomas, to division 
Ichn Tully, to service superintendent. 


E. Hicks, to data 
Morris S. Thompson, 


processing 
to agency 


Kemp manager ; 


Southeastern, Jacksonville, Fla.—David Mac- 
Namara, to director of education and training; 
Bart A. Riley, to divisional claim superintend- 


ent; Robert Barr, to division manager; Nolan 
Buckles, to agency records superintendent; Ver- 
non Duncan, to director-internal control; Wal- 
ter Hays, Jr, to data processing superintendent; 
John T. McKeil, to divisional superin- 
tendent; Leland Roberson, to divisional 
superintendent. 

East Central, 
service 
Lincoln, 


claim 


claim 


Newark 
superintendent 
Neb.—Orrin 
superintendent; Leon 
processing superintendent. 

Calif. —William 
perintendent. 


O.—George 
(fire). West Central, 
Osterholm, to divisional 
Overbeck, to data 
Western, Berkeley, 
to data processing su- 


Scheid, to 


claim 


Lowrie, 





ALLSTATE COS. APPOINT SIX 
The Allstate companies have an- 
nounced six executive appointments in- 
cluding two in the Harrison, N. Y. re- 
laced office. The Harrison appointees 
are Robert J. Barry, service manager, 


and Gertrude M. Keogh, assistant per- 
sonnel manager. 
Others are: Harold G. Behnke, policy 


service manager, Illinois regional office, 
Skokie; Carroll E, Dunn, sales super- 
visor, life, accident and sickness, Atlanta, 
Ga., regional office; Frank J. Farrell, 
assistant claim manager, Pasadena, Calif., 
regional office; and James E. Fraser, 
district sales manager, Toronto, Canada, 
regional office. 


September 30, 19060 





Owen ene, Retired V.P. 
Of Fidelity & Deposit, Dies 


Owen A. Donegan, who retired in May 
of this year as vice president in charge 
of the Baltimore branch of Fidelity & 
Deposit of Maryland, died September 
21 following a brief illness. 

A native of Baltimore, Mr, Donegan 
joined F. & D. in 1905 as a member of 
the home office fidelity department. His 
first association with the Baltimore 
branch came in 1921 when he accepted a 
position as solicitor. Lhe following year 
he was made assistant manager and 
1929 was promoted to branch manager. 
He continued in this capacity until 1948 
when he was elected a company 
president. 

Well-known and respected in the Balt- 
imore insurance fraternity, he was con- 
sidered an authority in the bonding busi- 
His sterling character and warmth 
of personality endeared him to a host 
of friends. He was active in many civic 
and professional organizations, includ- 
ing Rotary, Knights of Combus, Cas- 
ualty & Surety Club, Associated Build- 
ers and Contractors, Inc. and the Mary- 
land Bankers Association. He received 
his formal education at Strayer Busi- 
ness College, Loyola College and Johns 
Hopkins University. 

Mr. Donegan is survived by his wite, 
three sons and a daughter. 


vice 


ness, 





D. O. Copley, St. Paul F.&M. 
Bond Underwriter, Drowns 


Donald O. Copley, St. Paul Fire & 
Marine bond underwriter, drowned Sep- 


tember 18, when he fell from his boat 


into Big Marine lake, some 25 miles 
north of St. Paul. 
Mr. Copley, who had been with the 


St. Paul for 20 years, developed out- 
board motor trouble when he was cross- 
ing the rough waters of Big Marine lake. 
In the middle of the lake he attempted 


to restart his motor and was thrown 
into the choppy waters. 
Mr. Copley came to the St. Paul in 


1937 starting in the home office fire loss 
department. After two tours in the 
Army, he was assigned to Tampa, Fla., 
as a fieldman for the St. Paul Com- 
panies. 

Returning to the home office in 1954, 
Mr. Copley joined the loss department 
as an examiner. A year later, he was 
promoted to underwriter in the home 
office bond section of the indemnity de- 
partment, the position he held at the time 
of his death. Mr. Copley is survived by 
his wife and three children. 





Simon Exposes Myths 
(Continued from Page 46) 


an extension of the experience rating 
plans,” ‘Mr. Simon remarked that this 
is implicit in many arguments including 
the four “we’ve considered so far. We 
will dispose of this once and for all. 
There is no experience rating formula at 
work in the type of merit rating plans 
we are discussing here. There is no 
actual loss ratio, experience loss ratio, 
or credibility factor. There is nothing 
here to link merit rating to experience 
rating except our own mental set on the 
subject which we have allowed to fool 
us. 

“Merit rating is, in fact, an extension 
of the class plan wherby an observable 
and measurably descriptive characteristic 
or set of characteristics of a risk are 
used to determine a classification of the 
risk. Large numbers of individual risks 
fall into each classification and for each 
classification, we establish a premium, 





collect statistics, and adjust the premium 
accordingly.” 

Commenting on the belief that “you 
must increase rates 9% to give back 
a 10% credit,” he declared: “This is an 
old and trusty argument against merit 
rating, and it is correct as far as it 
goes, 


Problem in West Germany 


“There should be a uniform rate or 
premium basis within each territory, 
and that uniform rate should be mod- 
ified by merit rating.” Discussing this 
further Mr. Simon said: “The merit 
rating status of a risk does not give us 
all the information that is available, His 
age, sex, marital status, and occupation 
also offer substantial help in more ac- 
curately predicting his future loss po- 
tential. It can be shown that risks 
which are both claim free and adult 
should receive a reduction from Average 
rates of 14% compared to 7% if merit 
rating were the only basis of classifica- 
tion and 9% if age were the only basis 
of classification. 

“This very same problem is being dis- 
cussed from the opposite point of view 
right now in West Germany. Merit rat- 
ing is the only class plan in effect which 
measures driver characteristics, and 
there is agitation for introducing other 
classification features. (There are no 
competitive forces at work there.) The 
companies are resisting and are offering 
instead to further extend the merit rat- 
ing plan to more years and larger dif- 
ferentials. 

“The National Bureau of Casualty Un- 
derwriters says the Safe Driver Insur- 
ance Plan is based on the California 
Study. I prove it is not. Therefore the 
SDIP is actuarially unsound.” Mr. Simon 
said, the logic of this is “so false that 
I won’t even comment on that. It was 
not presented in such an obvious man- 
ner in its original form because it 
stretched out over a couple hundred 
words. 


The California Study 


“Neither will I comment on the extent 
to which the NBCU relied on the study,” 
he continued, “but will leave that to 
someone better informed on that point. 
I can safely allow this initial premise to 
be assumed to be true. The proof that 
is offered that the plan does not follow 
the study starts with the observation 
that zero citation risks have an accident 
frequency of .09, and one citation risks 
have 19; that is, an accident frequency 
ratio of 1 to 2 for having one citation. 

“The plan used a .80 factor for zero 
points and a factor of .90 for one point; 
that is, a ratio between premiums of 
1 to 1.1. Unless we are properly critical 
in our thinking, we are deluded into 
thinking that these two ratios should 
be the same. Nothing could be farther 
from the truth. 

“The California Study contains a high 
degree of internal correlation in that 
the accidents and the citations are all 
within the same three year period and 
often the citation and accident arise from 


the same event. This naturally gives 
the study some spuriously high ratios. 


Notice that the study does not say ‘if 
there are x citations in three years, then 
in the next three years there will be y 
accidents.’ No one is naive enough to 
believe that ‘history will exactly repeat 
itself on a driver-by-driver basis. Thus, 
if the 80 to 90 ratio had instead been 
set at 1 to 2, we could guarantee the 
result to be incorrect. 

“A second factor that must be kept 
in mind is that the California Study is 
based on state-wide statistics, while the 
merit rating plan thas been merged in 
as part of a multiple classification system 
which includes such items as territory, 
age, sex, occupation, and marital status. 
Thus the proof that the SDIP did not 
come from the California Study is found 
wanting.” 

Mr. Simon concluded: “If it be ad- 
mitted that informed judgment is al- 
lowed to play a part in any pioneering 
rate structure introduced anywhere 1m 
insurance, then it seems quite plausible 
to me that the California Study played 
as important part in formulating the 


judgment that went into the SDIP.’ 
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Senior Citizen to be 

In HIAA Spotlight 
AT THE INDIVIDUAL INS. FORUM 
Chicago Meet Oct. 24-26 Will Feature 


Symposium, Workshops On Aged Care; 
Substandard Underwriting on Slate 








Emphasis will be on the senior citi- 
zen when the Health Insurance Associa- 


tion of America’s individual insurance 
forum convenes October 24-26 at the 
Drake Hotel in Chicago. 

Following a general session Monday 
morning October 24, with Francis W. 
Evans, director of S. & A. underwriting 
for The Prudential and chairman of 
the HIAA forum subcommittee, presid- 
ing, Millard Bartels, chairman of the 
insurance executive committee for The 
Travelers, will make the keynote address. 
Mr. Bartels is currently president of the 
HIAA. 

Robert R. Neal, general manager of 
the association, will next moderate a 
symposium on the senior citizen entitled: 
“16 Million—and Going Up!” Ardell T. 
Everett, second vice president, The Pru- 
dential, will review the social and po- 
litical implications of providing adequate 
health care for this fast growing seg- 
ment of our population. He will discuss 
the significance of recent Washington de- 
velopments and the possible effect on the 
health insurance business. 

An enlightening discussion on “What 
the Senior Citizen Has Meant to Us” 
will follow with executives of companies 
active in this field telling: (1) What 
they have done; (2) how they have done 
it; (3) some of the interesting results, 
and (4) the significance to agency activi- 
ties. Symposium members who will par- 
ticipate in this discussion are: Louis 
Morrell, executive vice president, Conti- 
nental Casualty; W. Sheffield Owen, vice 
president for business development, Life 
of Georgia; D. D. Ulfers, executive vice 
president, Mutual of Omaha, and Wil- 
liam de V. Washburn, president of the 
American Health Insurance Corp. 


Will Hold Informal Assembly 


An assembly will be held later Tues- 
day afternoon for informal continuance 
of discussion on points arising from pre- 
vious workshops and other parts of the 


program. 
Mr. Ernst will preside over the final 
general session, Wednesday morning, 


October 26. Russel B. Roth, M.D., Hess 
Clinic, St. Vincents Hospital, Erie, Pa., 
will follow with a talk: “Medical Public 
Relations—An Oblique View.” 

“A Convert to Health Insurance” is 
the title of the next speech to be given 
by Joe B. Long, vice president, State 
Mutual Life Assurance. Dr. Davis W. 
Gregg, CLU, president of the American 
College of Life Underwriters, will be- 
come the third speaker of the day with 
his address: “Greater Emphasis on 
Health Insurance.” “Medical Develop- 
ments Affecting Morbidity” is the title of 
the final talk which will be given by 
Clement G. Martin, M.D., medical di- 
rector for Continental Casualty. Chair- 
man Harry L. Graham, will then make 
closing remarks. 


Greenwood to Direct Workshops 


Tuesday afternoon W. H. Greenwood, 
Jr., associate insurance supervisor, Prov- 
ident Mutual Life of Philadelphia, will 
direct a workshop session on the senior 
citizen. The following men are discus- 
sion leaders: ' 

D. B. Alport, vice president in charge 
of underwriting, Business Men’s Assur- 
ance Co, of America; Stanley Eisner, 
actuarial director, The Prudential—Chi- 
cago; Thomas M. Flaherty, manager, 





E. H. Mueller Elected V.P. of 
Wisc. Council of Churches 


E. H. “COUNT” MUELLER 


E. H. “Count” ‘Mueller, well known 
A. & H. general agent of Milwaukee, 
who represents Provident Life & Acci- 
dent, was given recognition in the field 
of religion this month when he was 
elected 1961 conference chairman and 
vice president of the Wisconsin Council 
of Churches. This honor, well earned, 
was conferred upon Mr. Mueller at the 
14th annual Wisconsin Laymen’s Confer- 
ence at Green Lake which was attended 
by nearly 500 persons from 16 denomina- 
tions, 

As presiding officer at the opening 
session of the Assembly Mr. Mueller in- 
troduced as lead-off speaker Dr. Edwin 
T. Dahlberg, nationally known church 
leader who thas served as president of 
the National Council of Churches. 

Lester O. Schriver, executive vice pres- 
ident of National Association of Life 
Underwriters, was another speaker at 
the Conference, this subject being “A 
Layman’s Responsibility to His Church.” 


Neil J. O'Leary Heads 


American Progressive 
ITS WRITINGS UP 20% THIS YEAR 


Mt. Vernon, N. Y. Company Has Six 
New Directors; In 19 States; Revised 
Portfolio of Policies Approved 


Neil J. O’Leary is the newly elected 
president of the American Progressive 
Health of Mount Vernon, N. Y., having 
been named to this post by the directors 
at a meeting on September 12. For the 
past year he has served as executive 
vice president, ; 

Under Mr. O’Leary’s leadership the 
American Progressive has increased its 
production this year to date by 20%. 
Further impetus will be given to pre- 
mium volume gains by reason of the 
fact that the New York Insurance De- 
partment has recently approved the 
company’s portfolio of revised A. & H. 
and hospitalization policies. It is now 
licensed in 19 states, will enter more in 
the coming year. 

Richard W. Ellsworth, agency vice 
president and chief lieutenant to Mr. 
O’Leary, is confident that with the dis- 
tribution of these revised policies and 
new sales literature to the field forces, 
a much greater production increase will 


be made in 1961. 


New President’s Background 





A graduate at Xavier University, Mr. 
O’Leary joined the American Progressive 
Health in November, 1956, after six years 
of service in the Cincinnati regional 
office of the Reserve Life of Dallas. 
He was assistant manager of that office. 
Transferred to American Progressive’s 
home office, he demonstrated his fitness 
to handle home office administration and 
was rewarded with promotion to higher 
rank. 

As of January 1, 1961, six additions 
were made to the company’s board of 
directors as follows: Samuel J. Wikler, 
former judge in Mount Vernon and now 
of the New York law firm of Wikler, 
Gottlieb & Wikler; Charles B. Sillery, 


vice president, [Eastchester Savings 
Bank, Mount Vernon; Andrew Rindlaub, 
vice president, County Trust Co, of 


Mount Vernon; Albert Ferens, trust offi- 
cer of Empire Trust Co. New York 
City; Henry G. Barber, president, Royal 
State Bank of New York, and Neil 
O'Leary, vice president of the Founda- 
tion Co. of New York. 

Previous members of the board, re- 
elected to new terms, are as follows: 
Harry A. Gottlieb, Neil J. O’Leary, 
Richard W. Ellsworth, Marguerite C. 
Longua, Maud C. Eyth, Aaron Halper 
and Irwin Berman. 





A. & S. underwriting division, New York 
Life; E. B. Forsythe, vice president, 
Nlinois Mutual Life & Casualty; Harry 
L. Graham, secretary, A. & S. depart- 
ment, Bankers Life; W. E. Lapham, su- 
perintendent, A. & H. underwriting de- 
partment National Casualty, and Rudolph 
C. Larson, secretary, A. & H. department 
Aetna Life. 

Also Carrol S. Lewis, assistant vice 
president, Time Insurance Co.; Virgil 
J. Nutt, first vice president, National 
Travelers Life; Arthur Price, chief un- 
derwriter, Metropolitan Life; Karl Rich- 
ards, chief underwriter, Educators Mu- 
tual Life; D. R. Silldorf, assistant vice 
president, Combined of America; T. J. 
Smart, underwriting vice president, In- 
ter-Ocean Insurance Co., and Earle B. 
Tilton, director of underwriting, personal 
lines, Nationwide Mutual. 

Tuesday morning, Byron S. Davis, sec- 
retary, S. & A. division, State Mutual 
Life Assurance Co. of America will pre- 
side over the general session. A sym- 
posium on “Substandard—Why, How and 
Results” will follow with Charles N. 
Walker, Peter J. Burns and Rodney U. 
Clark as featured speakers. 

Mr. Walker, second vice president and 


manager A. & S. insurance, Lincoln 
National Life, will discuss “Actuarial 


Considerations in a Substandard Pro- 


“or 


gram.” Mr. Burns’ topic will be “The 
Application of Substandard Underwriting 
at the Case Level and Some Observa- 
tions on Experience.” Mr. Burns is as- 
sistant vice president of New York Life. 
Mr. Clark, second vice president and 
superintendent A. & H. underwriting, 
Paul Revere Life, will explore “Future 
Trends and Possibilities in the Field of 
Substandard Underwriting.” 

Major Medical Discussi Leaders 

Later Tuesday morning, Mr. Davis 
will direct workshops which “will use 
actual cases involving hospital expense, 
major medical and loss of time coverage 
submitted by companies currently in the 
substandard field. The following men 
are discussion leaders: 

Ward H. Beall, underwriting vice pres- 
ident, North American Life & Casualty; 
Robert Brown, chief underwriter, Em- 
ployers Reinsurance Corp.; D. M. Carll, 
assistant vice president, health insur- 
ance department, American Casualty of 
Reading; Robert E. Demmons, super- 
visor, accident and sickness department, 
Pan-American Life; Charles H. Edwards, 
vice president and secretary, The Guard- 
ian Life of America, and Paul F. Fasi, 
secretary, accident and health division, 
United States Life. 

Also Robert W. Gardner, senior sick- 
ness and accident underwriter, State Mu- 








Private Ways of Aged 
Medical Care Listed 


BY FOLLMANN IN N. Y. ADDRESS 





Forum on Aged Medical Care Benefits 
Hears HIAA Official Disclose 
Company Methods 
New York, Sept. 27—Insurance com- 
panies currently are using “seven princi- 
pal methods” to provide protection for 
the aged against the costs of medical 
care, Joseph F, Follmann, Jr., director of 
information and research for the Health 
Insurance Association of America, said 

here today. 

These methods “have largely come into 
being in recent years,” Mr. Follmann de- 
clared in his address at a forum on 
medical care benefits for the aged spon- 
sored by the Commerce and Industry 
Association of New York at the Com- 
modore Hotel, New York. 

rhe spokesman for the HIAA, an or- 
ganization of more than 250 insurance 
companies, said the methods are: (1) The 
continuation of insurance on older active 
workers under Group insurance. (2) The 
continuation of Group insurance on re- 
tired workers and their dependents, gen- 
erally with part or all of the premium 
paid by the employer. (3) The continua- 
tion on an _ individual policy basis of 
coverage originally provided by Group 
insurance ‘by virtue of the right on the 
part of the employe to convert his Group 
coverage. (4) The new issuance of Group 
insurance at advanced ages, to such 
groups as associations of retired persons, 
retired civil servants or Golden Age 
Clubs. (5) The continuation into later 
years of individual insurance purchased 
in the productive years, with at least 51 
insurance companies writing coverages 
guaranteed renewable for life. (6) The 
new issuance of individually purchased 
policies at advanced ages, with at least 
165 insurance companies issuing policies 
at age 65 or over. (7) The issuance of 
insurance that becomes paid-up for life 
at age 65. 


130 Million Have Health Insurance 


Pointing to the “rapid growth” of vol- 
untary health insurance, Mr. Follmann 
said an estimated 130 million Americans 
now have some form of health insurance 
and that last year health insurance paid 
out $5.2 billion in benefits. 

He said “much misimpression and mis- 
understanding” surrounds consideration 
of older citizens which “can lead to 
hasty and invalid conclusions.” Referring 
to the subject of rising costs of medical 
care, Mr. Follmann declared: 

“Often there is a failure to relate the 
increases in costs to the increased re- 
sources available to pay for these costs. 
Often, while much is made of the rise 
in a unit of cost, such as a day in hos- 
pital or a dose of a drug, it is over- 
looked that hospital stays are far shorter 
than was one time the case or that the 
use of modern drugs frequentiy makes 
possible a marked reduction of the total 
cost of care. Inevitably, no attempt is 
made to relate the cost to the quality of 
care purchasable for this cost. 

“Today modern medical care has 
brought about the practical eradication 
of some diseases, it has greatly lessened 
the impact of many others, it relieves 
untold pain and suffering, and it extends 
the span of life,” he concluded. 





Life Assurance Co. of America; 
M. Hansen, second vice president— 
underwriting, Mutual of Omaha; Thomas 
M. Heaphy, underwriting representative, 
North American Reassurance; Gordon B. 
Hines, manager, sickness and accident 
underwriting division, Security Mutual 
Life of New York; Joseph Sanzone, 
underwriting consultant, The Prudential; 
Charles E. Stevens, assistant secretary, 
Life Insurance Co. of North America, 
Indemnity Insurance Co. of North Amer- 
ica. 

Harry L. Graham will preside at the 
(Continued on Page 53) 
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Williams Urges Amendment of Comp. 
Laws to Meet Radiation Challenge 


“Workmen's compensation insurance 


systems should not and cannot attempt 
to cover either shortening of life or 
harmful genetic effects caused by radia- 
But Ameri- 
ca’s existing state compensation systems 
can be modified to accommodate all other 
types of work injuries due to radiation 
exposure.” 

These points were made before the 
recent International Symposium on Legal 
and Administrative Problems of Protec- 
tion in the Peaceful Uses of Atomic 
Energy at Brussels, Belgium by Dr. 
Charles R. Williams, vice president and 
specialist in radiation problems of the 
Liberty Mutual, Boston. 

Dr. Williams stressed that a distinc- 
tion must be drawn between two general 
types of injury: (a) Obvious injuries to 
individuals exposed to high-level radia- 
tion plus delayed effects of repeated low- 
level exposures, on the one hand; and 
(b) theoretical effects affecting genetics 
or premature aging, projected from sta- 
tistical studies of exposed animals. Only 
the former can be dealt with in any 
existing system of compensation, Dr. 
Williams said. 

“The first of these two types will be 


tion from nuclear materials. 


TO PROBE CREDIT-CARD A. & H. 





International Association of Health Un- 
derwriters to Make Investigation, 
Discuss Goals, Sales Seminars 
The International Association of 
Health Underwriters will take a close 
look into the practices, coverages and 
contracts of companies who offer acci- 
dent insurance in connection with var- 
ious sorts of credit cards when its board 
meets October 8-9, at the La Salle Hotel, 

Chicago. 

F. Kenneth Stoakes, Loyal Protec- 
tive, Los Angeles, president of the asso- 
ciation says it is not the intent to issue 
a blanket condemnation, Rather, the 
merchandising of such insurance has 
developed in volume to the point where 
it is an important factor in the sales and 
distribution picture. A number of views 
are held within the business, ranging 
from endorsement to condemnation of 
the merchandising principle. 

The association wants to investigate 
thoroughly before it considers a_posi- 
tion or recommendation to the business 
at large. 

lso at the board meeting, plans for 
the 1961 membership drive will be dis- 
closed. Goals this year have been real- 
istically set so that each affiliated or- 
ganization will be shooting for about a 
50% increase in members. Vice Presi- 
ident John J. Symanitz, Inter-State, 
Minneapolis, is in charge of the member- 
ship development program. 

The ITAHU will also review the results 
of an advance health insurance sales 
and underwriting seminar held Septem- 
ber 28-30 at Purdue University. This 
three-day meeting covered tax-advan- 
tage selling, business health insurance, 
partnership coverage, programing, rate 
computation and special risks among 
many other topics. Instructors were: 
William Harmelin, CLU, New York City; 
Ralph K. Lindop, New York City; R. W. 
Osler, Indianapolis; Gerald S. Parker, 
New York City; W. Harold Petersen, 
Indianapolis; Pasquale Quarto, CLU, 
Indianapolis; Charles Ray, Indiananolis: 
Edward Thomas, Indianapolis; Edward 
Thurman, ‘CLU, Chicago; William Wells, 
Indianapolis; and E, J. Peters, Indian- 
apolis 

This seminar is regarded as_ pilot 
course for the possible future develop- 
ment by the Disability Insurance Train- 
ing Council, educational arm of the IA- 
HU. If curriculm stands the test, it is 
planned that similar courses will be of- 
fered at other universities and colleges 
throughout the country. 


identifiable as injury or disability to the 
exposed individual. The last named can- 
not, in the light of present know!edge, 
be identified or in any way causally 
connected to radiation exposure in an 
individual,” Dr. Wililams stated. 


A Knotty Problem 


Dr. Williams cited as_ particularly 
knotty the problem of determining which 
of several insurance carriers is to be 
held liable in the case of a worker who 
has worked for several employers and 
suffered repeated radiation exposures 
over a long period of time. 

Extremely costly investigation and liti- 
gation would be incurred if the compen- 
sation laws were not modified to cope 
with this matter of the proration of 
liability, Dr. Williams declared. 

The Liberty Mutual specialist advo- 
cated that “the last of several successive 
insurers of the same employer should be 
liable for all of the compensation due 
from that employer for a radiation injury 
caused by repeated exposures during 
each of the successive periods of cover- 
age. Also, the last employer and his in- 
surance carrier, in a case where it is 
established that radiation injury is due 
to repeated exposures in the service of 
several successive employers, should be 
liable for all the compensation due the 
injured worker.” 


Dr. Williams also told his international 
audience that American compensation 
law must be amended with respect to 
the timing of the claim in radiation in- 
jury cases. That is, because of the pos- 
sible long interval that might occur be- 
fore actual disablement from an exposure 
took place, there must not be any set 
time limit between the last exposure and 
the disablement in order for a claim to 
be valid. This would be a departure from 
standard compensation law, he noted, but 
a necessary one owing to the unique 
nature of radiation disability. 

Dr. Williams also stressed the impor- 
tance of rehabilitation in cases where in- 
jury has actually occurred, stating that 
this must be provided for formally, by 
law. . 

Other major recommendations by Dr. 
Williams included these points: Every 
injury due to exposure to radiation at 
work should be made compensable. Every 
employer must be required by law to 
provide the employe, on termination of 
his employment or on request, a com- 
plete record of his radiation exposure. 








basis. 
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GUARANTEED RENEWABLE TO AGE 65 


For insurance brokers anxious to meet the public demand 
for Guaranteed Renewable Disability and Hospital Expense 
protection up to age 65 we recommend National Casualty’s 
policy, premium rates on which are competitive. 


You can offer this protection to your male insureds with the 
assurance that it will remain in force until age 65 without change 
in coverage, even though the insured may suffer change in 
health. Right to adjust the premium on a particular category 
or class is reserved by our company, but not on an individual 


We believe that this contract along with our popular Income 
Security policy will make new friends and long-lasting cus- 
tomers for you. For sales literature write or phone to 


JAMES R. GARRETT, INC. 


Manager, Eastern A. & H. Department 


NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers' Office 


REctor 2-4567 
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INSUREDS USE HOSPITAL MORE 


Michigan Univ. Survey Finds Amply- 
Covered Persons “Go to a Doctor 
At First Sign of Trouble” 
There is a definite tendency for per- 
sons carrying health insurance to go to 
hospitals oftener and to spend more on 
medical care than those who are un- 
protected, according to findings of a 

University of Michigan survey. 

‘Dr. James N. Morgan directed the 
survey, through the university’s survey 
research center, embracing a_ careful 
check on more than 1,000 families hos- 
pitalized during the year preceding the 
survey interviews, 

This survey was but a segment of a 
broader study of medical care being 
conducted by the unversity’s Bureau of 
Hospital Administration with the aid 
of a W. K. Kellogg Foundation grant. 

Results of the recent study are be- 
lieved to be the first ever obtained link- 
ing directly the carrying of health in- 
surance and the use of medical care 
facilities. The study showed that there 
was such a definite relationship that 
could not be attributed to such factors 
as age, income, sex or differences in 
family size. The survey results also 
proved that those persons most amply 
protected by insurance were most in- 
clined to use hospital services. 

Dr. Grover C. Wirick of the survey 
center, who analyzed results, would not 
charge that there was actual “over-use” 
of facilities by the more heavily in- 
sured. “In the absence of any absolute 
standard of proper medical and hospital 
care,” he said, “it may just as well be 
that those who lack insurance coverage 


‘under-use’ these services.” He said 
some families, with ample insurance, 
may be “more  health-minded” than 


others while some families, such as young 
married couples, have an expectation of 
using medical care such as that exem- 
plified by maternity benefits. 

The survey indicated that those with 
adequate insurance are inclined to “go 
to a doctor at the first sign of trouble.” 
The survey showed Michigan families 
made a health care outlay, on an aver- 
age, of $200 yearly in 1958 while value 
of health care for insured families aver- 
aged $336. Employer participation and 
— aid accounted for the differen- 
tial. 





Stone to Make Toronto Talk 


W. Clement Stone and Napoleon Hill, 
co-authors of “Success Through a Positive 
Mental Attitude,” will address all Cana- 
dian sales managers and wives of Com- 
bined Insurance Oct. 1, at a special meet- 
ing in Toronto on the Canadian National 
Exhibition grounds. 


NEW YORK 38, N. Y. 





Disability Ins. In Buy 
Out Agreement Urged 


BY HARMELIN IN NASSAU TALK 
Southwestern Life Field Men Hear 
Potential Dangers of Disability 
To Business Owners 


Southwestern Life field men attend- 
ing a recent company convention at the 
Emerald Beach Hotel, Nassau, Bahamas, 
heard William Harmelin, Harmelin 
Agency, New York, describe a millstone 
around the necks of many firms that 
permit few if any to survive. 

Discussing the dangers resulting from 
lack of disability insurance in the buy- 
out agreement, Mr. Harmelin said: “Dis- 
ability of a key man and part-owner 
means these firms will be saddled with 
a high percentage of dead wood, which, 
in lieu of any provision in the buy-out 
agreement, is going to continue to draw 
on earnings in proportion to its owner- 
ship interest. 

“To 77% of the business in the United 
States, the disability of a part-owner 
is a temporary or permanent loss of 
from 14 to 100% of manpower,” he 
pointed out. 

Mr. Harmelin based his figures on the 
percentage of loss of manpower among 
such firms on statistics published by the 
Department of Commerce showing 30% 
of the business of the country employ 
from four to seven people and 57%, 
from one to three. 

Using actual case histories from his 
agency’s files, the speaker gave the audi- 
ence his planned sales talk on disability 
insurance in the buy-out agreement and 
discussed techniques for dealing with the 
accountant or lawyer, “two people who 
will often say, ‘but the part-owner might 
recover after the buy-out has been ef- 
fected,’ 

Objection Based on Emotional Fantasy 

“This is no valid objection,” Mr. 
Harmelin declared. “Instead, it is an 
objection based on emotional fantasy 
and not fact. At the young age of 37%, 
a man who is disabled for three years 
has only 15 chances in 100 of recovering. 
The older the person the less likelihood 
of such recovery, of course. These sta- 
tistics are from the 1930-50 Disability 
Study of the Society of Actuaries.” 

Mr. Harmelin opened his talk by in- 
corporating the audience in a dramatiza- 
tion of a case in which the part-owners 
of a close corporation are faced with a 
disability of one of them and no pro- 
vision for it other than waiver of pre- 
mium on the life insurance funding the 
death buy-out agreement. The dramati- 
zation developed the plight of the non- 
disabled shareholders as they watch 
business drop because of the loss of the 
services of the disabled man and must 
eventually decide to “cut him off.” 

The speaker, a life and qualifying 
member of the Million Dollar Round 
Table, is the author of two recent studies 
on business health insurance: a_ study 
supplement for the CLU program, 
“Business Uses of Health Insurance,” 
co-authored with R. W. Osler, Under- 
writers National; and “Disability Insur- 
ance in the Business Buy-Out Agree- 
ment,” a definitive monograph on_ the 
subject published by The Rough Notes 
Co. 





Life of Georgia Introduces 
Hospital Confinement Plan 


Life of Georgia has introduced a hos- 
pital confinement policy, guaranteed re- 
newable for life, to be sold on a weckly 
premium basis. 

Daily room and board benefits of $4, 
$6, $8, and $10 are provided. Maternity 
benefits are optional for issue ages 
to 17, and are effective ten months after 
issue. Accident benefits are effective 
from date of issue; illness benefits after 
16 days. 

The company also has increased the 
amount of risk it will assume under its 
Cumulative Accident Protector (CAP). 
from $2,000 to $5,000. The CAP is a 
weekly premium non-cancellable acci- 
dent policy. 
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sll N. Y. -Adebained Risk en lain W elem ican 


FS-ls To Be Mailed 


NO MORE COUNTER ISSUANCE 


Plan Manager Schepens Calls Old Way 
“Unsatisfactory”; Revised Plan 
Is Effective October 1 


New York Automobile Assigned 
Risk Plan has announced that starting 
October ‘1 it will discontinue the delivery 
of FS-1 “proof of insurance” certificates 
over the counter at its New York City 
and instead the certifi- 


to applicants or their representa- 


The 


office will mail 
cates 
tives. In cases of change of insurer cer- 
tiicates will be mailed to the Motor 
Vehicle Bureau. Applications for certifi- 
cates may still be presented in person by 
the applicant or his representative. 
George J. Schepens, plan manager, said 
the change was being made because over 


the counter found 


delivery service was 
to be unsatisfactory. 

In view of administrative 
the revised plan, 
October 1, Mr. Schepens ex- 
“it is essential that applications 
be processed in a thorough and diligent 
manner to assure that no risk is denied 
coverage to which he is entitled and that 
no carrier receives a risk which is prop- 
erly that of another company.” The 
new procedures, he said, require more 
time for processing applications than for- 
mer procedures, 


procedures 
under which becomes 
effective 


plained, 


Important Administrative Acts 
Under the revised plan there are cer- 
tain administrative which require 
time and must be accomplished prior to 
the issuance of an FS-1 certificate. The 
most important of according to 


acts 


these, 
o Schepens, are: 

1, Upon receipt of an application for 
insurance a thorough check of plan files 
must be made in order to determine if 
the applicant had been cancelled for non- 
payment of premium on a previous as- 
signment. If so, the applicant would be- 
come eligible for assignment at any time 
upon payment of the full annual pre- 
mium and provided the applicant is 
otherwise eligible, such risk will be as- 
ae to the previous assigned insurer. 

2, Under certain conditions the plan 
may request the Commissioner of Motor 
Vehicles to confirm whether the applicant 
or anyone who usually drives the auto- 
mobile has a valid operator’s or chauf- 
feur’s license currently in full force and 
effect. 

3. Under certain other conditions the 
plan may request the Commissioner of 
Motor Vehicles to re-examine the quali- 
fications of the applicant or anyone who 
usually operates the motor vehicle to con- 
tinue to hold an ‘operator’s or chauffeur’s 
license in the state, if reasonable doubt 
exists as to whether such person is quali- 
fied to operate such vehicle. 


Oregon A. & H. Underwriters 
Elect Peterson President 


Curtis J. Peterson of Portland, Ore., 
agent for North American Accident, has 
been named president of Oregon Asso- 
ciation of Accident & Health Under- 
writers. The group also elected Stanley 
E. Kelley, regional manager for Bz inkers 
Life & Casualty, vice president and re- 
elected Harry W. Trueblood secretary- 
treasurer of the Insurance Co. of Ore- 
gon, secretary-treasurer. 

W. A. (Bill) Burtness, Oregon general 
agent for Paul Revere Life and Massa- 
chusetts Protective Association, who is 
tetiring president. will become a mem- 
ber of board of directors. Other direc- 
tors include: Louis-O. Auld, William B. 
Donnelly, Paul J. Keller, Clyde W 
Kincaid, Benton H, Madison and Horton 
C. Pownall. 





As Asst. A. & H. Manager 


LAWRENCE J. 


ROE 


a specialist in ac- 
and health insurance, has joined 
Weghorn Agency, Inc., in 
Maiden Lane’s 


Lawrence J. Roe, 
cident 
John C. 


York, 


the 
New 


firms. 


one of larger 
C. Weghorn, president, 
said Mr. Roe will assist Emory G. Bullis, 
manager of the A. & H. department. Mr. 
Roe has had more than two years’ ex- 
perience in health and accident insurance 
at Metropolitan Life. 


John agency 














ments. 


(Our staff knows about this advertisement) 


Box 2846, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 


A&H Manager 


Large insurance brokerage office has opportunity 
for man to manage Accident & Health depart- 
ment. State age, experience and salary require- 

















Bankers L. & C. Reorganizes 


Its Sales Promotion Section 
Bankers Life & Casualty of 


has reorganized the sales promotion sec- 


Chicago 


tion of its advertising department in a 
move designed to provide more compre- 
hensive advertising and sales promo- 
tional services for affiliated companies of 
the MacArthur Insurance Group. 

Charles McKillip, formerly Affiliated 
Companies promotion specialist, will 
supervise the new section. He will be 
responsible to the advertising director 
for promotional programming and imple- 
mentation of agent” 
“general agency” type companies of the 
MacArthur Insurance Group. 

He started with the Bankers in 
handling public 


both “direct and 


1951 
relations and the com- 


A graduate of Iona College, New pany house organ, and in 1958 was ad- 
Rochelle, N. Y., he is a veteran of the vanced to the post he held prior to his 
U. S. Navy. new position. 
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FORCE HOSPITAL LIABILITY 
Michigan Supreme Court Rules All Pri- 
vate, Non-profit Hospitals Must 
Carry Liability Coverage 

A recent far-reaching opinion of the 
Michigan Supreme Court will force all 
of Michigan’s private, non-profit hospi- 
tals in the future to protect themselves 
with liability insurance against suits 
based on alleged negligence or careless 
practices. Many hospitals, it is believed, 
have been carrying such coverage in the 
fear of just such a decision but the pres- 
ident of the Michigan Hospital Asso- 
ciation predicted the opinion would re- 
sult in substantially increased costs for 
the institutions generally. 

The 


opinion the immunity 


rule maintained for some 66 years was 
handed down in the case of Charles 
Parker vs. Port Huron Hospital with the 
tribunal split 4-3 on the issue 

Justice Thomas M. Kavanaugh wrote 
the controlling opinion which upheld the 
St. Clair county circuit court $20,000 
damage award and it was specifically de- 
clared that “from this day, Sept. 15, 
henceforth, this opinion will apply to all 
future cases of action arising.” 

Mr. Parker’s wife, according to testi- 
mony at the trial, was given mis-match- 
ng blood in a transfusion Jan. 27, 1952, 
— the course of an_ operation. 
Labels had been mixed up on _ blood 
samples, resulting in the error. The 
patient died 13 days later after what was 
described as a constant period of “ex- 
cruciating pain.” The damage award was 
made by a jury and the trial judge, 
Halford I. Streeter, refused to. set it 
aside despite the weight of earlier Su- 
preme Court holdings. 

Dr. Roger B. Nelson of Ann Arbor, 
the state hospital association’s head, 
said it appeared obvious that hospital 
costs would be increased under the new 
rule as “all hospitals will now be ex- 
pected to provide for liability insurance 
and this is expensive.” He predicted 
that those institutions already carrying 
insurance would consider it wise to 
vroaden their protection. 

Dr. Nelson conceded that the new rule 
would create “sounder institutions,” de- 
spite the expense, as “patients, from now 
on, will be protected against the neg- 
ligence of employes.” 

Justice Kavanaugh said 


ending 


the old rule 


exempting “charitable” institutions from 
negligence | liability had its roots in the 
era when “charity typically operated on 


a small scale. Today, 
business,” he stated, 
stitutions operated on 
as giant corporations. 

Justice Leland W. Carr, writing the 
dissenting opinion, voiced opinion that 
so sweeping a change in public policy 
should emanate from the _ legislature 
rather than the courts. He was sup- 
ported by two Republican colleagues, 
Chief Justice John Dethmers and Justice 
Harry F. Kelly while Democratic Jus- 
tices George Edwards, Talbot Smith, and 
Theodore Souris, signed the Kavanagh 
opinion. Justice Eugene Black, also a 
Democrat, did not participate because of 
his Port Huron residence. 


big 
massive in- 
same scale 


charity is 
with 
the 
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Associate General Agent 
For Lincoln National 





RICHARD L. RANNEY 
Richard L. Ranney, (CLU, has been 
named associate general agent of the 


Whiffen agency, representatives of 
Lincoln National Life in Madison, Wis- 
consin, according to an announcement 
by J. P. Whiffen, CLU, general agent 
Mr. Ranney joined the Madison office 
in 1940, following his graduation from the 
University of Wisconsin. His insurance 
career was interrupted by World War 
II, but he resumed it following war serv- 
ice as a Civilian engineer for the govern- 
ment. His personal production accom- 
plishments include membership in three 
of Lincoln Life’s national sales honor 
‘lubs, and in addition, he has earned the 
Mathonal Quality Award for eight years. 
Attaining his CLU designation in 1954, 
he has also completed both parts of the 
LUTC program. 
\ member of the Madison 
f Life Underwriters, Mr 
currently vice president of 
chapter. He is 
United Givers 
of Sertoma. 


Association 
Ranney is also 
f his local CLU 
active in the Madison 
Campaign and a member 


General Agent at Chicago 
For Old Republic Life 





OSCAR BERMAN 


Oscar Berman has been appointed a 
general agent by the Old Republic Life 
at Chicago. Mr. Berman, with a back- 
ground of 25 years experience in the in- 
surance industry, operates his agency at 
7028 North Clark Street, Chicago. He 
is a member of Waukegan Yacht Club, 
North Shore Yacht Club, Kiwanis and 
the Masons. 





September 30, 1960 





Industry Associations Comment Upon 


Income Tax Proposed Regulations 


Objections to several proposed regu] 
tions issued in connection with Panes 
I of the Life Insurance Company In- 
come Tax Act of 1959 have been outlined 
in a letter to the Commissioner of In- 
ternal Revenue by the American Life 
Convention, Life Insurance Association 
of America, and Life Insurers Confer- 
ence. The three insurance associations 
nsecnett their c mments after a study 
of the proposed regulations but an- 
nounced their intention to submit further 
views at an early date in order to present 
their suggestions adequately. 

The ALC, LTIAA, and LIC statement 
discussed twelve points upon which there 
was general agreement among their mem- 
ber companies. On the matter of re- 
associations 


serves required by law, the 
stated: 

“We object to the definition of re- 
serves required by law as it appears 


in section 1.801-5(b) of the proposed 


regulations. We also object to the pro- 
vision to the effect that total ae aio 
are to be computed on the basis of the 


aggregate reserves required by 
any single state, rather than the highest 
aggregate reserves established pursuant 
to the requirements of all states in 
which the company does business.” More 
detailed comments on this point will be 
submitted later, the letter continued. 

The statement commented upon the 
section dealing with the inc!usion of in- 
terest from the payment of premiums 
on other than the annual basis. 

“We believe that this attempt to in- 
clude part of the premiums on insurance 
contracts as interest income is without 
foundation in either fact or law, is in- 
consistent with the provisions of the 
statute, is at odds with the interpreta- 
tion which for many years has been 
placed on similar provisions in prede- 
cessor statutes, and is in conflict with 
earlier regulations on the same subject,” 
the letter continued. 

Dealing with the subject of interest 
paid, the insurance association objected 
to provisions specifying that the deduc- 
tion for interest paid relates only to in- 
terest incurred on, or in connection with, 
annuity camtrnets. Objections were also 
made to the definitions of “indebtedness,” 


highest 


of interest as guaranteed interest, and 
of “supplementary contracts.” In addi- 
tion, the statement was critical of the 


implication that the provision for interest 
on certain special contingency reserves 
relates only to interest on such reserves es- 
tablished under the Federal Employees’ 
Group Life Insurance Act of 1954. 

Discussing the sections relating to 
deposit administration plans, the ALC, 
LIAA, and LIC said: 

“We object to these provisions of the 
proposed regulations as they deal re- 
spectively with the treatment of deposit 
administration funds under the section 
of the statute relating to life insurance 
reserves, with the treatment of such 
funds under the section of the statute 
relating to pension p'an reserves, and 
with the treatment of interest credited 
to such funds under the sections of the 
statute relating to interest paid.” On 
this point also, the associations indicated 


that a more detailed statement will be 
submitted later : mee 
In their letter to the Commissioner, 


the insurance associations also pointed 
out that one paragraph of the proposed 
regulations is subject to the construction 
that all unearned premiums and unpaid 
losses on non-cancellable life, health or 
accident policies are to be excluded from 
reserves and are to be taken into ac- 
count only for the purpose of determin- 
ing whether an insurance company is a 
life insurance company. The associa- 
tions termed this regulation “patently 
incorrect.” 

“The statute expressly recognizes the 
existence of unearned premiums and un- 
paid losses which are included in life 
reserves, and expressly provides for their 


treatment as life insurance reserves if 
they meet the standards of section 801 
(b). The proposed regulation is there- 
fore squarely inconsistent with the statu- 
tory provisions. It also is at odds with 
previous regulations relating to similar 
provisions in earlier statutes,” the letter 
continued. 

In addition, objections and comments 
were made in connection with the sec- 
tions relating to mnoncancellable _ life, 
health or accident insurance policies; 
guaranteed renewable life, health or accident 
policies ; life insurance reserves renee Sid 
serves with respect to risks reinsured; re- 
serves and liabilities which do not ealiiee as 


life insurance reserves—cance lable con- 
tracts and risks reinsured; mortgage 
origination fees; and real estate ex- 
penses and taxes—taxes of shareholders 


paid by a corporation. 


Newtown Agency, Great N eck, 
Reorganizes; Has Open House 


The Newtown Agency of Great Neck, 
Long Island, representing the Eastern 
Life of New York, recently he'd an open 


house party in its new offices at 45 
North Station Plaza with a reception and 
buffet dinner. The hosts were the 
agency’s ofticials—Mrs. Frances Cohn, 
Arnold M. Cohn and Jerold D. Cohn, 
who welcomed the many _ producer 
friends and home office executives at- 
tending. 


The agency, now reorganized, is set up 
to process all applications, arrange medi- 
cal examinations and give complete serv- 
ices to its producers. 

Eastern 


Life officials on hand were 
Harry Yarin, vice president and secre- 
tary; Murray April, director of agencies; 


Abrams, CLU, associate di- 
agencies; Alan G. Baker, di- 
advertising and sales promo- 
A. Hendry, chief un- 


Seymour 
rector of 
rector of 
tion and Victor G. 
derwriter. 


Nashville General Agent 


For General American 
Kenneth W. Taylor, Sr. has been ap- 
pointed general agent in Nashville for 
General American Life. He entered the 
life insurance business in 1953 as a rep- 
resentative for Equitable Life of New 
York. A year later, he was promoted to 
field assistant. In 1955 he became a dis- 
trict manager for that company. 
James E, Fly has been the general 
agent in Nashville for General American 
but has recently retired for health rea- 


sons. 
Mr. Taylor received his education at 
Trevecca College. Active in community 


affairs in Nashville, he isa charter mem- 
ber of his local Optimist Club. His work 
for his church includes serving as presi- 
dent of the young people’s society, serv- 
ing on the Board of Stewards, and acting 
as executive secretary for the Men’s 
Club. 





Connecticut General Life 
Field Office Appointments 


Connecticut General Life has an- 
nounced staff appointments at three field 
offices. 

Charles E. Baker, Jr. has been ap- 
pointed assistant man: uger of the Chicago 


brokerage agency. He was formerly a 
senior brokerage consultant in Chicago 


serving independent general insurance 
men and their clients. 
Richard M. Nelson 
assistant manager of 
branch office. He joined 
in 1954 as an agent in Des 
since 1959 has been an agency 
in the home office in Hartford. 
Philip T. O’Hara has been appointed 
a staff assistant at the Long Island 
branch office in Garden City, New York. 
He joined the office in 1959 as an agent. 


been named 
the Hartford 
the company 
Moines and 
assistant 


has 


Cyrus Hamlin Made Buffalo 
General Agent National Life 





CYRUS W. 


HAMLIN 


Cyrus W. 
tional 


Na- 
ap- 


N.Y, 


Hamlin, an officer of 
Vermont, been 
pointed general agent at Buffalo, 
effective October 1. 


He Arthur L. 


who the 


Life of has 


Beck, 
24 years. Mr. 
decided to relinquish 
managerial duties to devote full time to 


succeeds 
has 


CLU, 
held post 


Beck, who has 
his clients, will continue as a member of 
the agency which has a staff of 15 people 


and an insurance-in-force account of 
$41,000,000. 

Mr. Hamlin joined the home office 
staff in 1955 as assistant director of 
agents’ training, was elected an officer 


in 1958, and was promoted to director 
of training last year. 

P revious: y he was an agent in Buffalo 
for nine years, four with Mutual Benefit 
Life of New Jersey and five years with 
the Beck agency. 


NAMED SANTA BARBARA MGR. 


Roy D. Carroll has been named Santa 
Barbara, Calif. agency manager of Pa- 
cific Mutual Life. He joined the com- 
pany in 1959, 


White & Winston 


(Continued from Page 17) 


president of the Group Supervisors As- 


sociation of New York. 
Al Neidenberg, also a Hofstra grad- 
uate, with business and accounting 


majors, is the most recent addition to the 
White & Winston supervisory staff. He 


joined the agency last May. His pre- 
vious experience was with the Co'umbian 
National Life and Postal Life. 

Neil H. Stern, graduate of City Col- 
lege of New York with B.A. degree, 
economics major, saw service with the 


S. Army in Wurzberg, Germany, 
where he was in the finance office. He 


joined the Group department of the 
agency a year ago. 

Margaret Boyle has been office mz-n- 
ager of White & Winston, Inc. since 


1951 and prior to that time was with the 
home office of The United States Life 
in various capacities. Among them, Miss 
Boyle was supervisor of new _ business 
for the company. 

Other members of the W. & W. staff 
include Lorraine Bacino, Group sec- 
retary; Kay O'Neill, life secretary; 
Frances Apice, new business, Virginia 
Williams, receptionist and switch! oard 
operator and Mary Madenjian, book- 
keeper. In their respective capacities 
they all play a part in the success 0 
this agency’s operation. 
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More Canadians Buying 
Own A. & H. Coverage 


DESPITE GOV’T PLAN GROWTH 





Survey Shows Over One Million Persons 
Purchased Voluntary Medical Ins. In 
1959; 700,000 Bought Surgical 





Canadians in increasing numbers are 
arranging their health insurance 
through private sources, according to the 
annual statistical report issued last week, 
by the Canadian Health Insurance Asso- 
dation. The survey the under- 
writing results of insurance companies 
and other non-governmental voluntary 
agencies. 

The report shows that more than one 
million persons became new purchasers 
of medical insurance during 1959, while 
700,000 were added to the rolls of surgi- 
tal plans. The figures include both heads 
of households and dependents. In per- 
centages, those enrolled in medical plans 
increased by 14.5 and in surgical benefit 
plans by 94. 

In addition, more than half a million 
new persons became covered by major 
medical or comprehensive medical plans. 
Some of these would be included already 
among those covered by normal medical 
and surgical plans. The report indicated 
that this area of coverage was the most 
rapidly expanding one—a total of 1,179,- 
00 were covered in 1959 compared with 
only 234,000 four years ago. 

“This steady increase in coverage shows 
that Canadians generally are both will- 
ing and able to take the responsibility of 
atranging their own health insurance 
coverage,” said Association President F. 
A. Walton. “Coverage has shown steady 
increases for the past ten years.” 

In 1950, only 2,600,000 Canadians had 
surgical insurance compared to 8,134,000 
in 1959. Medical insurance was carried 


own 


covers 





Beneficial Standard Life 
Has Home Protective Plan 


A new kind of insurance program that 
assures payment of a _ householder’s 
monthly rent when sickness keeps him 
from working, is announced by Joseph 
N. Mitchell, president of Beneficial 
Standard Life of Los Angeles. 

First to receive the new service will 
be the employes of Los Angeles County, 
Mr. Mitchell revealed. Known as the 
home protective plan, the policy provides 
full month!y payments of rent if the 
insured is disabled and unable to work 
for 15 days or longer. 

Payments continue as long as 15 years 
from the date the policy is issued, re- 
gardless of a change in residence. 
Monthly cost of the coverage is 4% of 
the monthly rent. In the case of a group, 
such as the Los Angeles County em- 
ployes, arrangements are made to col’ect 
monthly premiums on a payroll deduc- 
tion basis. 

“Rent insurance is the 
long-felt need, and is motivated by the 
concern every person feels for his home, 
should illness or accident strike the 
breadwinner,” Mr. Mitchell declared. 
“The home protective policy is designed 
to supplement the usual health insurance 
which, though it takes care of hospital 
and medical bills, has no provision for 
the monthly expense of keeping a roof 
over the family during the disability of 
the wage earner.” 


answer to a 


by 1,777,000 in 1950 compared to 7,527,000 
in 1959. 

Despite the growth of government hos- 
pital insurance plans, more than six mil- 
lion Canadians continued to purchase 
either basic hospital insurance or sup- 
plementary coverage in 1959. 


Nenior Citizen In Spotlight 


(Continued from Page 49) 


annual luncheon October 25. Mr. Graham 
is chairman of the HIAA individual in- 
surance committee and secretary, A. & S. 
department of Bankers Life. Guest 
speaker at the luncheon will be Doctor 
Ronald C. S. Young who appears 
through the courtesy of General Motors 
Corp. Dr. Young’s address will be on 
“The American Way of Life In World 
Leadership.” 

On Tuesday afternoon, registrants will 
have a choice of one of the following 
workshop sessions: Disability income, J. 
T. McCuiston, second vice president, 
Woodmen Accident & Life, director, 
with Russell W. Berquist, chief under- 
writer, Paul Revere Life; G. H. Carlson, 
A. & H. actuary, The North American 
Company for Life, Accident & Health; 
Albert E. Haskell, director individual 
A. & S. department, Liberty Life; Ted 
J. Sanders, A. & S. underwriting man- 
ager, Guarantee Mutual Life, and Dale 
E. Scheer, manager, A. & S department 
and assistant secretary, Midwest Life. 

Major medical and comprehensive 
medical: B. K. Holliday. vice president 
underwriting, Federal Life & Casualty. 
director, with Frank T. Cleland. second 
vice president, A. & H.. Colonial Life; 
Willard R. Moulton, assistant secretarv, 
Union Mutual Life, and Gerald S. 
Parker, secretary, A. & H., The Guard- 
ian Life. 

Submission of policv forms to Insur- 
ance Departments: William H. Green- 
wood, Jr., director, with Rohert M. 
Shea, associate counsel, Tohn Hancock 
Mutual Life, and Edwin E. Weller. gen- 
eral counsel, Provident Mutual Life of 
Philadelphia. 

Agency, claims and underwriting co- 
ordination: Carl A. Ernst. director of 
A. & H. for North Americen Life & Cas- 
valty, director with E. H Magnuson, as- 
sistant vice president. Federal Life & 
Casualty, and S. Wescott. director 
A. & S. sales and second vice president, 
Bankers Life of Nebraska. 





Question St. Louis Parents 
On School A. & H. Plan 


Charles A. Naylor, administrative as- 
sistant to the Superintendent of Instruc- 
tion for St. Louis Public Schools, has 
revealed that the St. Louis school sys- 
tem will send out 10,000 questionnaires 
to parents of public school pupils to 
ascertain whether the parents want to 
enroll their children in a low-cost acci- 
dent insurance plan. 

The Board of Education’s (Community 
Planning Committee, headed by Oscar 
A. Ehrhardt, has been studying the mat- 
ter for nine months. If enough parents 
are interested in the insurance program, 
the school board will solicit bids from in- 
surance companies for policies to cover 
pupils while they are in school and while 
they are going to or returning from 
school. 





Rhodesian Schools to See 
Aetna Casualty Safety Film 


Schools in Rhodesia in southern Africa 
will promote safe driving among stu- 
dents this fall through showings of Aetna 
Casualty & Surety’s latest highway safe- 
ty film, “To See Ourselves.” The film 
was requested through the American 
Foreign Insurance Association and will 
be shown at all Rhodesian schools by 
the National Road Safety Council of 


Rhodesia. 
“To See Ourselves” is a 15-minute 
color film which gives motorists a 


chance to observe their driving actions 
through the eyes of their fellow drivers. 





Organization of underwriting func- 
tions and training of underwriters: J. 
Noyes Grary, secretary, ‘Connecticut 
General Life, director, with Ear’e Borge- 


son, assistant secretary—underwriting, 
Washington National, and Paul F. 
Schneider, staff assistant, Mutual of 
Omaha. 

















His Majesty: 
Our Client 









For the Best in A. 


get in touch at once with this completely equipped office, conveniently 
located in the heart of New York's downtown insurance district. 


& S. Protection — 


One of our most popular policies is the 


4|WAY FRANCHISE POLICY 


WORLDWIDE PROTECTION: 
24 HOURS A DAY — AT HOME — AT WORK — AT PLAY 


LOW ANNUAL PREMIUM — $1 per $1,000 to Age 70 


Affiliated with 


offered on the basis of employer-employe sponsorship for male and 
female business executives, key persons in administrative or supervisory 
positions, salesmen and associations. Minimum 5 Lives 


Simple, Quick Installation Procedure — Call us for Brochure 


SICKNESS & ACCIDENT AGENCY, Inc. 


HAROLD N. SLOANE AGENCY, GENERAL AGENT, CONTINENTAL 
ASSURANCE CO., and GRUBER & SLOANE AGENCY, INC. 


111 John Street, New York 38, N. Y. 





BEekman 3-4545 
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S. W.Gingery Analyzes Sharp Rise i in, 
Hospital Claim Costs Since 1950 


Chicago, Sept. 28—The sharp and con- 
tinuing rise in hospital claim costs since 
1950 is shown in a study made of the 
group hospital expense insurance e€x- 
perience of nine of the larger life in- 
surance companies, reported here today 
at the annual meeting of the Society of 
Actuaries é 

Anz alyzing the So- 


study, made by the 


ciety’s committee on accident and sick- 
ness experience in plans insured on the 
group basis S. W. Gingery, associate 
actuary of The Prudential, showed that 


between 1950 and 1957 the number of 
hospital days of confinement per life in 


sured increased by 38% for male em- 
ployes, 19% for female employes, and 
356 * for family units. Although the aver- 


age duration of hosnital confinement had 
declined slightly, this was more than 
offset by the increases in_ the frequency 
of hospital confinement of 49% for male 
employes, 26% for female employes and 
32% for family units, Other studies in- 
dicate that the upward trend of claim 
costs has continued since 1957. 

The 1957 experience showed that, al- 
though more than a third of the in- 
patient claims were for than four 
days’ confinement. a substantial percent- 
age involved lengthy hospital stays. For 
male emploves, 14% were for 14 days or 
more and 7% for 21 days or more. 


less 


Drop Reflects New, Improved Techniques 


“The drop in average duration of con- 
finement reflects the new and improved 
techniques and more effective drugs,” 
Mr. Gingery said. “The increased fre- 


quency of hospitalization is due _ to 


DIAMOND STAR LEADERS FETED 
Wisconsin National Life at Recent Star 
Leaders Conference Played Host to 
33 Qualifying Agents 
To attain the enviable designation of 
diamond star leader, Wisconsin National 


Life agents must sell over $10,000 an- 
nualized life and A. & S. premiums on 
at least ten lives. 


When the company held its recent 
star leaders conference in Three Lakes, 
Wisconsin 33 agents had already quali- 
fied for this honor. 

The following Diamond Star Leaders 
attended the conference: R. H. Bell, 


Hamilton, N. Y.; E. W. Clark, Oshkosh, 
Wis.; A. V. Dubee, Jr., Traverse City, 
Mich.; Irving ‘Duckler, Milwaukee; 
Harry Dykstra, Jr., Chicago; W. F. 
Ebel, Fairibault, Minn.; .M. L, Franklin, 
Moline, Ill; ig 2 O. Fry, Oshkosh, 
Wis.; S. = Hall, Kokomo, Ind.; R. L. 
Harmon, —- Wis.; B. H. Hass- 
furder, ¥ eg Wis.; F. 'P. Hastings, 


Detroit; Garnett Inm: an, CLU, New Al- 
bany, Ind.; D. S. Kay, Carpentersville, 
Til. ; Hal Lister, Brookfield, Wis.; R. 
Madler, Wilbert, Wis. 

Also: A. K. Mallick, Grand Rapids, 
Mich.; A. F. Marcon, Birchwood, Wis.; 
AR. Mason, Flint, Mich:; K. F. Peder- 
sen, Brookfield, Wis.; N. D. Provine, 
Macomb, IIl.; C. R. Reeves, Colchester, 
Ill.; Paul Refkin, Milwaukee; H. L. Reif, 
Oshkosh, Wis.; R. S. Robinson, Jr., Cry- 
stal Lake, Ill.; C. E. Schroeder, CLU, 
Oshkosh, Wis.; D. R. Sheehan, Carv, 
Ii.; J. G. Shonsky, Flint, Mich.; W. T. 
Smith, Indianapolis; J. R. Tatum, Wa- 
bash, Ind.; D. C. Taylor, Eau Claire. 
Wis.; L. L. Twining, Spooner, Wis., and 
C. E. Wolcott, Grand Rapids, Mich 


AVILA ELECTED TO BOARD 





Liberty Mutual Insurance Co. has 
elected Charles F. Avila to its board 
of directors, Board Chairman S. Bruce 


Black announced. Mr. Avila, a Harvard 
graduate, is president and a director of 
Boston Edison Co. which he joined in 
1929. He is also a director of the Na- 
tional Shawmut Bank of Boston, the 
Greater Boston Chamber of Commerce 
and the Electric Council of New Eng- 
land. 


changes in the practice of medicine, the 
presence of health insurance, meaning 
that more people can afford hospitaliza- 
tion, and the greater supply of hospital 
facilities. The increased charges for 
hospitalization reflect the inflationary 
trend since 1950 and the improved serv- 
ices hospitals are now supplying. Despite 
the increased number of out-patients and 
the shorter duration of 


average con- 
finement, the total cost per claim has 
increased over this period 


Together with a relatively greater in- 
crease in claims of shorter durat‘on, 
another important change shown in Mr 
G'ngery’s report is the great rise in 
out-patient claims. increasing from 3% 
of total claims to 18% for adult claimants 
and from 12% to 35% for children. 

While this was a study of claims under 
group hospital insurance the data avi Lil 
able on the hospital charges under the: 
claims also shows the upward trend in 
hosiptal costs. Between 1950 and 1957 
hospital charges per confinement for 
room and board increased 40% to 50%. 
For the same period hospital miscel- 
laneous charges increased 25% to 60% 
including out-pat’ent claims, but G0% to 
80% excluding such claims. 

It was pointed out by Mr. Gingery 
that the rapidity and nature of the 
changes in hospital claim costs make it 
difficult to project costs for more than 
minimum periods, He suggested a pos- 
sible need for more frequent sample 
claims studies, with early publication of 
results, to keep reasonably abreast of 
the changes occurring in hospital claim 
experience. 


Brennan Joins Eastern Dept. 
Of Employers Reinsurance 


A. Harrison Brennan has joined the 
eastern department of Employers Rein- 
surance Corp. to assume production and 
underwriting duties. Prior to joining 
Employers, Mr. Brennan was with the 
Royal Globe Insurance Group for 14 
years. He started his insurance career 
as a special agent for that company and 
held several positions before becoming 
assistant manager of the casualty under- 
writing department, for which office he 
resigned to join the Employers. 

A CPCU aspirant, having completed 
Parts I, Il, and IV, Mr. Brennan is 
presently in the U. S. Army Reserve 
holding the rank of Captain—Infantry. 





HII AIDS COLLEGE DEBATERS 
Institute Sending Reference Kits to Col- 
leges and Universities on Compulsory 
Health Ins. Controversy 

The Health Insurance Institute has 
announced that it has sent insurance 
reference kits to some 1,500 colleges and 
universities for use during the coming 
college debating season. 

The institute said the committee on 
intercollegiate discussion and debate of 
the Speech Association of America had 
chosen, through a poll of college di- 
rectors of forensics, the following de- 
bate proposition for nationwide use dur- 


ing the 1960-61 forensic season: 
Reso!ved: That the United States 
should adopt a program of compul- 


sory health insurance for all citizens. 


As a result, the institute said that 
insurance c m»oznies. the Health Insur- 
ance Association of America, the in- 


stitute and other insurance organizations 
had been de'uaged with requests for 
background information relative to the 
question. To meet these requests, fa- 
cilitate debaters’ research. and centra- 
lize insurance reference efforts, the in- 
stitute prepared kits of reference ma- 
terials. 

Each school has been sent three kits, 
and the number companies of the HIAA 
have received one kit. Personal kits 
will be furnished upon request, and 
institute has made its services available 
‘o the nar'icipants in the debate for 
fuer information on specific areas. 

The insurance reference kits contain 
reprints of an address by E. J. Faulkner, 
president, Woodmen Accident & Life, 
Lincoln, Nebr., entitled: “Common Sense 
and Health Care Costs,” and an article 
written by Ardell T. Everett, second vice 
president, The Prudential, Newark, N. J., 
entitled: “March to Utopia—True or 
Political.’ 

Other works included in the kits are 
the HIAA statement of policy and such 
institute publications as: Source Book of 


Health Insurance Data, Profile Of The 
Health Insurance Public, Health Insur- 
ance After 65, New Progress In Financ- 


ing Health Care, 
Health Insurance, 


A List of 


ance 


Developments In 
and the 1960 edition of 
Worthwhile Health Insur- 


Bo ks. 





Barley Sent to Syracuse 

Frank Barley has been appointed ex- 
cess and surplus manager of Continental 
Casualty’s Syracuse branch office, Robert 
Z. Rose, superintendent of Continental's 
excess and surplus lines department, an- 
nounced. Mr. Barley, a graduate of 
\delphi College, joined the company as 
a casualty underwriter in 1954 at New 
York, after three years as a fire special 


agent. 








Consultant to A. & H. and 


Life Insurance Companies 


155 EAST 44TH STREET, NEW YORK 17, N. Y. 
Phone: MUrray Hill 7-7255 





Prepared for Consultation 


on all phases of Home Office agency activity as well as Field 
Manpower Development — on per diem basis by appoint- 
ment. Background of 30 years of H. O. and Field supervision 
with unqualified success in every undertaking. 








September 30, 1960 








Field Men See New H. 0, 
Of Provident L. & A. 


AT COMPANY SALES MEETINGS 
Over 500 Repeccentetives and Wives are 
Guests at Lookout Mountain Resort 
During Both Gatherings 








Provident Life & Accident of Chat- 
tanooga was host to more than 500 field 
representatives and their wives during 
two sales meetings September 12- 15 and 
September 18-21 at the Castle in the 





ae 


MACLELLAN 


Clouds 
Tenn. 

Business sessions included discussions 
and talks by company officials and field 
representatives on current practices and 
trends in sales, administration and serv- 
ice of life and accident and sickness in- 
surance. 

Provident’s President R. L. Maclellan 
said the meeting in Ch uttanooga gave 
members of the company ’s field organ- 
ization an opportunity to see the new 
home office for the first time. 

Mr. Maclellan stated that the meeting 
included “both sales and service mem- 
bers of the Provident field organization 
representing agencies and branch offices 
throughout the continental United 
States.” 


Hotel on Lookout Mountain, 


Home Office, a Testimonial 

“This new home office building is, in 
large measure, a testimonial to the ex- 
cellent services performed by the Provi- 
dent field organization, Mr. Maclellan 
said. “Just as their contribution to Prov- 
ident growth helped to make the build- 
ing necessary, we thought it fitting that 
they be the first to see how the new 
home office was designed and equipped 
for the best possible future service to 
field representatives and policyholders. 
He added: 

“The meetings in Chattanooga were 
timed, therefore, to give Pecvideacs 
field representatives a firsthand look ¢ t 
their new building and service facilities." 

Entertainment for the sales meetings 
included sightseeing, golf on the Look- 
out Mountain course, a style show tor 
the ladies, a steak fry on Lake Chick- 
amauga as well as the usual recreational 
and entertainment facilities of the Castle 


in the Clouds Hotel. 

Special tours of Provident’s new build- 
ing for field representatives were con- 
ducted by members of the home office 
staff. 





SKELLY TO PHILADELPHIA 

Zurich-American Companies have ap- 
pointed William G, Skelly to handle 
boiler and machinery production and 
underwriting in the Philadelphia branch 
office. Mr. Skelly previously was ass0- 
ciated with the Mutual Boiler & Mach- 
inery Insurance Co, 
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You'll enjoy “THE TWENTIETH CENTURY,” 
Sundays, CBS-TV 





Congratulations from the The unfailingly high professional standards 
Prudential to Brokers recently awarded the | advocated by the Chartered Property and 

Chartered Property and Casualty Casualty Underwriters reflect credit on the 
Underwriters Key... entire insurance industry. po 


The Prudential 


INSURANCE COMPANY OF AMERICA 


TO OVER 35 MILLION PEOPLE—INSURANCE MEANS PRUDENTIAL 









































EXPERIENCED 


THERE IS NO SUBSTITUTE FOR EXPERIENCE. And there’s no 


substitute for the services of an experienced reinsurer, with a first hand, detailed 
knowledge of all phases of American fire, marine, casualty, bonding 


and accident reinsurance. 


GENERAL REINSURANCE 
CORPORATION 


Largest American multiple line market dealing exclusively in Reinsurance 
ALL FIRE, CASUALTY, ACCIDENT AND SICKNESS, BONDING AND MARINE LINES 











Midwestern Dept.: 101 WEST ELEVENTH STREET, KANSAS CITY 5, MISSOURI 

Home Office: GENERAL REINSURANCE BLDG. Pacific Di ican SO. HARVARD BOULEVARD.LOS ANGELES 5, CALIFORNIA 
400 PARK AVENUE. NEW YORK 22, N. Y. ae: ae : : 

Chief Agent for Canada: 360 ST. JAMES STREET WEST. MONTREAL, QUEBEC 























